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Style Vanquishes Weather and Season 


next 90 days is that of style. The “Recorder” 

has talked the stimulus of style since last 
June. There have been objections voiced as to the 
emphasis upon footwear fashions, but the fact remains 
that the style policy has proved itself the only one 
for an industry to follow. When a man has been ill 
for a long period, his appetite is restored by tempting 
little delicacies, and health is soon regained. 

The same is true about the American public and 
industry. The war brought on a sick period and 
now, in convalescence, everyone is nibbling on the 
little dainties of footwear fashions that help to keep 
stores and factories going. Is there not a clue for 
the complete recovery of the industry in the success 
of the millinery folk? 

What is it that brings out in bleak January the 
vogue for satin hats, superseding fur hats though 
the weather would indicate the opposite? Some 
say it is “fashion,”’ but we say it is skilful planning. 

Who put sex in umbrellas? The merchant who 
saw the light of good business in giving one type of 
rain protector to man and another to woman. It 
was good business to make style in umbrellas. For 
utility who can dispute it that one type of umbrella 
would serve completely as a covering and protection 
from the weather. Think it over. 

There is a very clever publicity man, at $20,000 a 
year salary, spending a sizeable appropriation to 
bring about a national interest in hats. The return- 
ing actress from Europe gets two columns of picture, 
head and hat, and the caption just emphasizes hats. 
The industrial propaganda is not on any one type— 
it is just hats. 

Is it time for equal emphasis on shoes, just shoes. 
Fashion is a fickle thing—especially if neglected. 


T= biggest topic of the week and within the 


Neglect is a difficult thing to fasten upon an entire 
industry, but nevertheless here is the proof. 

A young lady owning a millinery business volun- 
teers the following: ““The shoe stores sure did give 
us a run for our money for a period of years. We 
sold fewer hats and decidedly cheaper ones, even 
to customers who had lots of money. It seemed as 
though attention centralized upon the footwear and 
headgear was ignored. My! but we did suffer for 
want of an appreciative trade. But now, just take 
a look at the beautiful creations in headwear, every 
one distinctive and appealing, and when you look 
at the price ticket please don’t faint. Now I figure 
it out this way: The shoe merchants found style a 
most interesting diversion, but when they were 
rushed for business they backslid into the rut of 
things that what women wanted were foot-coverings . 
and not foot fashions.” 





Our Dean’s Sabbatical Year 


. C. McGOWIN, president emeritus of the 
National Shoe Retailers’ Association and the 
shoe executive of the great Wanamaker insti- 
tution, is to take an intermission from labor to 
enjoy the pleasures of travel. He is going to drop 
all thoughts of business so that Mrs. McGowin and 
he may have an opportunity to get away from their 
accustomed extremely busy life. 

It is right and fitting that a man in his seventies. 
should take some enjoyment and truly he deserves it.. 
From his start as a clerk, with a salary of $2.50 per 
week, to his premier position as dean of the retail shoe 
industry, is a story encompassing an active life, welt 
spent. Join with us in: wishing him health and long 
life in the joys of his great friendship. : 
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President Orr’s Answer 


JAS. P. ORR, A. H. GEUTING, F. P. MEYER, T. C. MIRKIL, 
President Chairman Executive Committee Secretary-T reasurer Secretary-Commissioner 


NATIONAL SHOE RETAILERS’ ASSOCIATION 
OF THE UNITED STATES OF AMERICA, Inc. 


HEADQUARTERS, 501-502-503 FRANKLIN TRUST BUILDING 
PHILADELPHIA, PA. 























18-24 West Fifth St., 
Cincinnati, Ohio 





Mr. Arthur D. Anderson, 
Editor Boot and Shoe Recorder, 
207 South St., Boston, Mass. 






My dear Mr. Anderson: 


If my letter of December 18 placed you in a false light be- 
fore the trade, I am sorry. Nothing was further from my 


thoughts. 


My attention was called to your article along with several 
others, and the opinion seemed to be crystalizing that the 
retail merchant was being placed in an unfair light, that he 
was the flood-gate holding back the deluge of low prices which 
were certain to sweep the country but for his stubbornness 
and refusal to meet new conditions. 


I felt, both from observation and reports received from lead- 
ing centers, that the rétailer was doing his part, and was if 
anything a step in advance in a movement toward re-adjustment 
to a lower basis. It was this belief and knowledge that 
inspired the article, and if the Recorder has been misquoted, 
no one can deplore the affair more than the writer. 


We have always been keenly mindful of the great service the 
Recorder has rendered the retail trade, and it is the desire 
of our Association to co-operate with your journal to the 
fullest extent. As regards your "reason to hope that the 
National Shoe Retailers' Association will in the future per- 
mit issuance of general letters injurious to a great servant 
of the trade only after consultation and consent of the Board 
of Directors," I respectfully suggest that changes of 
policy and matters of this kind, can best be handled within 
our own organization. Yours very truly, 


(Signed) oe Ca Cw: 


Vv President. 






























JPO/L. 
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Our Acknowledgment 





Mr. James P. Orr, 
President National Shoe Retailers’ Association, 


Cincinnati, Ohio. 





My dear Mr. Orr:— : 
Your letter permits us both to close an incident that was brought to the 


attention of thousands of merchants, and it likewise helps us re-affirm our obligations to 
the great retail craft we represent. 

Misunderstandings are mists that disappear; they exist because we are human. The 
point between the Recorder and yourself was that of a different interpretation of the same 
facts. You saw things from the viewpoint of the merchant in time of tension and public 
clamor; the Recorder viewed them perhaps a little more broadly from the general aspect of 
the concern of the shoe industry as a whole, and while the perspectives were different, the 
facts in the case were identical; even if the remedial suggestions were apart. We meet 
today on a common footing with most of the obstacles removed in the way of business 


resumption. 

We feel that the Recorder has contributed much to the betterment of the mer- 
chants’ position by our timely suggestion on liquidation. 

The Recorder stands with the solidity of nearly 40 years of merchant service for the 
rights of the man who has built a retail business and just as staunchlyrespects the rights of the 
man who has created a factory, or a material, for they have both established opportunity for the 
wage earner and the great American customer. 

It is for us all to realize our collective responsibility and to be sympathetic of the 
rights of others, so that we can bring about far reaching benefits to the merchant, and 


through him the public. 

Nobody appreciates the services rendered by you to the retail industry more than 
does the Recorder. As in the past, so in the future, both of us will be found working to- 
gether for the prosperity of the merchant, for we are cognizant of his positive place in the 
scheme of intelligent and economical distribution. Is it not true that we both have today a 
new zeal that springs from the power of responsibility and sense of duty to the merchant of 
shoes? And this can be better attained by our friendships gained from working shoulder to 


shoulder in his behalf. 





Most heartily yours, 


lett) Uladbvern: 


Editor. 
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Canadian Shoe Manufacturers Meet 
Resent Dumping, Urge Tariff Wall, Dispute Taxes, 






and Acknowledge “Bottom Has Been Reached’’ 


HE Second Annual Convention of the Shoe 

Manufacturers’ Association of Canada opened 

Tuesday morning, January 25, at Montreal 
with reports full of optimism by the delegates in 
attendance. 

An address which had been prepared by Hon. E. J 
Davis, leather manufacturer, of New Market, On- 
tario, and which was read by G. W. McFarland of 
Brampton, Ontario, reflected a view of improvement 
which is expected in business conditions. _ 

A resolution was passed urging upon the govern- 
ment the fact that no reduction should be made in the 
tariff on imported boots and shoes and that more 
stringent regulations be put into force by the customs 
authorities to protect the Canadian market from un- 
fair dumping. 


Protection of Canadian Factories 


Second Vice-President J. E. Warrington of Quebec, 
in discussing the resolution, declared that the shoe 
industry of Canada had made material strides during 
the past few years, and if furnished with protection 
until it had developed to a point comparative with 
countries where it had been longer established, it 
would be able to compete favoralaly with any country 
in the world. 


Despite this argument, however, the Minister of 


Finance in a later address made before the convention 
refused to promise the protection asked. 

The present business profits tax was roundly scored 
by F. S. Scott, the retiring president, declaring that it 
was not taxation but confiscation of property and 
that the tax levied in Canada was infinitely more 
severe than that of Great Britain. A resolution re- 
questing the government to discontinue this method 
of taxation was adopted. 


Sales Tax—At Source 


A third resolution supported the principle of taxa- 
tion in the form of sales tax, but recommended that 
this tax be collected exclusively at the source from 
the wholesalers and manufacturers and that three 
months’ credit be given for payment of the same to 
the government. 


Reports and Officers Elected 


The officers for 1921 were elected as follows: Hon- 
orary president, F. S. Scott, Getty & Scott, Galt, 
Ontario; president, Joseph Daoust, Daoust, Lalonde 
& Co., Montreal; first vice-president, John B. Palmer, 
Hartt Boot & Shoe Company, Ltd., Fredericton; 








second vice-president, J. E. Warrington, Joh 
Ritchie & Co., Quebec; secretary-treasurer, Henri 


Viau; executives, J. Leckie, Vancouver; C. A. Suther- 
land, Amherst, Nova Scotia; Oscar Dufresne, Mon- 


treal; H. E. Moles, Montreal; H. V. Gale, Quebec: 


J. E. Samson, Quebec; David Marsh, Quebec; F. H. 
Ahrnes, Kitchener; S. H. Parker, Preston; G. W. 
McFarland, -Brampton, Ont.; A. Brandon, Brani- 
ford, Ont.; J. A. Walker, Toronto, and Raoul Lan- 
thier, Montreal. 

F. S. Scott of Galt, Ont., president of the associa- 
tion, in his address this afternoon said the past 
year had been the most unsettled and unsatisfactory 
one that the shoe manufacturing industry had ever 
passed through. He called attention to the complete 
change in conditions within a few months and the 
enormous losses sustained by the shoe industry during 
the period of readjustment. 

“It is generally conceded,” said Mr. Scott, “that 
insofar as the shoe and leather industry is concerned, 
the bottom in prices has been reached and that from 
now on we can look for a gradual return to more 
normal conditions.” 


Campaign **Canadian Products for Canadians” 


The Advertising Committee, in its report, gave 
credit to the advertising campaign last year for ef- 
fecting a considerable decrease of importation of shoes 
from the United States, the last two months of 1920 
showing a falling off of imports of shoes from the 
United States to the amount of $700,000 as com- 
pared with the same two months of 1919. 

The Tariff Committee report referred to the panic 
conditions in the United States during the latter 
part of 1920 and the conclusion reached was that 
shoe manufacturers in the United States had ‘ac- 
tually sold to this country below cost.” “If the actual 
letter of the Jaw had not been broken,” the report 
said, “‘then at least the spirit of the anti-dumping acts 
had been violated by shipments of United States 
shoes received in Canada.” 





Advertising Correction 


Through a typographical error in the page acver- 
tisement of Tober-Saifer Shoe Company, St. Louis, 
on page 110 of our January Ist issue, item No. 120 
was priced at $6.50 when it should have been $6.89. 
The delivery date of items 115, 2572, 2574, 2564. 
2563, 2562, 2570 and 810 should have been given as 
February 10th. 


Jan. 29, 192) 
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New oka cennee Leather Men Fight Proposed 
Tariff on Hides 





An Uneconomic Tax Bill Now Appears 


HE New England Shoe and Leather Association 
T is actively co-operating with the Tanners’ 

Council and the National Boot and Shoe 
Manufacturers’ Association in opposing the placing 
of a 15 per cent duty on hides, as proposed by the 
Emergency Tariff and Smoot bills, now pending in 
Congress. 

The association, which took an influential part in 
the successful campaign to have hides placed on the 
free list a decade ago, has appointed the following 
special committee to represent it in the present drive: 

Chas. H. Jones, Commonwealth Shoe and Leather 
Company, Boston, chairman; Frank R. Briggs, 
Thomas G. Plant Company, Boston; A. M. Creighton, 
A. M. Creighton Company, Lynn; L. H. Downs, 
Chas. K. Fox, Inc., Haverhill; George H. Leach, 
George E. Keith Company, Brockton; Ernest G. 
Howes, Howes Bros. Company, Boston; F. M. Bur- 
ditt, Kistler Leather Company, Boston; C. Q. Adams, 
Bristol Patent Leather Co., Boston; H. B. Dillen- 
back, Beggs & Cobb, Inc., Boston; Moses Ellis, 
Damon & Ellis, Boston; Charles A. Brown, Brockton 
Rand Company, Brockton; Owen C. Howes, Sands & 
Leckie, Boston. 


Letter of Protest Sent 


On January 24, the following letter of protest was 
sent to every Senator and Representative from the 
New England States: 

“During the past six months, the shoe and leather 
industries have been struggling through the most 
severe period of deflation the trade has ever experi- 
enced. The inevitable result of the rapidly declining 
prices has been a temporary paralysis of all branches 
of the trade. 

‘As we approach a stable market and confidently 
anticipate a renewal of business activity, we are 
confronted with the proposed tax on hides. We are 
smitten in the house of our friends. We had expected 
some measure of relief from the burdensome and 
vexatious taxation system of the past few years, and, 
of course, could not anticipate a proposal to re- 
establish the most unnecessary and dangerous impost 
of them all. 


Will Increase Cost of Shoes 


“The claim of the farmer for relief from the forced 
liquidation from which we have already suffered 





should not be answered by a measure which at the 
best could only afford occasional and very trifling 
benefit, while it imposes at the same time on the 
entire population of the country a very real and 
substantial addition to the cost of necessary footwear 
and leather goods. We did not ask the farmer or 
the government to help us bear the tremendous 
losses occasioned by the forced liquidation; is it now 
too much to ask that in helping him that Congress 
forbear to punish us? 

“We have been led to expect a sensible, business- 
like administration of public affairs, but this proposal 
is an affront to every merchant and manufacturer 
engaged in an important industry, and one which 
has rendered good service to the people of this coun- 
try. This service has been rendered without asking 
the protection of any tariff duties at all. We have 
developed the manufacture of leather and shoes on a 
level of such exceptional efficiency that the people of 
this country have enjoyed footwear of superior style 
and quality, on the basis of the lowest European 
prices. 


Tax Is Unscientific and Unjust 


“Is it in appreciation of this service that we are 
now threatened with an unscientific and unjust tax 
on our basic raw material? We have employed 
skilled American labor at the highest American scale 
of wages, and have built up an export business on 
the product of their industry amounting to many 
millions of dollars annually. We are now threatened 
with legislation which will seriously cripple this 
business, and this injury will come at a time when 
the country is urging the importance of foreign 
trade and when it is known that an export market 
is essential to our industrial well being. 

“It is not enough to say that a drawback has 
been provided to refund the duty on exported goods. 
This clumsy device can, at best, only partially 
accomplish this purpose; but it does fully and com- 
pletely accomplish another and different purpose. 
It makes it sure beyond question that the products 
of American shoe factories can be sold in foreign 
countries at prices lower than they can be sold to 
our own people. 

“We urge you with all the earnestness which we 
are able to express that you use your utmost effort 
to prevent the passage of this most unjust, unneces- 
sary and uneconomic tax. 
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Education and Americanization 


Stressed by Dr. Smith at Ladies’ Night, Boot 
and Shoe Club 


Boston, January 27, 1921—The Boston Boot and 
Shoe Club held its annual ladies’ night, a brilliant 
assemblage, at the Copley Plaza last night. A 
dinner, an address by Dr. Payson Smith, State 
Commissioner of Education, and a musical enter- 
tainment, including dancing, made up the program. 

Charles M. Lawrence, Vice-President of the club, 
presided, as President Oliver M. Fisher was at Lake 
Placid, N. Y. Mr. Lawrence gracefully welcomed the 
fair guests. Charles C. Hoyt, former president of the 
club, telegraphed a greeting from Atlanta, Ga. It 
was an appropriate and original verse. A letter of 
regret was read from Frank G. Allen of Winslow 
Bros. & Smith, who is now president of the Massa- 
chusetts Senate. : 

Frank R. Briggs of Thomas G. Plant Company, 
president of the National Boot and Shoe Manu- 
facturers’ Association, and Mrs. Briggs and J. J. 
Buckley, president of the Massachusetts Retail Shoe 
Merchants’, Association, and Mrs. Buckley, were 
among the invited guests. 


A Brilliant Assemblage 


Mrs. Claudia Rhea Fournier, contralto, and Robert 
Lunger, baritone, delighted the gathering with songs. 
The Ladies’ Philharmonic Orchestra played. 

Dr. Smith gave a strong address, as full of plain 
common sense and clear thinking as a last is full of 
wood. One of his thoughts which pleased shoe men 
is that many people are forgetting how to work. In 
ten years he predicted, sarcastically, that the word 
work will be marked obsolete in the dictionary. 
“It’s an evil tendency when it is taught that four 
hours are enough for a day’s work,” said Dr. Smith. 


Teach Children How to Think 


Another thought, which pleased shoe men, is that 
the schools should teach children, not what to think, 
but how to think clearly, so that in adult life they 
can tell a fact from a lie, and a truthful speaker from 
a demagogue. He urged the re-establishment of old- 
fashioned ideals in American education, and the 
saving of the schools from the faddists. He asked 
the club and its guests to take a new and stronger 
interest in the schools and in Americanization, with 
the hope and the faith that this nation will continue 
to maintain its noble ideals and flourish. 

Dancing was enjoyed until midnight. 





Navy Shoe Bids 


Note the New Prices on Footwear for **Gobs”’ 


Washington, January 25—The Navy Department 
today received the following bids for 113,000 pairs 


‘ filled important executive positions. 
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of shoes: T. D. Barry, 25,000 at $5.095 per pair; 
25,000 at $5.12; 25,000 at $5.14 and 38,000 at $5.15. 
Churchill & Alden, all at $4.8421, alternate all at 
$4.458; Emerson Shoe Company, all at $4.4444, 
alternate all at $4.3249; Excelsior Shoe Company, 
all at $4.4945, alternate at $4.495; Florsheim Shoe 
Company, 35,000 at $5.25 and same at $5.50; R. P. 


- Hazzard Shoe Company, 50,000 at $4.993; F. Mayer 


Boot & Shoe Co., 40,000 at $4.37, same at $4.41 and 
33,000 at $4.46; International Shoe Company, all ai 
$4.29 and $4.83; J. M. Herman Shoe Company, 
56,500 at $3.7439, same at $3.8439, 113,000 at 
$3.789; 56,500 at $3.6939, same at $3.7939; 113,000 
at $3.739; Ogden Shoe Company, 25,000 at $4.395;: 
Rossenwasser Bros., all at $3.9999; same at $3.9299: 
J. E. Tilt, all at $5.39; L. Q. White Shoe Company, 
all at $4.925; 20,000 at $3.995; 40,000 at $4.095: 
53,000 at $4.175; B. A. Corbin & Son, 25,000 ai 
$4.6845; 20,000 at $4.7845, 15,000 at $4.8345, same 
at $4.8845. ; 





' Brockton Salesmanager Married 
Albert P. Baxendale Becomes a Benedict 


Brockton—Albert P. Baxendale, sales and adver- 
tising manager of the O. A. Miller Treeing Machine 
Company, Brockton, was married January 4 in 
New York City. The bride was Theodora P. von 
Webber of New York City. The couple was attended 
by Lieutenant and Mrs. E. W. Read of New York 
City, respectively, as best man and matron of honor. 
Following the ceremony, Mr. and Mrs. Baxendale 
left for Jaffrey, N. H., for a honeymoon trip. Mr. 
Baxendale is well known in connection with his 
work for the Miller Company, having been con- 
nected with that concern for several years and 
He is also 


prominent in local politics. 





Fred E. Sauer’s Wife Is Dead 


Boston, January 24—Cynthia Frances, wife of 
Fred E. Sauer, long identified with the specialty shoe 
business at 103 Bedford Street, passed away on 
January 23. Mrs. Sauer was the daughter of the 
late Samuel K. Taylor, for many years a manu- 
facturer of shoe dies at Marlboro and Boston. She 
leaves, besides her husband, two daughters, Mrs. 
Edgar R. Breed of Medford, Mass.; Mrs. Horace 
Porter Abbott of Melrose, and nine grandchildren. 





Doesn’t Want to Get Tired 


“The reason I do not advertise,” explained an old 
time merchant, “‘is that I tried it once, and so gosh 
darned many people came into my store that I was 
all tired out before night.” 

And that’s a real truly story. 
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S forecasted months ago by the “Recorder,” 
grays are the new international favorite in 
sources where colors take their rise and from 

present indications will soon advance to a_per- 
manent place in the year’s staples. 

All evidence points -to such a conclusion. The 
most exclusive of French manufacturers, known to 
be always in the front rank of any fashion movement, 
are featuring four shades of gray, as follows: pearl, 
light, medium and dark gray in weaves for Spring. 
Moreover, American buyers who rely for guidance 
on the taste and judgment of French manufacturers 
are confidently taking up grays for Spring dis- 
tribution. 


Gray Velvet in Costumes Coming 


Probably the best American judges of color value 
in dyed fabrics are now seriously considering the 
advisability of placing dyeing orders for gray velvets 
with the best French manufacturers who feature 
expensive brocaded velvets for the exclusive trade. 
Thus, we may confidently look forward to grays 
being prominently featured in imported fabrics for 
Fall and Winter distribution. 

From authoritative sources it has been learned 
that gray is being adopted by the exclusives who 
pass the Winter on the Riviera, frequented as every- 
one knows by the richest and best-dressed women 
in the world. Not infrequently at American Winter 
resorts one sees small groups of women attired in 
furs, hats, hosiery and shoes all in gray and thus 
we arrive al the conelusion that grays in shoes will 
be a safe investment for Spring and Summer wear. 


A Cycle of Twenty Years 


Of interest at this time is the statement of color 
authorities that twenty years have passed since grays 
have enjoyed a vogue. In this connection it should 


PARISIAN GRAY 


Who Was Responsible for the 


Gray Craze? Is It Here fora 
Long Run? How About White 


and Combinations of Black and: 
White for Summer? ee 


Answered by the “Recorder” — 
iii 
jt 
be remembered that to many women grtay is, com- 
paratively speaking, a new color. 

With so many favoring grays, one naturally looks 
for a wide acceptance of such a familiar combining 
color as blue and one finds it given three repre- 
sentatives on the chambre syndicate card recently 
issued from Paris. 

In this connection it is to be noted that the newest 
foulard silks are offered in combinations of gray 
and blue and the same attractive combination is 
offered in plaid skirtings for Spring wear by pro- 
ducers of novelty dress goods. Blues from Copen- 
hagen to navy are highly regarded, with green blues 
for the novelty. 


Brown in Softer Tones 


Apparently browns occupy third place in the 
general color movement, which insures the retention. 
of brown in footwear. The generally accepted novelty 
series of browns may be described as pheasant browns, 
that is, yellow browns. In pigments, raw sienna is 
the basis for reflecting pheasant browns—lightened 
with white for high tones, and deepened with raw 
umber to produce the dark shades. However, 
African brown leads all colors for the Winter season 
of 1921. 


A Summerish Period for Whites 


Looking further ahead to Summer one clearly 
sees a vogue of organdies in a long range of pastel 
shades, always identified with a pronounced vogue 
of such fabrics. Leading importers show as many 
as 100 shades in organdies and in dotted Swisses. 

The outstanding colors are, however, gray blues, . 
familiar as Copenhagen, Saxe and Alice blues, rose 
pinks, grays, golden yellows, American beauty, and 
volcano or yellow reds, Nile, reseda and jade greens, 
mauve purples and apricot. Lobster pinks are the 
‘high novelty. 

With organdies and dotted Swisses clearly indi- 














Few merchants comparatively 
sat in on the window decorating 
sessions at Milwaukee. Here is 
their opportunity and yours to 
examine each detail. 
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cated for a successful run, one readily arrives at the 
conclusion that white shoes will have a large sale 
as they appear to advantage when worn with pastel 
colors in variety. 
»s Combinations of black and white also look promis- 
ing. 

Two-strap slippers in gray and brown suede are 
selling freely. All low shoes are gaining in popularity. 
Slippers for evening wear show little change. 





Style Knows Neither Weather Nor Season 
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Silver and dull gold, plain and brocaded, share honors 
and not infrequently the counters are in black satin. 


A Men’s Style Period Coming 


In white shoes for men wing tips and counters are 
in black, and in the newest models black Scotch 
tongues slashed are added. 

Men going South for the Winter are favoring light 
tan shoes instead of the dark browns so long in vogue. 


Study the Style Reports --- A Platform of 





HE retail shoe merchants of this country 
are keenly interested in the style reports which 

' have been issued in January. They form a 
basis for estimation for the solution of the style 
problem in every individual retail shoe store. Read 
again the report of the styles committee of the 
National Shoe Retailers’ Association in_ the 
‘Recorder’ of January 15. 

There is a whole lot of merit in this report for the 
committee worked on it for four days, calling into 
consultation manufacturers of shoes and leather and 
then going into executive session with a study of 
each item from the viewpoint of the merchant. If 
you will read the recommendations you will see that 
there is a fair balancing of material as well as processes 
of shoemaking. There is a diversity that makes for 
interest in style as well as economy. The materials 
advocated are those that have inherent popularity 
for the next 90 days in large cities and even further 
in smaller towns. This Styles Report is 100 per cent 
merchant report. There has been no give and take 
due to any possible influences brought to bear by any 
other divisions of the industry. We compliment 
highly General Chairman Charles S. Heath for his 
business-like report. 

For the keen student of style to put all the authori- 
ties before him and then make his selection is to 
doubly safeguard his buying. The retail shoe indus- 
try is to find in the interlinking services of the trade 
the greatest measure of protection in the style period. 
Style footwear means constant attention. Styles 
should always be considered as perishable mer- 
chandise. They are not to be bought and racked 
and classified with staples, but to be constantly 
watched, energetically pushed and to be dropped the 
minute they lose popular favor. 

Here we give the report of Chairman John C. 
McKeon on the women’s style program for the next 
90 days as prepared by the National Boot and Shoe 
Manufacturers’ Association. 


Footwear Fashion for the Next Ninety Days 


NATIONAL SHOE MANUFACTURERS 
Style Predictions—Women’s Shoes 


A woman’s shoes are the most intimate part of dress 
which the world sees, “ conspicuous nether-garments 
evidencing tone and taste’”’—and when combined with 
high grade workmanship have a beauty that always 
stimulates a fine pride in ownership. 


Don’t Buck the Style Trend 


In the way of primary, definite advice to the re- 
tailer in the presentation of his merchandise to the 
buying public, as also to the manufacturer catering 
to the style problem, it is absolutely senseless to buck 
the style trend. A number of manufacturers, as also 
quite a definite number of retailers who have done 
this during the past 12 months, regret the unfortunate 
determination which in some instances has proved 
disastrous. 

In my opinion, there never was a time when the 
style problem, from a standpoint of discussion, could 
be more concisely disposed of than the present. The 
conditions of the past four months have upset all 
theories, and the result is such that it almost seems as 
though any definite forecast for the purpose of stabil- 
izing the style is an absurdity. 

But at the same time it seems fatal for manu- 
facturers and wholesalers and retailers to drift along 
without making some effort to simplify this problem 
down to a sound commercial basis, through the 
avoidance of stagnant merchandise, and the pos- 
session of active merchandise. 


The Error of ‘‘Forcing Styles” 


When in midsummer of 1920 the dealers in general 
formed an opinion that low shoes for Fall would be in 
demand to the extent of 60 per cent to 80 per cent of 
the grand total, they little knew how nearly right they 
were, as while this impression and statement were set 
forth very broadly, there were many at the time who 
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Much Merit in Window Display Contest at Milwaukee 
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did not believé it, except as it applied to certain 
climatically favored locations. 

Many dealers were very positive that conservative 
women would continue to wear boots, also that 
stylishly attired women, for various purposes, such as 
bad weather, walking and exercise, would also wear 
boots; and certain sections of the country, such as the 
middle Northwest, with severe Winter weather, would 
undoubtedly continue their sale of boots. 

I say again the dealers did not know how absolutely 
correct they were, as the stampede towards low effects 
has been tremendous. Further than that, low effects 
have been very popular in the novelty class, creating 
new buying without very heavy investment, and from 
a consensus of opinion, have resulted in a decidedly 
stimulative effect upon merchandise on hand. 

In making a forecast as it involves the balance of 
the Spring of 1921, and the further period, we must 
admit a tendency to get away from the old-time line 
of demarcation as to seasons. 

From the productive standpoint, I would say it is 
impessible for manufacturers of women’s shoes to 
satisfactorily deliver on a basis of month-to-month 
ordering. Nevertheless, conservative buying, with 
price and style conditions chaotic as-they now are, 
must be encouraged; so a modification along prac- 
tical lines must be accomplished through one channel 
only, and that is the heartiest character of co-opera- 
tion between manufacturer and. retailer. 


A Program of ‘‘More Pairs”’ 


Another pre-supposition of interest is the fact that 
the correctly attired members of the gentler sex, 
both ladies and misses, require a variety of footwear. 
So that for what it is worth, let us frame up a little 
program involving: 

1. A pair of either black or brown walking 
boots. 

2. Then to be worn with woolen stockings a 
pair of welt walking oxfords. 

3. For semi-dress, or change of walking at- 
tire, a pair of brown kid oxfords. 

4. As it will blend with habits or gowns, a 
pair of gray ooze or gray suede, plain, strap or 
tongue slippers, or a combination of gray ooze 
with gun metal, or gray ooze with patent. 

5. For sport wear or walking, for other than 
tropical or Summer wear, a pair of medium 
dark gray, dark gray, or dark brown sport ox- 
fords, white, and for tropical and Summer wear 
the usual variety of turn slippers and welt ox- 
fords, or welt sport effects in white, and in white 
combined with tan and black. 

6. And last, but not least, for Spring, Sum- 
mer, Autumn and Winter wear, the life-saving 
black, brown and colored satin, in side seam 
slippers, Colonials and straps, suitable for an 
endless variety of occasions. 
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Style Knows Neither Weather Nor Season 


I am told this latter item is so vigorously popular 
that in certain sections of the country where weather 
conditions are unusually severe, this last type of 
footwear is used in connection with arctics, and the 
sale of arctics in this section has been unusually 
heavy. 

To accomplish the above program naturally re- 
quires some decided effort on the part of the dealer, 
as the present mental attitude towards footwear, 
applying to everything but novelties, where price is 
forgotten, is an attitude that must be disturbed. It 
is what might be termed a non-spending attitude, 
coupled with perhaps a saving -attitude. This is 
shown by the report of the Federal Reserve Board, 
which result naturally involves the expenditure of 
women to some extent. Out of 979 banks in the dis- 
trict, representing about 80 per cent of the total, 
the savings accounts as of the report of December, 
1920, by comparison with 1919, had increased as to 
deposits fully 50 per cent. 

It behooves the industry, for the general good 
health of the commerce of the nation, which, after all, 
is like the heart in the body, to get some of these 
savings deposits moving into circulation, preferably 
through the medium of boots and shoes. 


Happy Medium in Lasts 


There seems to be very little indication of any 
change in the styles of lasts, or height of heel, except 
as it probably indicates a little heavier proportion 
of the novelty patterns, or what is commonly known 
as the Junior LXV, or a height of heel approximately 
134 finished. 

Long foreparts of an extreme character are a thing 
of the past, as might also be safely said of the extreme 
short foreparts of the stubby round character, gener- 
ally termed French lasts. The present happy medium, 
that is, medium length of vamp and medium round 
toe, for all practical purposes and for all desirable 
appearance purposes, should be encouraged as a 
continuity. , 

Colors Are “In Again’’ 


The present trend of colors bids fair to last a very 
long while, and seems safe to count upon as it in- 
volves whites for set purposes, grays in suede and 
ooze for afternoon and street wear, as also to some 
extent for evening wear, and also attractive combina- 
tions with colored kid, where this can be accom- 
plished without adding materially to the expense of 
the construction. 

Browns in both grain and flesh-finished leathers, 
kid and calf, also look good for a long run. 

Patents are questionable, but like all other articles 


‘of this character must revive within some reason- 


able time, if not in complete shoes, at least for 
combinations. 
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Practical Window Decorating at N.S.R.A. Convention 


Leaders in Window 
Salesmanship com- 
peted at Milwaukee— 
prize to be awarded 
later. 
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Mat kid and glazed kid will be involved in both 
staples and novelties. 

Calf leathers of a medium tan shade, with just a 
trifle of a tendency towards a little lighter shade, will 
prevail, not only in popularity for staple effects, such 
as welt oxfords and the limited proportion of boots, 
but also on account of favorable price for novelties 
as well, in tongue slippers, strap slippers, wood and 
LXV heels. 

[ would also forecast a substantial permanency of 
the present tendency towards strap effects, practical 
and attractive shoes providing an endless variety of 
pattern use and desirable variety of upper leathers. 


Strap Sports Show Style Strength 

[ forecast also, in addition to the regulation sport 
oxford, a substantial proportion of strap sport effects, 
in welts, largely in leather heels, some with white 
soles and the necessary full edges and white heels; 
others where trimmed with staple leathers with oak 
soles, oak heels and oak welting, permitting of close 
edges and a light finished effect, in keeping with the 
upper pattern. 

The particular advantage of this character of 
footwear is the accomplishment of factory balance, 
which presupposes an effort on the part of the manu- 
facturer to economize as to price, as far as may be in 
his power and to help the price situation very ma- 
terially. 

From Straps to Buckles 

There is in the air, of course, some fear of straps 
in their endless variety having had their day and 
the question naturally arises in the minds of many, 
when the break comes just how it will break. Will 
it mean novelty oxfords, or will it mean plain slippers, 
or will it mean Colonials with buckles? Or will it 
mean a return to the usual variety, with some freshen- 
ing modifications in the way of tongue slippers that 
can be worn with or without buckle, and may or 
may not be in the Colonial class? It stands to reason, 
with the attractiveness of strap effects today, for a 
break into something of an entirely different charac- 
ter, that the same smart appearance can be accom- 
plished only by buckles, which means more cost to 
the wearer. ; 

[, personally, know of nothing more attractive on 
the foot than the satin or ooze, or Colonial kid, pro- 
vided it is trimmed with a handsome cut steel buckle, 
and regardless of all else there will always be for 
discriminating trade a quantity of this character of 
footwear sold. It is absolutely in the general run of 
things and helps the dealer in moving his buckle stock. 

The question has been asked a number of times: 
What creates style and who creates style? And the 
safest answer, in the opinion of many, is that any- 
thing of a practical character in keeping with the 
prevailing tendency that is attractive to the eye 
establishes a style. When pushed and fostered by 
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the manufacturers and retailers combined, its exist- 
ence is assured, and how long it lasts depends upon 
the whims of the buying public. 


Volume Through Economical Distribution 


Shoes must be purchased on a basis of stimulating 
volume, which means a minimum profit for the 
manufacturer, a minimum mark-up for the retailer, 
and ordering on the part of the retailer that permits 
of practical delivery, otherwise through the element 
of allowances and returns, and stock carried over, 
there will revive the chaos of last year, which, has 
been one of the most serious things in the way of 
loss that the industry in its history has ever had to 
face, and which has occasioned endless friction 
between the manufacturer and the dealer. 


The Status of Boots 


As to boots, there will always be some boots sold 
in the leather heel class. 

LXV boots, regardless of kind or character, must 
be bought and made in a very conservative way. 
This class of footwear, particularly in novelty and 
colored uppers, received its death blow during the 
period of the war through the government’s recom- 
mendations and has hardly been dead long enough 
to permit of revival and is further in disfavor as a 
prospect, on account: of necessary high-price in- 
volvement. 

Staple boots seem to be reasonably plentiful in 
stock, and, as stated, a few will always be made and 
sold. As applied to the past four months, I think 
we will all agree that this item has been decidedly 
influenced by the very mild weather conditions 
nation-wide. While deprecating these same weather 
conditions for their disastrous effect upon commercial 
affairs, if we cannot count upon our Falls and Winters 
being of a severe character, it behooves us to stir up 
some advance conditions, such as we note in millinery, 
as the bringing out of the straw hat in January. 

Such a plan can very readily be encouraged, and 
will no doubt meet with a very receptive attitude on 
the part of the public, since it has been proved that 
regardless of mental attitude as to price and regard- 
less of the non-buying attitude, novelty footwear 
that appeals to the eye will sell. And, within a reason- 
able limit, where the merit as to quality, material 
and workmanship actually exists, will sell regardless 
of price. ; 

My advice to manufacturers in the women’s game 
is to look first to the capacity of their plant and 
accept no orders that cannot be delivered reasonably 
on time; encourage the presentation of new things; 
and, as far as is practically possible, encourage such a 
proportion as will accomplish factory balance, and 
help sustain the necessary overhead. 

Gentlemen, our industry has been through a very 

(Continued on page 47) 
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Present Plan of Distribution an Economic Service 
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There Is Active, Virile Direction Under Ownership 


PART II—(Continued from last week) 


Making this same study of the pre-war price of July, 1914, 
of other commodities as compared with their peak prices in 
1920, we find that cotton advanced 215 per cent, wool 233 per 
cent, silk 310 per cent, print cloths 366 per cent, corn 180 per 
cent, oats 225 per cent, barley 203 per cent. rye 257 per cent, 
flour 220 per cent, tobacco 482 per cent, milk 200 per cent, 
sugar 423 per cent, and potatoes 260 per cent. These com- 
modities show an average increase in price between July, 1914, 
and the peak of 1920, of 270 per cent. 





An Illustration 


For example, $3.10 for a bushel of wheat was pointed 
to some months back as a sign of the flourishing, pros- 
perous condition of the farmer, but $25.00 for a pair of 
shoes was referred to as prima facie evidence that the 
shoe manufacturer and the shoe merchant was a profit- 
eer and a robber. Now, comparing the price of wheat 
in July, 1914, which was 98c a bushel, to the price in 
June, 1920, i. e. $3.10 a bushel, we find that the price 
of wheat had advanced 216 per cent. Apply this ratio 
of increase to an $8.00 pair of shoes in 1914 and we find 
that the actual value of that same pair of shoes in 1920, 
in comparison with the price of a bushel of wheat was 
$25.28. 














Reasons for Discussion 


We enter into this discussion for two reasons. First, to 
brand as either an unpardonable error or a malicious mis- 
statement of fact, any assertion that either shoe manufac- 
turers or shoe retailers, generally, have been guilty of profit- 
eering or taking undue advantage of a general economic condi- 
tion; second, to outline in our minds the extreme heights that 
the prices of all commodities, including Jeather and shoes, 
had attained when the avalanche of liquidation started and 
how truly desperate the plight of the shoe trade in general 
was; and then, if I may say so, how fortunate we, as a trade, 
have been in weathering the storm of deflation and now find- 
ing ourselves safely approacbing the harbor of sound values. 





Searching for Bottom Values 

After all, the thing that we have all been searching 
for during the past. half year or more is the bottom 
of values. The process that will bring us most accu- 
rately and directly to the goal sought for is the one 
that will serve us best and you men, as buyers, know 
that a price guarantee against an order already placed 
never brings the sharp reductions in price that are 
brought about by competition in the soliciting of 
new orders. 











The theory underlying the policy of guaranteeing prices 
is, beyond any doubt, the thought that the guarantee will 


and Management Combined Within the Store 


By FRED A. MILLER 
Of_H. C. Godman Co., Columbus, O. 





give a prospective buyer confidence when market conditions 
are against him, but our mutual experience during recent 
months shows that the theory does not work out in practice 
and in addition to its failure in hitting wide of this mark 
it tends to create friction and misunderstandinzs that result 
in suspicion and distrust. 


Away with Guarantees and Refunds 


Therefore, the quicker we are finally and completely rid 
of guaranteed prices and refunds so that we may look upon 
prices as definite concrete things and shape our policies 
accordingly, the better it will be for all of us whether we be 
merchants or manufacturers. 

There has been in existence for some time back a rather 
vague notion that shoe manufacturers generally are con- 
sidering the establishment of retail stores in order to place 
them in direct contact with the consumer. 





The distribution of merchandise to the consuming 
public is a legitimate economic function and is there- 
fore entitled to a fair return for the service rendered. 
It is my firm belief that this function is being satis- 
factorily performed by the retail merchants of this 
country and that there is today no real economic 
necessity for the establishment of manufacturers’ 
chain stores. 














Should any manufacturer see fit to market his product 
directly to the consumer through his own system of retail 
stores, no one can gainsay him, but in so doing he must 
follow the regular precepts of business. He must first earn 
his normal manufacturing gain and in his retail venture he 
must defray all of his expenses and show a legitimate retail 
profit else he is tying up capital without return and exerting 
energy without reward and is bound sooner or later to come 
to grief. 

For Present Distribution System 


Wherein, then, is he performing any better service to the 
public than a well-conducted, legitimate, independent retail 
store. Unless definite concrete proof that the present plan 
of distribution can be excelled in true economic service 
to the public by any proposed new arrangement there is no 
likelihood of any general trend away from present methods. 
And when we consider the actual loss of efficiency under a 
condition of absentee ownership and long-distance manage- 
ment through salaried employes with periodical check-ups 
and audits, compared with the active-virile direction of a 
retail store in which ownership and management are co:- 
bined and are in constant close attendance upon the ad- 
ministration of the business, it is extremely difficult to find 
any valid economic reason for disturbing the present system. 


Hide Values at Bottom 


Others are more competent than I to discuss today’s 
hide and leather values, but I cannot refrain from offering 
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my humble opinion as a shoe manufacturer that hide values 
have reached the bottom and that the price of finished 
leathers based upon today’s hide prices represents sound 
value. I am as confident as mortal man can be that shoes 
figured upon a basis of leather produced from hides on a 
basis of today’s market represent valués in which the mer- 
chant and the public may have entire confidence. 

The fact that the price of hides is below a pre-war level 
while finished leathers still range above that level and shoe 
prices remain upon even a higher basis, proportionately, is 
not at all difficult of explanation. 





A Return to Normal 


So, happily, every indication points to a continua- 
tion, under normal conditions, of the old relations and 
old friendships that have existed and do exist between 
the manufacturer and the retailer, misunderstandings 
that arose under a condition of trial and turmoil to 
the contrary notwithstanding. And it is my sincere 
belief that we are not only through with our trials 
and vexations, but that we are actually in the first 
stages of a healthful gradual return to normal business. 











Hides, leather and shoes have undergone nearly eight 
months of the most drastic stringent deflation. Tanners 
and shoe manufacturers have been out of production in 
some cases 100 per cent, in others 50 per cent, but during 
this entire time the public has continued to wear out shoes 
and although production and distribution have lagged far 
behind in volume, actual consumption has continued. 


Federal Tax an Item 


It is almost unanimously conceded that the cost of labor 
will never go back to pre-war figures and that an increase 
in certain overhead charges, such as transportation costs 
and taxes, are here to ‘stay. Prior to the war the federal tax 
was a negligible item in figuring costs, but today it is a matter 
of great moment and must be reckoned with. 

And so, every time a bit of merchandise is touched by 
labor in its progress from raw material to finished product 
and every time it passes from any one branch of industry 
to another, it gets farther away from any possibility of ever 
working back to a pre-war price. Under these conditions, 
it is axiomatic that the farther any merchandise is removed 
from the stage of raw material the less will be its return 
toward a pre-war level of price. 





Forces Creating Purchases 


The forces that will create purchases by the con- 
sumer are need of merchandise and confidence in 
values. A study of trade correspondence indicates, 
quite conclusively, that the need is beginning to 
assert itself in no unmistakable terms. The confidence 
in values is being rapidly restored as a result of recent 
liquidation and a silencing of the wagging tongues that 
continually harped on profiteering and complete 
restoration is bound to come just as soon as the public 
realizes that it is being offered shoes upon a basis of 
value proportionate with raw materials. 











The underlying conditions indicate quite clearly that 
there is under way a gradual healthy return to public buy- 
ing which, day by day, will gather force working toward a 
normal and satisfactory volume of trade. 
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Time for Sane Optimism 


Believing that this is a time for sane optimism, I desire 
to avoid making any statement that might be misconstrued 
as an alarmist bull argument, but I am constrained to 
sound one note of warning. In considering your needs for 
the future, remember that the tanner and shoe manufacturer 
have been operating upon a constantly descending scale of 
production for the past eight months and that they are 
producing today upon somewhere between a 30 per cent 
and 40 per cent basis. It takes time to work back into pro- 
duction and it also takes time to make leather and shoes. 


A Note of Warning 


Should a half-way vigorous demand for shoes spring up 
it is a question whether production would be at hand to 
meet the demand and a consequent scartity with advancing 
prices might ensue. The arising of such a state of affairs 
under today’s general business conditions would be especially 
harmful to the entire industry because it would result in a 
sharp and entirely unnatural rise in prices from which public 
support would soon be withdrawn and as a consequence we 
would have to face another period of liquidation. 


A Bull on the Shoe Business 


Some weeks ago, upon some particularly blue business 
day, Mr. Herbert Hoover happened to remark that, “‘It is 
a poor American who is not a bull on his own country.” 
This same thought will apply to us as members of a kindred 
trade and industry, and in closing, I wish to declare myself 
a bull on the shoe business generally, a bull on its future 
prosperity and a bull on the future pleasant and mutually 
profitable relations between the retailer and manufacturer. 





STYLE KNOWS NEITHER WEATHER NOR 
SEASON 
(Concluded from page 45) 

trying period. Let us hope we have all held our 
heads above water. No question but what we have 
taken our medicine and our losses like men, and let 
us hope the worst is over and try, to the best of our 
ability, to impress upon the dealers one fact which 
they seem constantly to overlook, and that is that 
regardless of all else, shoes of any character require 
time to produce. 


Immediate Delivery Most Interesting 


I will wind up, gentlemen, by stating one bit of 
experience that I think is valuable. It is this: The 
dealers all seem to be afraid of two things; indefinite- 
ness as to price and indefiniteness as to style. There- 
fore, those of us who are in shape to stock novelty 
merchandise in a limited way, and not-too far ahead, 
I think can benefit materially by that, because in our 
grade, which is probably ore of the highest made, 
we find that the attitude toward spot merchandise is 
very receptive and price temporarily forgotten. 

In other words, the dealer is willing to take a 
chance on the style problem for goods that he can 
immediately possess, but he is not willing to take the 
chance where price bothers him, and where he feels 
he has to wait from forty-five to sixty days for 
delivery- 
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Big Events in Association Springtime 


Ohio Valley, Texas and Iowa Conventions 


Will Assemble the “Buying 


at Milwaukee, Henry Hagemann, Secretary of 

the Ohio Valley Retail Shoe Dealers’ Associa- 

tion, began active work on the program of the annual 

convention which will be held at the Hotel Sinton, 
Cincinnati, February 28, March 1 and 2. 

The program this year will be arranged differently 

from those of previous years. No business sessions 


[ | PON his return from the National Convention 











HENRY HAGEMANN 
Secretary Ohio Valley Association 











will be held in the mornings. Each morning has been 
set aside for a general inspection of the exhibits of the 
various manufacturers and wholesalers. 


Open Forums 


The afternoons will be devoted to open forum 
meetings. They will be conducted in such a manner 
as to allow retail merchants, large and small, to bring 
up their problems for solution. It is the plan of the 
program committee to have a different leader for 
each day’s session. 

The social side of the convention will be held in 
the evenings. Monday evening will be taken up by a 
short business session followed by an entertainment. 
The great banquet in the ball room of the Sinton 
Hotel is to take place on Tuesday night, while the 
usual dance comes on Wednesday evening. 


Clans’’ 


Many Exhibit Reservations 


Mr. Hagemann reports that the reservations for 
exhibit spaces are coming: in fast. There are going to 
be only a few more than 40 such spaces, so each and 
every line on display will receive its share of attention. 

The secretary further states that from all indica- 
tions the attendance this year will be greater than ai 
any previous gathering. 


On to Houston 


Houston, Texas—Shoe merchants and visitors 
who will attend the Ninth Annual Convention of the 
Texas Shoe Retailers and Southwestern Shoe Travel- 
ers at Houston, February 28, March 1 and 2, will be 
well repaid for their trip. There will be many features 
of interest besides the important business discussions 
that will take place. A splendid program for enter- 
taining all visitors for the three days has been ar- 
ranged. Many prominent shoe men will talk on the 
vital subjects of the day. More than a hundred high 
class shoe displays will be housed in the big Houston 
Municipal Auditorium for the inspection of visiting 
shoe merchants day and night. 


At Municipal Auditorium 


The big show will be staged in the Houston Munici- 
pal Auditorium, the finest structure of its kind in this 
part of the country. The Houston Auditorium is 
modern in every respect, thoroughly fireproof, and 
has a seating capacity of 7,000. The structure is 
built of reinforced steel and concrete and is so con- 
structed that one may see clearly from any part of 
the house without pillars to obstruct the view. The 
Houston Auditorium has entrances and exits on 
three streets. It has a complete theatrical stage 1(0 
feet wide, fully equipped with the latest stage and 
scenic appliances. The main floor, the exhibition 
hall, extends through a block. - Besides a spacious 
parquet and box mezzanine, it has two large galleries 
and a banquet hall. 


In Business Section 
The Auditorium is situated right down in the heart 
of the business section and within a stone’s throw of 
Houston’s big metropolitan hotel and theatre district. 
The South can boast of no better convention building 
than the Houston Municipal Auditorium. 


A Business Convention 


The Houston convention will be a meeting of Texas 
and Louisiana shoe retailers and Eastern siioe 
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manufacturers that will prove highly profitable to all. 
Besides its business and educational sessions there 
will be plenty of good, wholesome entertainment each 
afternoon and night of the three busy days. The 
business sessions of the convention will be held in the 
morning during the three days, giving over the entire 
afternoons to the inspection of manufacturers’ dis- 
plays and getting acquainted with the shoe travelers 
if the various lines represented. 


Space Going Fast 


Already more than 75 per cent of display space 
illotted has been taken by big manufacturers all over 
the country. The display committee has designed 
in attractive and spacious style of booth that will 
meet with the approval of all exhibitors. The dis- 
lay committee has profited by the mistakes made at 
previous conventions in this department, and is cer- 
‘ain they have not overlooked any of the real im- 
portant features of proper booth display. 


Entertainment Features 


There will be a sight-seeing excursion down Hous- 
ion’s great ship channel which will prove highly 
interesting. A golf tournament will be held and par- 
\icipated in by many well-known shoe retailers, shoe 
travelers and shoe manufacturers. Novel amusement 
stunts will take place on the main streets of Houston 
during the convention. Special entertainment for 
visiting ladies has been provided. Monday, the first 
night of the big show, will be ‘““Men’s Night,” and 
believe us, men’s night is right. This is the one big 
night you cannot afford to miss. A spectacular, sen- 
sational amusement feature entitled, ‘“The Shoemen’s 
Review,” will be staged on this evening that will be 
worth the railroad fare to Houston alone. Active 
Chairman Sam Becker, who is in charge of enter- 
tainment, is not ready to “‘spill’’ all he knows about 


this big stunt at the present writing, but just remem-_ 


ber it’s going to be the biggest night you ever put in 
since prohibition went into effect. If you doubt our 
word, come to Houston Monday, February 28, 1921. 


The St. Louis Group 


Another big feature at the coming convention of 
the Texas Shoe Retailers’ Association will be the 
splendid group display of 25 St. Louis manufacturers. 
The St. Louis Shoe Manufacturers’ and Wholesalers’ 
Association has signed for the entire stage at the 
Houston Auditorium for this mammoth display of 
St. Louis made footwear. The display will be the 
same as the one recently made at the N. S. R. A. 
convention at Milwaukee. «It isn’t often that one 
has the opportunity of seeing such an array of shoe 
exhibits from one center all at. the same time. Those 
who will be represented in this elaborate display are 
as follows: 
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Brown Shoe Company, Central Shoe Company, 
Friedman-Shelby Shoe Company, Peters Shoe Com- 
pany, James Clark Leather Company, Johansen 
Bros., Tweedie Boot Top Company, Lund-Mauldin 
Shoe Company, United Shoe Company, Shoe Spe- 
cialty Mfg. Company, McElroy-Sloan Shoe Company, 
Hamilton Brown Shoe Company, Pedigo-Weber 
Shoe Company, Brauer Bros. Mfg. Company, F. C. 
Church Shoe Company, Samuels Shoe Company, 
Dittman Shoe Company, Roberts, Johnson & Rand, 
Vinsonhaler Shoe Company, Boyd-Welsh Shoe Com- 
pany, Juvenile Shoe Corporation, Van Kleeck, Inc., 
W. G. Moore Shoe Company, John Meier Shoe Com- 
pany, Johnson, Stephens & Shinkle Co. 


Big Banquet and Ball 


A banquet and ball will be held at the Rice” Hotel 
for visiting retailers, manufacturers, travelers and 
their ladies. 





ED. L. KELTON 
Secretary Texas Shoe Retailers’ 
Association 











Window Trimming Hints 


Special instructions and demonstrations in the art 
of window trimming will be given by expert window 
decorators, an outstanding feature that will compel 
the attention of live merchants and trimmers. 


Many Eastern Manufacturers Will Take Big 
Part in Coming Convention 


Not only will the ‘“World’s Shoe Market” houses 
be represented at the Texas Convention strong but a 
number of big Eastern Manufacturers have already 
signed for display space. Here are some of them: 
















TORI to Ra, 























































BOOT AND SHOE RECORDER Jan. 29, 1921 






The Greatest Social Feature of the Industrial Year---Anng 


Presidential Message Urges Unity of Action 


By FRANK R. BRIGGS, President 
National Boot and Shoe Manufacturers’ Association 


“I am deeply appreciative of the honor conferred upon me by you in selecting me to act as 
the president of this association for the ensuing year. In accepting that office I do so with a 
full realization of its duty and responsibility, which it shall be my endeavor to fulfill and meet 
to the best of my ability and in such measure as | hope will call for your approval. 

“It is customary in accepting office for the incumbent to declare his policy and set the 
standard of his duty. My policy will be to serve the industry and the trade and the members 
of this association to the fullest extent that opportunities offer and my business vision suggests. 
My standard is set high to foster the footwear manufacturing industry through the accom- 
plishment of this association—through the use of its influence and by means of its forcefulness, 
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all of which must come through unity of action. I shall, however, expect and rely upon your 
active co-operation, without which my labor and the labor of your officers count for nothing. 

“In large measure, the responsibility of pointing the way by solidarity of action; by unselfish 
and generous co-operation with each other for your mutual interest and the common good, rests 
with the members of this association. It is you, as individuals, that must set the example. 
Let us, therefore, work together, make our association a power for good in the trade and an 
influence that must be respected and reckoned with when situations and conditions compel its 


employment. 
“Your participation in the affairs of the association and your aid will be helpful in solving 


the problems and overcoming difficulties as they arise or which may tend to retard our progress. 
As was stated on the floor of the convention, “you constitute the association.” Your officers, 
therefore, are your servants, and as your servants they will perform your behests, and carry 


your messages where directed.” 
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An Eastern Group 

Emerson Shoe Company, Rockland, Mass.; T. D. 
Barry Company, Brockton, Mass.; Martinez Bros., 
New Orleans, La.; The Dalton Company, Brockton, 
Mass.; Howard & Foster Co., Brockton, Mass.; 
Edwin Clapp & Son, Inc., East Weymouth, Mass.; 
J. J. Latteman Shoe Mfg. Company, Brooklyn, N. Y.; 
Straus Bodenheimer Company, Houston, Texas; 
Potts-Knaur Leather Company, Dallas, Texas; Thom- 
son-Crooker Company, Boston; Irving Drew Shoe 
Company, Portsmouth, Ohio; F. M. Hoyt Shoe Com- 
pany, Manchester, N. H.; Diamond Shoe Com- 
pany, Brockton, Mass.; Claremont Shoe Company, 
Haverhill, Mass.; I. Miller & Sons, Inc., Brooklyn, 
N. Y.; Rice & Hutchins, St. Louis Shoe Company; 
The Menihan Company, Rochester, N. Y.; F. Mayer 
Boot & Shoe Co., Milwaukee, Wis.; J. Albert & Son, 
Inc., Brooklyn, N. Y.; United Shoe Repairing Ma- 
chine Company, Boston, Mass.; Racine Shoe Manu- 
facturing Company, Racine, Wis.; Walter S. Weil & 
Co., Inc., Brooklyn, N. Y.; The Scholl Mfg. Co., 
Chicago, Ill.; Wm. Henne & Co., Inc., Brooklyn, 
N. Y.; Bion F. Reynolds, Brockton, Mass. 


The Biggest Ever 
Hundreds of shoe merchants in the Lone Star State 
and many from Louisiana have assured the conven- 
tion committee of their attendance. The members of 
the Southwestern Shoe Travelers’ Association are 
advertising and boosting the big Houston show every- 
where along the line. 


Des Moines, March 8-10 

Iowa Retail Shoe Dealers’ Association is preparing 
for the biggest convention in its history. The conven- 
tion will be held at Hotel Fort Des Moines, Des 
Moines, March 8, 9 and 10. 

Literature concerning the convention and the 
activities of the association is being mailed out to 
over 1,800 merchants of the State. 

A campaign of membership is being carried on, so 
that the attendance at the Des Moines convention is 
expected to be far larger than any similar meeting 
heretofore held. 

The program is unusually good and will deal more 
intimately with inside store affairs than heretofore. 





Executive Department Organized 


Directors Willson, Hagan and Hart Commence 
1922 Convention Activities. 

Immediately after the adjournment of the directors 
of the National Shoe Retailers’ Association at Mil- 
waukee, the executives. appointed to manage the 
next national convention and exposition, W. W. 
Willson, general chairman; Henry E. Hagan, vice- 
chairman, and Percy E. Hart, vice-chairman and 
treasurer, met in New York and organized the 
executive department for the development of the 
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next big show. The committee of three visited 
Madison Square Garden and all of the available 
armories and convention halls of New York City. 
They likewise obtained information on display space 
at Atlantic City. 

Owing to the size and scale of the Milwaukee con- 
vention, the area necessary for the next convention 
must be of such a large footage as to permit. exhibits 
by af least 350 concerns. The Milwaukee exhibits 
slightly exceeded that amount. One of the great 
difficulties of this committee will be the obtaining 
of a convention hall adequate in area for use by the 
National Shoe Retailers’ convention. 


Buffalo Elects Officers 


Frederick Becker Again Honored with the 
Presidency 

Buffalo, N. Y.—Frederick Becker has been unan- 
imously re-elected president of the Buffalo Retail 
Shoe Dealers’ Association at a recent meeting. One 
of the reasons for Mr. Becker’s re-election was the 
good work he has put in on past occasions in helping 
to bring the State conventions here. 

Other officers elected were as follows: First vice- 
president, C. H. Barton; second vice-president, 
Arthur Redlein; third vice-president, H. S. Bullett: 
secretary, Frank L. Deline; assistant secretary, C. I. 
Lanich; treasurer, Edward Kirchmeyer; directors 
(named in. order of high vote), Kenneth W. Watters. 
Fred C. Kimball, C. A. Thiele, O. G. LaReau, J. F. 
Van Deventer, Fred J. Luedeman and A. Dick: 
Niagara Falls, Elwood M. Nordcliffe; Tonawanda 
district, John Flynn; Lockport district, Oscar_Loosen. 


To Discuss Style Show 


Boston, January 24—The annual meeting of the 
National Shoe and Leather Exposition and Style 
Show Corporation will be held at its headquarters. 
Room 52, 166 Essex Street, Boston, on Wednesday, 
February 2, at 3 o'clock, to’elect directors, treasurer 
and clerk and any other business which may arise. 
At this meeting, plans for the second annual Exposi- 
tion and Style Show to be held under the auspices of 
the Corporation in Boston, July 11-14, will be 
discussed. 








The Last Call 


New York, January 22—President A. E. Oldake: 
of the Boot and Shoe Travelers’ Association of New 
York has issued a “Last Call’’ to fellow members to 
attend 100 per cent strong the February 3rd dinner 
of the Allied Shoe and Leather Industries of Greater 
New York. This will be held at the Hotel Astor. 
the time is 7 P. M., the price, $6.00. Orders for 
tickets should be sent at once to S. A. McOmber, 
treasurer, 130 West 42nd Street. Tables of eight 
or more may be engaged. 














Jan. 29, 1921 





BOOT AND SHOE RECORDER 








“In these days of recon- 
struction,” says Frank W. 
Siebert, prominent shoe mer- 
chant of Springfield, Il., 
in a letter to the Boot 
and Shoe Recorder, ‘‘a mer- 
chant has two ways to go. 
He can go back to the 
cheap, no-service basis of 
selling shoes or he can make 
his store the store of 
quality, variety and service. 
Either way may win out 
but as for me, I prefer to 
run the kind of shoe store 


Which Way Are You Headed? 


tomers to buy because of 
the variety of styles offered, 
which has expert fitters 
constantly striving to prod- 
uce better results and 
which combines the very 
best in store comfort and 
store service. It seems to 
me that we must do this 
in order to be merchants 
and not mere shop keep- 
ers. Let’s co-operate with 
our brother merchants along 
these lines. 

“The cleanliness of our 





which sticks to quality, 
which makes it easy for cus- 





FRANK W. SIEBERT 





methods will kill newspaper 
propaganda.” 














show signs of wear. 


thus permitting each pair 
to become thoroughly dry 
between the periods of wear- 
ing them. Shoé trees are 
of great assistance in re- 
taining the original shape 
of the shoe. 

Shoes designed for farm 
or other heavy out-of-door 
work should be kept clean 
and greased, while those 
for street wear should be 
kept clean and_ polished. 
Send your boots or shoes to 
the shoemaker for repairs 


O not discard shoes as soon as they begin to 
Proper care means a re- 

duction in shoe bills of from 25 per cent to 50 
per cent, and at the same time insures good-looking 
footwear. Keep your shoes in repair, and wear them 
as long as they are serviceable. An economical plan is 
to have two pairs which are worn on alternate days, 


Some Pointers on Mid-Winter Care of Footwear 


* From Farmers’ Bulletin No. 1183 
U. S. Department of Agriculture 


By 


F. P. VEITCH, H. P. HOLMAN and R. W. FREY, 


Chemists Leather and Paper Laboratory 











Pass This on to Your Cus- 
tomers 


From time to time the “Recorder” expects to 
publish articles similar to this whieh can be used 
to good advantage in building up confidence and 
good will among your many customers. We 
want “‘Recorder’’ readers to feel free to reproduce 
these articles either wholly or in part, as their 
judgment dictates. We advise, also, that they 
be read carefully by the salesforce as the answers 
to many frequently asked questions will be found 
therein. 








the minute they begin to rip at the seams, the upper 
leather cracks through at a crease, a heel becomes 
twisted out of shape, or the heel lift wears through. 
Especially avoid wearing away the welt. Any delay 
may mean that the shoe soon will be so badly damaged 
that it is no longer worth repairing, and from $2 to $5 
has been lost by neglect. 









Farm Footwear Repairs 

Ripped seams in the 
uppers can frequently be 
stitched at home, and a 
handy man, with the aid of a 
repair kit, can put on new 
heel lifts, rubber heels, half 
soles and metal heel or toe 
plates without much diffi- 
culty. The equipment 
necessary for repairing shoes 
includes a last holder, 3 or 
4 iron lasts of different 
sizes, a shoemaker’s ham- 
mer, a pair of pincers, one or 
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THE BALCONY SERVICE STATION FOR CASH, CREDIT AND PACKAGES 
Baxter & Baxter Shoe Store, Seattle, Wash. 


In the high-studded shoe store, an executive mezzanine is the one best feature of careful service. Merchants who have tried 
the aloft-office find errors in mismates reduced to a minimum, losses in cash and bundle errors eliminated and a real checking 
system possible. Being off the fitting floor permits quiet, efficient work on the important end of the business, “‘get the money.” 








two leather knives, a leather rasp or file, awls, nails for 
soles and heels, flax shoe thread, bristles and wex. 
Made-up repair kits, containing all the necessary 
articles, or the separate articles, can be purchased 
from dealers in hardware or shoe findings. Waxed 
linen or flax thread should always be used for sewing, 
the flax being stronger and more durable than cotton 
and the wax making the thread more water-resistant 
and the stitch holes more impervious to water. 


Drying 


Boots and shoes are peculiarly subject to damage 
after they have become soaking wet while being worn. 
The wet leather is soft and therefore readily stretches 
out of shape. .: The stitches cut through the wet leather 
much more easily than through dry leather, and wet 
- soles and heels wear away rapidly. Great care must 
be taken in drying wet boots and shoes, for they often 


burn before it seems possible. Moreover, if dried too 
fast and without proper attention, they shrink, be- 
coming hard and misshapen. 

To dry wet boots and shoes properly, first wash off 
all adhering mud and grit with tepid water, and, in 
the case of work or rough shoes, at once oil or grease 
them with one of the preparations: 

Then straighten the counter, heel, vamp and top 
to the proper shape, and stuff the shoes with crumpled 
paper, which helps them to hold their shape and 
shortens the drying period. Finally, set the shoes 
aside in a place that is not too warm and allow them 
to dry slowly. 

Wet leather burns very easily, much more 
readily than dry leather. If it becomes hotter 
than the hand can bear, it is almost sure to burn. 
The shoes should not be worn until they have become 
thoroughly dry. 
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IN WHITE AND WICKER FOR CLEANLINESS AND COMFORT 
The Boot Shop, Oklahoma City, Oklahoma 


One of the trimmest shoe stores in the Southwest. An invitation to comfort is noted in the fittings of this store. The departe 
ments are in sections, visible yet somewhat private. A one carton rack with shelving within reach gives speed in service. 
The cash and bundle service is in the center. 


Oiling and Greasing 

The rational use of the proper kind of oil or grease 
will greatly increase the wear of shoe leather. Boots 
and shoes, especially those worn on the farm, in the 
forest and in mines, should be oiled or greased when- 
ever the leather begins to harden or dry, or when it 
does not turn water well. The purpose of doing this 
is to make the boots last longer, and:to keep the feet 
dry and comfortable. 

Before oiling or greasing, brush the boots or shoes 
thoroughly to remove all of the dirt and dust, warm 
them carefully, bearing in mind the danger of burning 
them if they are-wet, and apply warm oil or grease 
with a swab of wool or flannel. The oil or grease 
should never be hotter than the hand can bear, and it 
should be rubbed well into the leather, preferably with 
the palm of the hand. Special care should be taken to 
work the grease in well where the sole is fastened to 
the upper, as the water soaks in most frequently at 
that place. After being greased the shoes should be 
left to dry in a warm, but not hot place. 


Among the best oils and greases for this purpose are 
neat’s-foot, cod and castor oils, tallow and wool grease, 
or mixtures of them. Cylinder oil and vaseline or 
petroleum also are good, but are improved by being 
mixed with animal oils or greases. The application of 
any oil or grease darkens light-colored or russet 
leather. Where this is objectionable the shoes should 
be kept in good condition by frequent polishing. 
Castor oil probably is the most satisfactory oil for use 
on shoes that are to be polished. Apply the oil lightly 
to the clean, dry shoes, and rub it into the leather 
until dry. If the application is light the shoe may be 
polished immediately, although it is better to wait 
until the next morning. If the oil is applied too heav- 
ily, it will be difficult to polish the shoes satisfactorily 
even after two or three trials. 


Waterproofing 


It is often desirable, especially at certain seasons of 
the year, to grease boots and shoes heavily to make 
them water resistant, since it is highly important both 
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Freed from the Uncertainties and Mistakes 
of the Period of Readjustment---Then What? 


By J. H. CALLAGHAN, Secretary 
The Webb-Hendrick Last Co., Newark, N. J. 


As the current year, fraught with the flow and 
ebb of business and rendered uncertain to the 
business mariner by confusing eddies and whirl- 
pools, draws to its close, we experience a distinct 
satisfaction in our conviction, based not only on 
informed reasoning but on orders coming to hand 
and in sight, that with the birth of the new year. 
business, largely freed from the uncertainties and 
mistakes of a period of readjustment, will find 
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itself on a normal basis and that, not by slow and 
tedious steps, but as suddenly and quickly as the 
recently past period of hectic activity terminated. 

We wish to pass this good word on through 
you; believing that a goodly part of the business 
recession we are now surviving has been purely 
psychological and that its dispelling would be 
accelerated were business men to circulate words 
of good omen as industriously as some have. 
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for health and for effective work to keep the feet warm 
and dry. 

Dependence for keeping the feet dry must, then, be 
placed on rubber overshoes and boots or waterproofed 
leather shoes and boots. Although rubber overshoes 
and boots will keep water out, they also keep the per- 
spiration in. Moreover, they are cold in Winter and 
hot in Summer. For these reasons, as well as because 
of excessive weight, rubber footwear is objectionable. 

Some boots which are well made of best quality 
leather and which are properly treated are practically 
waterproof under most conditions of wear. 

Nearly all of the leather shoes and boots made now- 
adays, however, when treated to make them water- 
resistant allow the entrance of some water, owing prin- 
cipally to the difficulty of completely waterproofing the 
seams. Such footwear cannot be expected to keep the 
feet perfectly dry if worn for a long time in wet weather, 
nor will it take the place of rubber overshoes or boots 
for walking in water, slushy snow or very soft mud. 


Summer and Winter Grease 


Waterproofed leather boots and shoes are very satis- 
factory, however, for protecting the feet during rain 
or snowstorms and for use on wet pavements or wet 
ground where there are no deep puddles. They also 
keep the perspiration in, but are not as objectionable 
as rubber in this respect. In Summer the grease used 
for waterproofing shoes and boots should be harder 
than that used in Winter. Since heavily greased shoes 
have a tendency to cause the feet to perspire and swell 
in hot weather, and there is also less need for water- 
resistant shoes in Summer than in Winter and Spring, 
it is rarely advisable to put as much grease on the 
shoes at that time of the year. In Summer, the quan- 
tity of grease should not exceed the amount that the 
leather will take up without leaving its surface greasy. 
In Winter, especially if it is desired to secure the maxi- 
mum water resistance, a mixture of grease and oils 
which is not too hard when cold is required. 


Waterproofing Formulas 


For waterproofing boots and shoes, nothing better 
than the following simple formulas is known to the 
Department of Agriculture. While the department 
believes that these formulas do not infringe on any 
existing patents or pending applications for patents, 
it can assume no responsibility in the matter. 


Formula 1 


Pound 


Petrolatum 
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Formula 3 


Petrolatum 

Paraffin wax. 

ns <d adel ands di kaha oe 
Crude turpentine gum (gum thus) 


Formula 4 


In each case the ingredients of the mixture should 
be melted together by warming them carefully and 
stirring thoroughly. Better penetration is obtained 
if the grease is applied warm, but it should never be 
hotter than the hand can bear. 

Grease thoroughly the edge of the sole and the welt 
as this is where shoes leak most. The sole should also 
be thoroughly impregnated with the grease thereby 
increasing its water resistance, durability and plia- 
bility. The sole can be most conveniently water- 
proofed by letting the shoe stand for about 15 minutes 
in a shallow pan containing enough of the melted 
waterproofing material to cover the entire sole. Rub- 
ber heels, however, should not be allowed to stand in 
the grease, as it softens the rubber. 
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Representative of a type expected to be a 

volume seller in 1921. This model, of blue 

satin, selected from line of the Julian & 
Kokenge Co., Cincinnati. 





NEW ANKLET STRAP 


A cross strap from the back in gray suede, 
buttoned on both sides with an open throat. 
Selected from line of Homan-Hughes Com- 
pany, Cincinnati, Ohio. 








chants of Fort Wayne at least $50,000 a year,” 

declared one of the members of the Retail 
Merchants’ Association of Fort Wayne at a meeting 
of that association at which the members discussed 
an agreement whereby they pledged themselves some 
years ago to cut out all catch-penny advertising 
schemes, to eliminate all premiums used for the pur- 
pose of increasing trade and to refrain from purchas- 
ing tickets to the usual run of entertainments or to 
donate money or goods to fairs and such events. A 
few admittedly worthy charities were excepted. 


| ESTIMATE that this plan is saving the mer- 


Total Saving of $500,000 


If the figure is correct, and there is no reason to 
think that it errs on the side of over-statement, the 
merchants of Fort Wayne have been saved a half 
million dollars by their action because the agreement 
to which the member referred has now been in 
force for about ten years and has been functioning 
“successfully every year. 

The manner in which the agreement operated is 
very interesting. 

Immediately upon the agreement being adopted 





Turning a Deaf Ear to the Small City Promoter 
Retail Merchants of Fort Wayne Save $50,000 a’ Year 


in Advertising and Promotion Expenses by Co-Operation 


By FRANK H. WILLIAMS 


and signed at a regular meeting of the association 
after exhaustive investigation by a special com- 
mittee, the association secured wide publicity for 
the matter in the local newspapers. Copies of the 
agreement were also printed and these copies were 
then distributed to the members of the association. 


Making the Stuffed Club Harmless 


Of course the promoters of catch-penny advertis- 
ing schemes and other propositions which were under 
the ban of the organization could not and would 
not at first believe that the merchants meant what 
they said. So the solicitors for the various reguiar 
line of catch-penny schemes came around to the 
merchants as usual and began to use the old stuffed 
clubs and other methods of making the merchants 
come across. But the merchants failed to bite in 
the way they had formerly done and, instead, re- 
ferred the solicitors at once to Mr. Kennerk, the 
secretary of the association. 

The solicitors then went, with blood in their eyes, 


“to Mr. Kennerk, but they met with mighty little 


encouragement from him. In fact, out of the first 
100 advertising propositions put up to Mr. Kennerk 
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Interior of Shoe Department, Robert Cherry’s Sons, Philadelphia, Pa. 











after the signing of the agreement every solitary 
one was turned down flat. 

It is interesting, too, to note what some of these 
propositions were. Among the propositions turned 
down by Mr. Kennerk in the first 100 cases were 
the following: 

The Time Book Gag 

A proposition to get out a bunch of time books 
for use by the factories of the city in keeping track 
of the time of their employes. Of course this book 
was really to be financed by the merchants who 
were to be solicited to take large amounts of adver- 
tising space in the books at a high price. Another 
proposition put up to the secretary and turned 
down without compunction was a scheme to issue a 
street directory of the city and to sell advertising 
space in this directory to the merchants and then, 
after the books were printed, to secure distribution 
for them through the merchants who would each 
receive a certain number of copies which they would 
then be supposed to distribute to their patrons. 


And Here’s Another Old One 


Still a third scheme was to get out several thou- 
sand large cards, about two feet wide by about four 


feet tall, in the center of which would appear a list 
of the city’s fire alarm boxes and around which would 
appear the advertisements of those merchants who 
could be induced to purchase such space. It was 
figured that these cards would be hung up in cigar 
stores, shoe shining parlors, restaurants, etc., and 
that in this way the advertisements would secure a 
sufficient amount of circulation to make the ads 
worth while for the advertisers. This scheme was, 
of course, turned down in the same way that the 
others were turned down. 

Of course, too, the merchants found difficulty at 
first in convincing the general public that the asso- 
ciation meant what it said when it declared that it 
would not donate goods or money to amusement or 
entertainment enterprises or purchase large quanti- 
ties of tickets for such affairs. So many organiza- 
tions had been accustomed to practically financing 
their affairs by appealing to the merchants that 
this was a bitter blow to them and they fought the 
prohibition on this item strenuously but vainly as 
the merchants hung together and gradually educated 
the public so that promoters of entertainments and 


‘so forth now never even think of appealing to the 


merchants for aid. 
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Do You Know Many Shoe Factories 
That Are Running Full Time? 


—QOurs Is. 





















Do You Know Many Shoe Factories | 
That Are “Sold Up” 6 Weeks Ahead? i 


—Oaurs Is. _ | 


Isn't It, Probably, Because We Make | 
Better Values at Low Prices? i 




















—Sure. 





es 





Make it a point to see our line of novel- 
ties when in the Boston market. 










Because we make our own suede calf, 
we can give you better leather than most 






makers of medium grade shoes can afford 






to use. 










Two Butlon Ball Strap, Goodyear We also make our own Brown and 


Welt, Mahogany Full Grain Calf, of 
car ea mantis 16 Black Calf. 








GLOBE SHOE COMPANY 


Women’s Welt and McKay Shoes 
Factory: Chelsea, Mass. Boston Office: 207 Essex St. 
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Copyright 1920, by The Goodyear Tire & Rubber Oo. 


WATERPROOF 





Trade Mark Reg. U. 8. Pat. Off. 
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DURABLE 
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It's the Soles that Must 
Stand the Punishment 





Fully seventy-five per cent of the shoes that are 
brought to the cobbler are in need of repairs to 
the soles. 


This fact is convincing proof as to where the 
most wear falls on a shoe. 


It’s the soles that must stand the punishment, 
the grinding contact with concrete walks and 
metal steps, the shifting, straining weight, and 
the frequent bumps against hard, sharp surfaces. 


The soles measure the life of the shoe — its ap- 
pearance and its wear. 


Your best guaranty of customer satisfaction, and 
therefore of your own profit, is in the soles of the 
shoes that you sell. Shoes made with Goodyear- 
guaranteed Neolin Soles keep their style, hold their 
fit, and last longer because their soles wear longer. 


More than 600 Numbers— Neolin-Soled—Will Be 
Shown This Season in the Lines of 222 Manufacturers 


THE GoopyeEaR TirE & RuBBER COMPANY 
Offices Throughout the World 
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LA CROSSE SHOES 


have a Habit of Winning Trade and 
HOLDING IT 








This number goes as a boy’s utility shoe at 
a price in districts where average footwear 
does double duty. Another feature in its 
favor, it is IN STOCK. 


T t T 








No. 617—Boy’s Chocolate, Re- 


e Blucher, One-half d 
ne et Pr Brass Nailed. Let us have your order today. We'll ship 


$2.40 at once. 


LA CROSSE BOOT & SHOE MFG. CO. 


LA CROSSE WISCONSIN 
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RAPID PID BLK 
7 ; They are particularly in demand now— 
and all are of ‘‘Griffin’”? quality 


GRIFFIN LOTION 


GRIFFIN CREAM 


GRIFFIN In white, black, light tan, 


Havana brown, dark brown, 


“RAPID” light gray and dar a 
BLACK “‘In-Er -Tube”’ ge Ae al 


A quick dyethatdyatos BLACK SHOE CREAM —soinjurous acids Itinto_ | 


jet black any color leather. P . a the leather what cold cream 
Leaves no disagreeable odor Polishes easy, requires no liquid, keeps is to the skin. 


3 oz. size, per gross, $22.30, indefinitely, remains soft to the last. 3 oz. Size, $21.00 per Gross, 
per doz. $2.00. Per gross, $15.00 Per doz., $1.30 $1.80 per Doz. 


GRIFFIN MANUFACTURING CcoO., Inc. 
67-69 MURRAY STREET | - NEW YORK, U.S. A. 
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HUNT PANKIN 
LEATHER CO, 


|; VELVETTA CALF if 
i TuscanCalf Russia Calf 1 


Manufacturers of strictly fine full- 
grain aniline dyed chrome tanned 
calf leather. 


Used by manufacturers of exclusive , 
footwear throughout the world. Also 
manufacturers of 


Velvetta 
Calf 
The standard suede leather. All 


colors required by manufacturers of 
fashionable shoes. 


W) HUNT-RANKIN LEATHER CO |i 
4H} 106 BEACH ST.BOSTON,MASS. 
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For women’s high grade boots, pumps 
and slippers, a genuine soft hair skin 
cabretta—full chrome tanned, washable 
and durable. 


Send for sample or ask your manufacturer. 
Patent Side Leather 


Side Leather, black and colors 
Cabretta, Snowhite, brown and black 


J. A. MacDonald Leather Co. 


21 Lincoln Street, Boston, Mass. 
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Heavy work shoes can be made to give the wearer 
greater comfort and satisfaction by the use of ““P&V”’ 
FARM SHOE DRESSING. This keeps them soft 
and pliable. It thoroughly protects the leather— 
making it shed water and resist barnyard acids 
which destroy the leather fibers. Recommend its 
use to your customers. 
PRICES 
25c Size....$2.00 per Doz. $22.00 per Gross 
| ee 2 ee as 


Order from your Findings Jobber, or write us 
for information. 


PFISTERS VOGEL LEATHER CO. 


MILWAUKEE’: :- WISCONSIN 
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A Great Institution 


Specializing on 


A Great Product 











YOUR attractive windows 
help YOU to sell MORE 
SHOES. 


Our Service to Shoe Merchants 
will help YOU solve this prob- 
lem in YOUR store. 


Write for Catalogue T Today 


DECORATORS SUPPLY C0. 


Archer Ave. and Leo St. 
CHICAGO, ILL. 


Mfrs. of 


Shoe Display Stands-——Uprights—Period 

Shoe Sets—Colonial Period Fixtures— 

Pedestals—Dividers—Display T a bl e s— 

Period Screens—Flower Stands—Chairs— 

Wall Baskets—Backgrounds—Plateaux— 
Easel Tables—Top Boards. 
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Where the Buyer Benefits 


How More Favorable Buying Conditions Are Being Created by 
Advertising in This Paper at This Time 





Through regular advertising, sellers are making buying opportunities, instantly available. 
By publicly committing themselves in their advertising, they are giving you a strong assurance 


of faithful performance. 
Advertisers are cutting sales costs through the use of advertising as a SALES MACHINF 


just as they reduce production costs by improved machinery methods. 











LIST OF MEMBERS 


Each has subscribed to and is 
maintaining the highest standards 
of practice in their editorial and 
adverlising service. 


Advertising and Selling 
American Architect § 
American Blacksmith 
American Exporter 

American Funeral Director 
American Hatter 

American Machinist 

American Paint Journal 
American Paint and Oil Dealer 
American Printer 

American School Board Journal 
Architectural Recor 

Automobile Dealer and Repairer 
Automobile Journa 

Automotive Industries 














Bakers Weekly 

Boiler Maker 

BOOT AND SHOE RECORDER 
Brick and Clay Record 

Buildings and Building Management 
Building Supply News 

Bulletin of armacy 


Canadian Grocer 
Canadian Railway & Marine World 
Candy and Ice Cream 
Chemical & Metallurgical Engineering 
Clothier and Furnisher 
oal Age 
Coal Trade Journal 
Concrete 
Cotton 


Daily Metal Trade 
Distribution and Warehousing 
Domestic Engineering 

Dry Goods Economist 
Drygoodsman 

Dry Goods Reporter 


Electric Rebwer Journal 
Electrical Merchandising 
Electri rd 

Electrical World 

Embalmers’ Monthly 
Engineering and Contracting 
Engineering and Mining Journal 
Engineering News-Recor 





Factory 

Farm Implement News 

Farm Machiner Farm Power 

Fire and Water Engineering 
Foundry (The) 

Furniture Journal 

Furniture Manufacturer and Artisan 
Furniture Merchants’ Trade Journal 


Gas Age 
Gas Record 
Grand Rapids Furniture Record 


Haberdasher 
Hardware Age 











This means ability to make 
LOWER PRICES to you. 


Advertising in a buyer’s own 
paper caters to his convenience; 
it saves the buyer’s time; it helps 
the buyer weigh and balance 
rival claims; when the salesman 
calls, it saves the time of both 
buyer and salesman by providing 
the foundation for intelligent 
judgment. 


None but good concerns are 
admitted to the advertising pages 
of members of The Associated 
Business Papers, Inc. 


The seller who is building repu- 
tation through advertising will 
jealously guard that reputation in 
every transaction, beginning with 
the merit of the merchandise. 


Advertising indicates progres- 
siveness, not alone in selling, but 
throughout the entire business. 


By advertising, the seller is pub- 
licly displaying his ability and 
desire to serve you, instead of 
silently relying upon the necessity 
of the buyer to produce orders. 


You are invited to consult us 
freely about Business Papers 
or Business Paper Advertising. 


THE ASSOCIATED BUSINESS 


HEADQUARTERS: 


JESSE H. NEAL, Executive Secrerary 
220 West 42nd Street 





LIST OF MEMBERS 
(Continued) 


Heati d Vent 

; de and Leather Magazine 
ospita’ 

Hotel ——— 


Hustrated Milliner 

mplement and Tractor Age 
mplement & Tractor Trade Journal 
ndustrial Arts Magazine 

inland Printer 

ron Age 

ron Trade Review 





ignte Trade J 
umber Tra 
Lumber World nn ea 


Record 
Jeweler 


Review 


Press 


Bicycle Illustrated 


Builder 
Druggist 
Pet 
Gazette 
Commercial Bulletin 
Druggi 
Garment Weekly 


Oil News 

Oil Trade Journal 

Plumber and Steam Fitter 
Power 
Power Boating 

Power Farming Dealer 

Power Plant Engineering 

Price Current—Grain Reporter 
Printers’ Ink 





News 


ings 
"pes Reporter 

iler 

Engineer 

Hardware & Implement Journal 
Sporting Goods Dealer 

Starchroom Laundry Journal 








Tea and Coffee Trade Journal 
Textile World Journal 


Welding E r 
. -~ ty gpa. 





PAPERS, Inc. 
NEW YORK CITY 
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U. S. Leather 
Helps Sales 


JNTELLIGENT buying is the watchword to- 
day. The public is insisting upon real worth 
and honest merchandise. 






















War time substitutes for leather are no longer 
found in good shoes. The all-leather shoe is 
demanded and the leather must be of the best 


quality to give good appearance and long wear. 











We have been tanners of highest character sole 
leather for generations. “U.S. LEATHER” 
will be found in most of the best makes of 
shoes: it is the standard of quality. | 







A salesman of shoes has a prime talking point 
if the goods he sells contain soles made of one 
of our tannages. The worth of our leather is 
known world wide. 















The United States Leather Co. 













The United States Leather Co. of Massachusetts 





New York Boston Philadelphia Chicage Cincinnati 
St. Louis San_Francisco Liverpool Paris 
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URTHER confirmation of the general belief that 
the shoe and leather business is on its way upward 
is not hard to find. 

















Since our last message in this space, two great bodies 
of representatives of the Trade—the retailers and the 
manufacturers—have revealed in their annual con- 
ventions the real keynote of the hour. It is this: 


The period of timidity, of suspicion, of PESSIM- 
ISM 1s ended. The making, wholesale buying and 





retail selling of footwear are at last in motion and 
on the basis of supply and demand. 











ALLEN, GOLLER, LE1GnTON Co. BarRTLETT-SOMERS Co. 
Burpett SHOE Co. Corter SHOE Co. 
A. Fisoer & Son Grecory & Reap Co. 
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WHITE BUCK WELTS 
for GROWING GIRLS. r 
CHILDREN 
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P.J. 
HARNEY 
SHOE CO. 
She Shoes You, 
ey Order ¢& 





°Shoes\ 
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You will remember, we hope, that Lynn manufacturers 
have long been certain that this was speedily coming. 
For many weeks our own plans and daily operation 
have been based on this conclusion. 


Our gradually increasing orders from wholesalers and 
dealers carry their own message of business resumption. 


Today Lynn’s prestige in the production of women’s 
and children’s shoes and men’s slippers continues on a 
firm footing. 


And each week’s further steady progress toward nor- 
mal business is bound to make that prestige more and 
more valuable for those who handle Lynn-made shoes. 


P. J. Harney SHor Co. Hennessey, Maxwett & HENNESSEY 
G. W. Herrick SHOE Co. T. J. Kizty & Company 
Watson SHor Company Wiuiams, CuarKk & Co. 
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BURDETT SHOE CO 
Aakers of 


The Sf freed fee 
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The Shoe of the “Hour” 


Sample Pairs Sent Parcel Post, No Charge, On Request 





In Stock 


BRANDED and 
UNBRANDED 


No. Abington Only 


134—Crossett Grade. ..$7.00 
1124—-Augustan Grade.. 5.60 


PATENT DANCING and 
DRESS OXFORDS 


Flexible as a Slipper 


FOX TROT LAST 





Place your order now for sizes of our Patent Leather 
Oxford, the ideal shoe for all dancing and dress occasions 
—light—flexible—stylish—it is a growing favorite with 
the young men, and although modish and snappy, it 
appeals to the conservative dresser as well. 


EASTER comes on March 27th—send for latest price 
list and Catalog and be prepared for an early season 
with more active buying. We carry IN STOCK about 
60 styles in five grades—Bench Made, Crossett, Abing- 
ton, Augustan and Kennebec. Both Women’s and Men’s 
shoes are carried in the Crossett grade. 


IN STOCK DEPARTMENTS 
North Abington, Mass. 19 South Wells St., Chicago, Ill. 


| @OSETT 


“MAKES LIFES WALK EASY~ 


LEWIS A. CROSSETT CO.) '; 
North Abington, Massachusetts i 
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SPECIAL SALES STILL ON 


Merchants Depending on Novelties 
to Stimulate Business 


Somehow or other, Milwaukee boot 
and shoe merchants have not been fa- 
vored by fortune in the merchandising 
of high cuts this Winter. . The few 
frigid waves that could be called real 
wintry have been sandwiched between 
a series of mild waves, and to cap the 
climax, the past week wound up with 
several days of weather that made 
people wonder if Spring had_ come, 
three months in advance of its time. 

These unusual conditions have made 
it necessary for the Milwaukee trade to 
continue hammering away with special 
price offerings. And in view of the 
early Easter this year, the usual clear- 
ances customary in February have 
been advanced a couple of weeks. 
Local merchants are depending upon 
their Spring novelties to give backbone 
to business during the new month. 
From the middle of February to Easter 
time a determined effort will be made 
to stimulate this class of business, 
obviating, so far as conditions made it 
possible, price reductions to move goods 
purchased expressly to meet the pecu- 
liar demands of the Easter season. 

The manufacturing situation grows 
more and more encouraging. The 
effect of the world’s fair held in con- 
junction with the National convention 
is just becoming apparent in the in- 
creasing operations of local boot and 
shoe factories, and the tanneries as 
well. The splendid volume of new 
business created during the convention 
has resulted in bringing production to 
the highest point, as an average, than 
has been reached in five or six months. 
It is learned that a number of local 
factories are actually working full time, 
while most others are rapidly approach- 
ing a normal extent of operations. 


Business Review Is Optimistic 


Substantial optimism is reflected by 
the monthly review of business and 
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ments in America’s Shoe 


Milwaukee 


financial conditions in the Milwaukee dis- 
trict issued by the First Wisconsin Na- 
tional, thelargest bank in the Northwest. 
This comment is regarded as the most 
hard-headed of any coming from similar 
sources. It minces no words and por- 
trays conditions as they are fonnd. 
Consequently business men have come 
to look upon it as true gospel. Here 
are a few succinct abstracts from the 
January review, issued early this 
week: 

“Something like optimism has re- 
turned to the business community. 
The spell of a new year may be partly 
the reason, for much of hopeful import 
had been predicted for 1921. But 
undoubtedly there are deeper reasons 
for the change of feeling. Sometime a 
business depression reaches its low 
point. It is felt that this point has 
already been passed and that from now 
on improvement will begin, limited at 
first to a few lines of trade, but slowly 
spreading to others. . 


Outstanding Credits Are Lower 


“Several harbingers of recovery are 
already apparent. For one thing, the 
volume of outstanding credit is daily 
lessening. There is talk, though it may 
be quite premature, of lower rediscount 
rates. Encouragement is to be found 
also in the fact that many lines of in- 
dustry have accepted the logic of de- 
flation and so have set about it to dis- 
count the future rather than hang on to 
past values. Nearly every day re- 
cently some firms have been writing off 
losses, which is merely a recognition of 
present values.” 

A keynote of bright hopes for the im- 
mediate future is found in this expres- 
sion in the report: “The large amount of 
money flowing into savings and invest- 
ments is another good sign. Account 
should be taken of suspended buying 
power. People who save and invest are 
going to buy when they have need and 
when they deem that the right time has 
come. This is not to be taken as an 
intimation that there will be another 
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high tide of reckless spending like that 
of a year or a year and a half ago. 

“The buyers that merchants will 
have to deal with and depend upon 
mostly in the next 12 months are the 
class of people with fixed incomes which 
are becoming more valuable as prices 
fall. This class of people is the thriftiest 
and most substantial in our population. 
They are not the kind that go on spend- 
ing sprees. For this reason the pro- 
ducer and trader will do well to build 
their optimism upon conservatism.” 

Respecting the manufacturing situa- 
tion, the summary says: “Boot and 
shoe industries feel that a fair demand 
for goods should spring up, as they be- 
lieve retail dealers are low on stock for 
Spring. One factory is running full 
time and several others are expecting 
their orders to pick up enough so that 
they may increase operations. The 
National Shoe Retailers’ Convention, 
which has just closed its sessions in 
Milwaukee, is said to have developed a 
strong sentiment toward immediate 
buying.” 


Dry Goods Merchants Meet 


The annual convention of Wisconsin 
retail dry goods merchants, held in 
Milwaukee during the past week, 
brought together a large number of 
dealers who handle boots and shoes in a 
more or less substantial way by depart- 
ments and sections of general merchan- 
dise stores.. Out of the serious discus- 
sions of serious problems, the principal 
thought emerged that 1921 business is 
going to be as good as the efforts put 
behind it by the merchant. 

Carl Herzfeld, vice-president of the 
Boston Store of Milwaukee, and con- 
sidered one of the keenest merchan- 
dising experts of this part of the coun- 
try, enunciated 10 principles before the 
dry goods convention which he believes 
will govern business in 1921 from the 
retail merchants’ standpoint. Mr. 
Herzfeld’s “‘Ten Commandments,” as 
they have come to be called, are: 


1. Have faith in your God, your 
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Where to Buy 


Women’s Shoes 














COLLINS & STAPLES 


Makers of 
HAND TURNED LOW CUTS 
Straps, Pumps and 
Ties in Black Satin 
and All Leathers. 


Factory, 118 


Phoenix Row Boston Office 
Haverhill, Mass. 110 Lincoln St 








WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 
All Lasts 


On 
Inquiries Promptly Answered 


Felstiner-O’Connell ShoeCo.,Ine. 
41 Washington Street - - - Haverhill, Mass 








SIXTY STYLES OF 
COMFORT SHOES 


TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 


=f 
Wo eorerg ain 
Slippers 


WOMEN’S TURN 
COMFORT BOOTS 
Immediate Delivery 
Sold in dozen»pairs or case 
lots. Straight runs. Sizes 
4 to 8. in or tip toe. 
Price $2.60. 
Cushion Sock Lining 
Rubber Heels 
Terms 5% 10 days 
SILVER SHOE CO. 
Haverhill, Mass. 


WOMEN’S McKAY 


Slippers and Boots 
of Character 


HARRISON-LOCKWOOD CO. 
} wer emng’ Lp ny Mass. 























Street 














E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 


Westeez. 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 











BOUDOIR 
SLIPPERS 


Fine kid Boudoir Slippers in stock for imme- 
ate eet cary. made of best materials obtain- 


Red, Pink and Tan. Order 
sizes or case Black $1.35, Colors 
$1.65. Terma, 5% 10 days, net 30. 

SILVER SHOE Co. Haverhill, Mass. 
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country, your city and yourself. 2. 
Keep a level head and be cautious. 3. 
Pay steady and close attention to details 
and markets. 4. Have vigor and 
enthusiasm. 5. Give a square deal to 
sellers, employes and the public. 6. 
Buy often; keep up your assortments 
and stocks. 7. Work for turnover. 8. 
Don’t be a “piker.”” 9. Advertise 
truthfully. 10. A-d-v-e-r-t-i-s-e! 


Drastic Price Reduction 


In advertising a. clearing sale at 
“drastic price revisions on our stock of 
this season’s high and iow shoes,’’ the 
Caspari & Virmond Co., 63-65 Wis- 
consin Street, quotes $12 to $20 values 
reduced to $7.95, $9.95, $11.95 and 
$12.95. It says: ‘““The world’s greatest 
readjustment of merchandising condi- 
tions is in progress. Present lower 
leather costs mean lower prices on 
shoes in the near future. In the radical 
price revisions we have made on our 
entire stock, we are meeting the issue, 
giving the public the benefit of the 
lower prices which will prevail later on. 
Don’t fail to take advantage of it.” 


Capital Increases Are Frequent 


To accommodate the expansion of 
business, a considerable number of 
corporations in Milwaukee and Wis- 
consin have recently effected material 
increases in capitalization. The list 
includes a number of boot and shoe 
manufacturers. The Fiebrick-Fox- 
Hilker Shoe Company of Racine has 
added $150,000 to its capital, making it 
$250,000. The Luedke-Schaefer Shoe 
Company, Milwaukee, increased its 
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capital from $120,000 to $200,000. The 
secretary of state of Wisconsin reports 
that the aggregate of capital increases in 
the past month is more than $17,000,000 
in all. 


Buys Model Repair Shop 


The boot and shoe department of the 
Boston Store of Milwaukee, of whic) 
Charles Lew is manager and buyer. 
purchased the model repair shop ex- 
hibited as part of the equipment of the 
Model Shoe Store at-.the world’s fair 
of the National convention. It has 
been installed in a prominent place in 
the Boston Store’s shoe department on 
the third floor, and will be used for 
practical as well as educational and 
exhibitional purposes. 


New Store Planned 


Kuehl Bros., a leading retail boot 
firm of Neenah, Wis., will move scon 
into new and more commodious quar- 
ters in the building recently vacated by 
the First National Bank. Alterations 
are being made and new equipment will 
be installed to make this one of the 
largest and finest boot shops in the 
State. 


To Build New Factory 


The W. C. Russell Moccasin Com- 
pany of Berlin, Wis., has plans for a 
new factory, two stories, 40 by 130 
feet in size, which will be erected at 
once to provide much-needed capacity. 
W. C. Russell, president and general 
manager of the company, also is head of 
the W. C. Russell Glove Company of 
Berlin. 


Chicago 


BUYING REPORTS VARY 


Specialties Selling Well—Staples a 
Little Slow 


Reports of traveling salesmen who 
have been on their territories since 
the Milwaukee convention vary con- 
siderably as to business conditions in 
the stores which they have visited. 
Salesmen representing specialty lines 
are picking up considerable business 
for immediate shipment and pre-Easter 
shipment. The general line houses ex- 
cepting those specializing on some par- 
ticular thing are reporting merchants 
as not in attitude to buy excepting for 
immediate needs since business with 
them. is not as active as it was a year 
ago. 

The head of one large wholesale 
house says that excepting last year 
when weather conditions were unusual, 


January and February have always 
been considered as lean months with 
retail shoe merchants. Consequently 
he is not disturbed by the present lull 
in buying. 


Merchants Buying Cautiously 


One prominent Monroe Street whole- 
saler, specializing in misses’ and chil- 
dren’s shoes, says that the number of 
orders coming in is very satisfactory; 
the volume of each order, however, if 
figured in dollers and cents, would in- 
dicate a slump in business but in this 
connection he points out that prices 
are 30 to 35 per cent lower than last 
year, hence if the same number of pairs 
are sold the amount in dollars would be 
at least one-third less. 

Buyers who have been in the market 
during the past week are buying cau- 
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tiously, but are generally looking for 
styleful footwear. This applies to misses’ 
and children’s and men’s shoes, as well 
as women’s. 


Cross Straps on the Toboggan 


The tendency away from the various 
types of cross straps (straps which 
cross each other on the front of the foot), 
anklets, Dardanelles and similar crea- 
tions is evidenced by a large consign- 
ment of these patterns in black and 
brown kid and satin to a local jobbing 
house to be sold at prices considerably 
below the original quotations. The 
simpler strap effects, one or two straps 
that go straight across the instep, are 
having their inning. This applies to 
16-8 Louis heels as well as to baby Louis. 


Style Report Approved 


The report of the Styles Committee 
as given out at the convention at Mil- 
waukee meets the approval of Chicago 
manufacturers of men’s shoes. They 
are convinced that the future of the 
men’s shoe business depends upon the 
injection of ligher shades of tan and the 
creation of patterns that will make 
men’s shoes more conspicuous. Such 
a style tendency will emphasize the 
need of more black shoes, which will 
bring about the consumption of a lot of 
calfskins that can be made into black 
leather which are not available for 
making colored leather. 


Rubber Footwear Situation 


When salesmen representing Chicago 
branch houses of rubber footwear 
manufacturers and salesmen represent- 
ing Chicago wholesale houses. who 
make an extra selling trip for rubbers 
went into their respective territories 
they expected rather strong opposition 
from merchants because of the very 
slight reduction in prices of rubber foot- 
wear. Reports from these traveling 
men itidicate that merchants, after ail, 
were not so sadly disappointed because 
rubber footwear did not show heavy 
declines. While the average order does 
not call for as many pairs as was the 
case a year ago the fact is attributed 
more to the reason that merchants are 
not buying anything as lavishly as was 
the case a year ago than from the fact 
of the slight decline in price. Several 
Chicago rubber houses have been 
flooded with orders for immediate 
shipment on light rubbers, especially of 
the Cuban heel variety, during the past 
week. 


Retail Business Up to Usual 
Standard 


A comparison of figures for business 
transaction during the first three weeks 





of January of this year with the same 
period for 1919 and even. 1920 shows 
very favorably. Special prices on lines 
to be closed out have had a very strong 
influence in creating volume business. 
Windows Have Springlike 
Appearance 

A survey of the windows on Michigan 
Boulevard and the Loop district 
clearly reveals the change in style 
trend. Unless one consulted a calendar 
he might well imagine it to be Maytime 
instead of January.- Occasionally a 
women’s boot is shown in the windows 
of the fashionable shops but in most 
instances the price ticket reveals the 
fact that that particular boot is being 
sold at a fraction of its actual value. 

Shoe store advertising further em- 
phasizes the fact that women’s boots 
are being sold at ridiculously low prices 
for the mid-Winter season. 

A large sign in the window of Down- 
ing’s, a prominent store on East 63rd 
Street, announces $8.85 as the maximum 
price on women’s dress boots. In the 
window are black and colored kid and 
calf boots made by some of the best 
manufacturers in Cincinnati, Rochester 
and other high grade markets. 


Turnover the Big Factor 


Merchants are realizing more and 
more that profits depend on sales and 
not on merchandise on the shelves, 
that successful merchandising under 
present conditions depends upon 9 
rapid turnover of stock. 

What prices will be for Fail, 1921, as 
compared with prices at which mer- 
chants own the boots now on their 
shelves is problematical. Whether or 
not styles now in stock will be good 
next Fall is also a debatable question. 
Progressive merchants are convinced 
that boots now in stock will not im- 
prove with age either as to style or 
price and consequently it is good judg- 
ment to unload wherever it is possible 
to do so. 


Low Cuts Selling Best 


In the more exclusive shops low shoes 
constitute from 75 to 90 per cent of the 
volume of business. In one high grade 
store on State Street sales in the wom- 
en’s department ran 60 per cent low 
cuts to 40 per cent boots. The manager 
of that store said the volume of boot 
business was due entirely to the fact 
of special advertising of price reduction 
on boots. A year ago at this time 


brogue oxfords were selling exceedingly 
well. At the present time a two-strap 
brogue effect is rapidly supplanting the 
oxford. This particular shoe is usually 
shown with rather heavy Welt sole, 
is made from 


heavy, blocky heels, 
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Where to Buy 
rn, 


FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 























A DESIRABLE LINE OF 
LADIES’ HIGH GRADE FOOTWEAR 
Straps - - Oxfords - - Boudoirs 

Inquiries promptly answered - - - 
> ae jiate deliveries assured. 
PORELL-MAGEE ones co. 
17 Railroad - Haverhill, Mass. 
\ffice : "181 Essex Street 
(With Raymond Sales Company) 








ALGIER SHOE MFG. CO. 


Phoe 





mang SATSF: wen voan 
Highest Grade Women’s Shees, Turns and Welts 
13" Broadway, Brooklyn, N. Y. 


“Fernce-Quality” Comfort Shoes 

Ladies’ Hand Turned 

BOOTS, OXFORDS 
ND SAND. 
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BOUDOIRS IN STOCK 


No 1202X 
BLACK CABARETTA 
Full Lined 


No. 1203X, Blue.. 1.80 
No. 1204X, Pink. . 1.80 


The Westcott Whitmore Co.. Syracuse, N.Y. 














STRAP SANDAL 
IN STOCK 







Glazed Colt, Flexible McKay, 
Stock No. 500, $2.15. Terms 
3-10. Net 30 days. Write for 

showing other In- 


Detreit,Mich 








SPECIALISTS 


Turn Comfort 
Shoes, Boudoirs 
sss and Men’s Slippers 











ABBOTT SHOE CO., No. Reading, Mass. 
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Gentlemen’s' 
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A.E. Nettleton Co. 
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boarded calf and plain Russia and is 
fastened with two diminutive harness 
buckles. In the lighter type of footwear 
strap effects with Louis heels are the 
big sellers. A variety of materials and 
a wide range of combinations of colors 
are being shown in the new arrivals of 
this type of footwear. 


New O’Connor and Goldberg Store 


O’Connor and Goldberg have leased 
the property at 4614 and 4615 


Jan. 29, 1921 


Sheridan Road, effective May first. 
This is a corner location, one front 
being on Sheridan Road and the other 
on Wilson Avenue, and is considered 
one of the most desirable business 
locations on the fashionable North side, 
A new building will be erected in the 
rear of the present structure which 
will make a total depth of 150 feet. 
Building has a frontage of 33 feet. 
The new quarters will not be ready for 
occupancy until about June first. 


San Francisco . 


JANUARY SALES 


Their Success Forms Chief Topic of 
Interest 


The chief topic of interest in boot 
and shoe trade circles, at present, is the 
success of the January sales. 

“The influx of purchasers shows that 
the public has been waiting for these 
sales,” said W. Russell Werner, manager 
of the Market Street store of the Frank 
Werner Company. “Last Saturday 
was the record day for business in the 
history of our house. It looks now as 
if this week would be our record week 
and we hope that January will prove to 
be our record month. The stock we are 
offering is not what one might call 
‘cheap.’ In fact, the better grades of 
shoes are selling best, those that range 
in price from $11.85 to $13.85.” 


Behind Closed Doors 


Max Sommer, Jr., of Sommer & 
Kaufman, said: ‘“The first week of our 
semi-annual sale ended last Saturday. 
In the afternoon, we had to lock our 
doors, to prevent the store from being 
uncomfortably overcrowded. The sales 
are going on in all departments of men’s, 
women’s and children’s shoes, with great 
success. The fact that we did such a 
large business in shoe orders, during the 
holidays, was probably due to the spirit 
of the times which favors useful and 
practical gifts.” 


Demand for Straps 


“Our January sales are proving to be 
highly successful,” declared Roy Whal- 
ander, manager of the City of Paris shoe 
department. ‘Business is extremely 
active. The demand is still for strap 
pumps, with the larger call for gray ooze 
and black satin.” 


Other Good Reports 


Highly successful sales at the San 
Francisco Bootery, as well as at the Los 
Angeles and Pasadena stores of the firm, 
were reported by, G. O. Allen, San Fran- 


cisco manager. Other firms that are 
holding special sales and reporting suc- 
cess in doing so are Hanan & Son, 
Rosenthal’s, Peters Bros., the Royal, 
Bilsborough’s Buster Brown Shoe Store, 
the Philadelphia Shoe Company, Bak- 
er’s and other leading firms. 


BLOCK-LEVY NEWS 
A. I. Block in East on a Buying Trip 


J. E. Stuart, formerly a shoe merchant 
of San Jose, has become a member of 
the staff of Block-Levy & Co., operating 
stores in San Francisco and Fresno. 
Mr. Stuart has been assigned to the 
management of the Block-Levy & Co.'s 
department in the Jos. Magnin store, at 
Stockton and O’Farrell Streets. A. I. 
Block, president and general manager 
of the firm, is leaving for the East with 
the intention, it is stated, of placing 
orders for the latest and smartest 
novelties for the firm’s three stores. 
The Fresno store has made a splendid 
start since it was opened recently in the 
Reich & Lievre establishment at J. and 
Fresno Streets. C. B. Konkright, the 
manager, was formerly well-known as 
a member of the staff of the San Fran- 
cisco Bootery. 


O’Connor with Emporium 


William B. O’Connor, formerly buyer 
for the women’s department of the 
Philadelphia Shoe Company, has now 
taken S. Grossman’s place as manager of 
the Emporium’s shoe department. He 
is popular with the trade. He will be 
succeeded, at the Philadelphia, by H. 
Cantro, formerly buyer for the men’s 
department who will now have both 


departments. 


GOLDEN GATE BRIEFS 
News of Buyers Who Are Coming or 
in East 

A. Katschinski of the Philadelphia 


Shoe Company, president of the Cali- 
fornia Retail Shoe Dealers’ Association, 
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has gone East to visit the factories. 
En route he attended the convention at 
Milwaukee. 

Another well-known shoe merchant 
who was scheduled to stop over at the 
convention is C. H. Wolfelt of the 
Bootery system of stores. Mr. Wolfelt 
has gone to visit the factories. 

Harry Gibson, the popular manager 


of the White House shoe department, is 


in the East on a buying trip. 

Carol S. Wills, well-known local mer- 
chant, has gone East to buy for the 
smart shoe department of the City of 
Paris. He attended the convention en 
route. 

Frank R. More, buyer for the women’s 
department of the Frank Werner stores, 
leaves for the factories on February 1. 

The Athletic Association, organized 
by Sommer & Kaufman’s employes, is 
making rapid progress. A golf team 
has been organized and indoor baseball 
and bowling teams will get into action 
within a few days. William Kaufman, 
who has gone East to buy for the firm, 
stopped at the convention en route from 
the Coast. 

C. M. Reedy, manager of Hale Bros., 
Inc., shoe department, reports that 








business, during January, has been ex- 

cellent. Mr. Reedy leaves in a few 
days on a visit to the factories at Boston 
and other Eastern points. 


Bourgonne Sells Machinery 


The premises at 1135 Mission Street 
have been leased by G. E. Bourgonne 
who will carry a line of special shoe ma- 
chinery manufactured in Lynn, Mass. 
He also specializes in ready-waxed 
thread, both for domestic and for export 
trade. 


J. W. Quinn Dead 


Much regret is felt at the death of 
J. W. Quinn, shoe merchant of Oakland 
and San Jose. The deceased, who was 
wealthy and a well-known clubman, had 
been out of health for some months, 
suffering from a mental breakdown, and 
had therefore not been attending to his 
business. In fact, he had purchased a 
country home on the trans-Bay section, 
and was preparing to retire. The de- 
ceased belonged to a pioneer family of 
Oakland. He was a prominent mem- 
ber of the Athenian Nile Club and of the 
Oakland Lodge of Elks. 


Detroit 


STOCKS MOVING SLOWLY 


Some Merchants Are Pessimistic— 
Others Are Optimistic 


The usual dull period in shoe selling 
is emphasized this season by continued 
unemployment of a large number of 
Detroit’s Workers. Shoe merchants are 
making strenuous efforts to overcome 
the slump in buying due to these 
causes, and to the fact that the public 
is not in a buying mood. Stocks are 
moving slowly, even with the help of 
reduction sales. 

A tone of pessimism is creeping into 
the trade in some quarters, while in 
others a wide measure of optimism 
prevails. Merchants with a broad out- 
look on business conditions have antici- 
pated a slowing up of business. They 
realize that long after merchants in 
other centers had been struck by the 


reduction in buying business in Detroit . 


had continued much along normal lines. 
These merchants are preparing for a 
resumption of business in the near 
future, as factories are now daily re- 
porting the taking over of workers in 
limited numbers to get things in readi- 
ness for the rush that is expected later. 


Factory Situation Better 


Detroit naturally depends largely 
upon its automobile manufacturing 


and when these factories close down 
there is little doing in Detroit. The 
Ford factory closed down late in De- 
cember with the report that it would 
be opened within a few days. This 
was later found to be a false rumor, 
the factory still being closed. Other 
factories are working part time and 
gradually taking back necessary men. 


Few Young Men Buy 
This condition has had its effect 
upon the sale of men’s shoes more 
seriously than upon the women’s end 
of the business, due, perhaps, to the 
fact that women have become so 
accustomed to freely spending their 
money that they cannot suddenly with- 
hold their purse when they see some- 
thing they desire. In one store the 
report was given that a remarkable 
slump in young men customers is 
noted, most of the customers today 

being middle-aged and older men. 


Reduction Sales 


Reduction sales have been the order 
of the day. The 25 per cent reduction 
at F yfe’s produced a remarkable amount 
of business. This sale closed January 
15, 1921. Other stores figure on having 
a continuous sale of some character for 
weeks to come. 

Easter coming early this year many 









Where to Buy 


Men’s Shoes 





















WATERPROOF 

ON Gaete, Fall Full “Bellows 
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you can sell these shoes to. 


A.H. Riemer Shoe Co. 
MILWAUKEE, WIS. 
Established 1887 














Stock Dept. 5 <@ 
Is at Your Service ay 
THE STETSON SHOE CO. (Inc.) 
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BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 
SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 
nd 
eth ceatoet 
REECE SHOE COMPANY 
Celumbus, Nebraska, U_S. A. 














Where to Buy 


Boys’ Shoes 























A Shoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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Where to Buy 
Children’s Shoes 








HAVE YOU SEEN OUR LINES? 
FACTORY 1 FACTORY 2 


In Stock Now—Nature Lasts 


THE B. & P. FOOTWEAR CO., INC. 
Dept. & Oswego, N. Y. 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 


F. W. HAHN CO. 
ROCHESTER NEW YORK 











‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send. /@r Catalog 


AH. Maertin®@ 


Mekers ROCHESTER NY 











“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 
Rochester, N. Y. 


SOFT SOLES 
A Wonderful Line 
for the Wholesaler 

In Stock—All leath- 

er, $4.85 doz., and up- 
Also 


wards. a fuil 
line of Ladies’ Pump 
Straps. 

















NU BABY SHOE CO., East Lynn, Mass. 


W?C.Good¢ger 


Manufacturer of 
Children’s Dlexible Durn Shoes 
For Jobbers i 
89 Allen St.. Rochester, V.>7% 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











restock these retail shelves. 
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merchants. look for an early Spring, 
with seasonable Spring weather. Prepa- 
rations are going on apace for this 
great event. 


Retail Merchants Conservative 


The buying of merchandise from 
wholesalers and manufacturers appears 
to be much a matter of personal idea. 
Some have bought up fairly well for 
Spring, while others have not yet placed 
a dollar. A few placed their orders at 
Milwaukee, while others are making 
up orders from the offerings made 
there. One merchant said, “I feel that 
it is not wise to purchase more than 
for 60 days’ needs at the present time. 
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It is a time when the retailer must 
go slowly in spite of the urging of the 
manufacturer to buy, buy. It is ow 
own salvation we must look to.” 


New Shoe Department 


There is very little change in shoe 
circles. Schrams, 1412 Woodward 
Avenue, defied superstition and opened 
a new shoe department on January 13, 
probably preferring the number 13 to 
opening on Friday. The entire main 
floor has been remodeled and artistically 
decorated and given over to footwear, 
women’s and misses’. The price range 
is to be moderate, the opening offerings 
ranging from $3.00 to $7.00. 


Denver 


MERCHANTS OPTIMISTIC 


Expect Big Drop in Cheap Shoes, 
But Little in Standard Grades 


Denver shoe merchants are looking 
forward to good business during the 
present year of 1921. At present the 
shoe business, like every, other busi- 
ness, is not as brisk as it has been, but 
within a month or two all lines of in- 
dustry are expected to step forward 
and the sale of shoes will go forward 
also. Local shoe merchants say that 
the prices of the cheaper grades of shoes 
will probably take quite a drop in price 
during the present year, but that the 
standard shoes will not come down very 
much in price, and this fact the people 
will soon realize, and business will go 
ahead as a result. Loeal shoe merchants 
say business will be good this year, but 
it will take a good deal of hustling to 
bring success, and they are making 
their plans accordingly. 


A SUMMING UP 


Jobbers and Retailers Confident of 
Big Trade 


Both Denver jobbers and retailers 
are confident of a big shoe trade during 
the year of 1921. The sentiment of the 
jobber is pretty well summed up in a 
statement by J. Kolinsky, president of 
the Western Mercantile Company, a 
firm which does a wholesale shoe busi- 
ness. He said: ‘‘When the consumers 
stopped buying the first to be affected 
was the manufacturer; next came the 
jobbers and next the retailer. In Oc- 
tober, November and December the 
retailer began unloading, and this un- 
loading is still going on, which means a 
clearance of his shelves, and there must 
necessarily follow replacement orders. 
This means that the wholesaler must 
That, to 


my mind, shows that 1921 will be a big 
year. 
Real Values Offered 


‘““Manufacturers are opening — their 
shops, not, perhaps, to capacity, but 
enough to handle the business, and of 
course this condition will increase as 
business increases. General conditions 
in our line are very good indeed and we 
look for a prosperous year. There is 
less speculation, and values that the 
people are getting now are real values. 
The recession will never reach the pre- 
war basis. Wages and the cost of raw 
materials will doubtless remain pretty 
well up, and that nieans that the old 
price, and right down the line through 
the jobbers and the retailers to the con- 
sumer prices must remain up, but they 
will never get back to the war-time 
prices.” 


Business Is Good 


“Work gets us all some place,” said 
Ralph Broadhurst of the retail shoe 
firm, Broadhurst-Young Shoe Con- 
pany. “Merchants are working to gel 
their goods moving, and these prices 
are made regardless of the cost of the 
goods. The cost of raw materials in 
shoes is still high, and labor is high and 
will remain high. I believe that prices 
now in shoes. are as low as they will 
get; in fact, in many lines the prices 
will be higher in the Spring and Sun- 
mer. Business is exceptionally good 
for the reason, I believe, that the pub- 
lic recognizes the values they are get- 
ting in shoes and that the public is 
ready and anxious to buy.” 


New Shoe Store 


Max Sanders, a well-known business 
man of Trinidad, has just opened an 
exclusive shoe store in that city in the 
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old Isis Theater Building on North 
Commercial Street. All new, modern 
fixtures have been installed and an im- 
posing front has been put in the build- 
ing. The new establishment is known 
as the ‘Popular Priced Shoe Store,”’ and 
will carry a complete line of shoes for 
every member of the family. 


Store Moves 


The Castle Rock Mercantile, Inc., of 
Castle Rock has moved its stock into 
new quarters which has been built 
especially for the firnrin that city. The 
firm carries a large stock of shoes. 


El Paso Branch 

Word has reached this city to the 
effect that the L. and W. Shoe Company 
of St. Louis, which operates 30 retail 
shoe stores in the principal cities of 
Missouri, Kansas, Oklahoma and Texas, 
has opened a branch store at 503 South 
El Paso. Street, El Paso, Texas: J. R. 
Zozoya, who has been with the Popular 
storein El Paso for 14 years, is the man- 
ager for the new store. 
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Greeley’s New Store 


Articles of incorporation for the In- 
dustrial Stores Company, a $100,000 
Greeley, Colorado, corporation, has been 
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Where to Buy 


Children’s Shoes 











Largest Business Ever 


e 

“Closing the year of the largest 
business in our history, and with 
January starting out like a record 
breaker, how can we help but feel 
sure that the worst is .over?” 
asked H. E. Fontius of the Fon- 
tius Shoe Company. “The pub- 
lic is getting its money’s worth 
in shoes and is spending freely, 
and I am sure that 1921 will see 
a marked increase in business 
over 1920.” 











filed. C. F. Mason, Simon Peterson 
and Adolph Erickson are named as in- 
corporators. The new store will con- 
duct a shoe department. 


Atlanta 


RETAIL TRADE BRISK 


Retail Merchants Believe Buying 
Indicates Quick Return to Normal 


Retail shoe merchants of Atlanta 
and the immediate trade territory 
continue to enjoy a large volume of 
after-Christmas business, many of the 
merchants stating that they will experi- 
ence this month the largest business 
they have ever known for January. 
All of the merchants express confidence 
that this resumption of buying on the 
part of the public indicates that the 
return to normal has begun, and they 
believe that business will be fully back 
to normal by the time the Spring season 
opens. Prices have reached what the 
merchants believe is the lowest level 
they will reach for some time, and they 
are all advising their customers to buy 
now. Many merchants believe that 
shoe prices will begin to go up again 
shortly, but do not believe that the 
advance will be very great. 


Wholesale Business Good 

Jobbers are much more optimistic 
than they have been for some time. 
Those in the Atlanta territory state 
that virtually all of the wholesalers 
report they are experiencing an excel- 
lent house trade, and they take this 
as an indication that the retailers are 
beginning to buy again. In almost all 
lines of business stocks have been 
depleted, but this is especially true in 


the shoe business and many of the re- 


tail merchants are now getting back 
into the market. Several merchants 
from this section are planning to shortly 
visit the markets in Boston, while 
some have already made the trip. 


The Milwaukee Delegation 


Charles Brady, president of the 
Southeastern Shoe Retailers’ Associa- 
tion, and manager of the men’s shoe 
department for the George Muse 
Clothing Company of Atlanta, was one 
of a party of Atlanta merchants who 
attended the annual convention at 
Milwaukee this month of the National 
Shoe Retailers’ Association. Others 
attending the convention from Atlanta 
were Werner S. Byck of Byck Brothers, 
Fred S. Stewart, president of the Fred 
S. Stewart Company, and. Clarence 
Gibbs. Both Mr. Stewart and Mr. 
Byck are also officers of the South- 
eastern Shoe Retailers’ Association. 


NEW SHOE STORE 


The Bootery — Both Proprietors 
Young Men and Former Clerks 


The Bootery is the name of a new 
retail shoe store that was recently 
opened in Atlanta on the second floor 
of the Connally Building, where several 
retail specialty shops are located. 
O. A. Cown and C. F. Dunn, who were 
with Young’s Shoe Parlor for some 
years before that company sold its 
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CHILDREN’S SHOES 
CEMERAL OFTICES. 133 LINCOLN STREET. BOSTON MASB 











THE L. D. STICKLES SHOE CO., Mfrs. 
Minnesota 
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Where to Buy 


Ballet Slippers 

















“Tronclad’’ 


GYM SHOES 

Almost imposs:ble 
to wear then, 
out. 


BROOKS SHOE MFG. CO. Philadelphia, Pa 








A REAL HIGH CLASS 
BALLET 


Finest Workmanship 
Women’s Black Kid, Sizes 24% to 8 
Misses’ - a 
Child’s us - 
Carried in stock for at-once shipments 
PURITAN SHOE CO., Inc. 74 Reade St., N.Y. C. 
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Where to Buy 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 








Where to Buy 
Wanted Styles 


An extra editorial service to 
‘‘Recorder”’ readers, free for the ask- 
ing, with authentic information on 
current problems. 

















Where to Buy 


Standard Shoe Materials 











The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 28 Sout" $yre 


Tanneries at Danversport 








THREAD—ALL SIZES—ALL COLORS 


wr is it we are Se on 
for hand 


in the cae and the ee lockstitch = 
have no equal. All manufactured it 
John C. Meyer Thread Company, Lowell, 








GUARANTEED 
why «TWO YEARS 
G F 
A Sg teen b ay Ae 
Materials and Highest Skilled 
Labor are Used. 
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Formerly Walpole Shoe Supply Co. 
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business to Burt’s shoe store, are the 
owners of the new store. W. E. Ren- 
frue, who has been a retail shoe sales- 
man in Atlanta for some years, is also 
associated with the new store. Both 
of the proprietors are young men, start- 
ing in the retail shoe business as clerks 
in Atlanta stores a few years ago. 


RAISED NOTES 


Warnings to Public and Retail 
Merchants Circulated 

Warnings to the public and to retail 
merchants are being circulated in the 
South by the United States secret 
service department, to beware of raised 
notes, many of which have been lately 
found in circulation in various cities 
in the Southeast. Some of these notes 
are declared to be such perfect speci- 
mens of the art that they can be de- 
tected only by the closest scrutiny. 
They are mainly federal reserve notes 
and can be always idéntified by the 
portraits. The $1 bills have a portrait 
of Washington; $2 bills, Jefferson; $5 
bills, Lincoln; $10 bills, Jackson; $20 
bills, Cleveland; $50 bills, Grant; $100 
bills, Franklin. 


A $1.00 SALE 


Held on January 12 by All America 
Shoe Store 

Crowds that blocked the sidewalks in 
Atlanta’s retail shopping district, and 
overflowed the limited space in the 
interior of the store, greeted an unusual 
$1 shoe sale held here Wednesday, 
January 12, by the All-America shoe 
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store, 63 Whitehall Street. The sale, 
which was for one day only, had been 
extensively advertised in the Atlanta 
newspapers, and the crowd attending 
exceeded all expectations of the manage- 
ment. It was one of the most successful 
retail shoe sales of a single day's dura- 
tion that has ever been held in Atlanta. 
It was strictly an appeal to the public 
purse, and the public responded re- 
markably to that appeal. 


Efird Company Growth 


The Efird Company, owners of a 
chain of department and dry goods’ 
stores in 30 cities and towns of North 
and South Carolina, and one of tlie 
largest companies of its kind in the 
South, has purchased the Einstein 
store in Wilmington, N. C., together 
with the entire stock, and after remodel- 
ing the building and investing about 
$25,000 in alterations, will add this 
store to the Efird chain. This con- 
pany, which started its first store at 
Charlotte, N. C., seventeen years ag», 
now turns over about $20,000,000 
worth of merchandise annually in its 
various stores. The new store will 
employ about 125 people. Nearly all 
of the stores have shoe departments. 


New Shoe Department 


W. A. Hilton of Haleyville, Ala., is 
the manager of the Drake Mercantiie 
Company, a new store at Phil Camp- 
bell, Ala. The company also has a 
general store at Haleyville, and have 
shoe departments in both stores. 


Lynchburg 


NOVELTY SHOES 


In Low Effects for Women the Big 
Sellers 


Novelty low shoes for women make 
up by far the’major part of the business 
of most of the shoe retailers in Lynch- 
burg, Va. Tan brogue oxfords are, of 
course, holding their own, but satins 
and suedes are coming strong as the 
runners-up. 

Gray suede pumps with several types 
of strap effects have been introduced 
by a few of the merchants who report 
that they are rapidly growing in popu- 
larity. Another dealer says that a tan 
calf pump with a baby Louis heel is 
one of his best sellers. Beaded satin 
pumps are among the leading sellers. 


Reduced Prices on Boots 


The unusually mild Winter weather 
is given as one of the chief reasons for 
the unusual sales of low shoes, and the 


merchants who at one time expected 
the trend of fashion to turn to high 
boots have become convinced that low 
cuts will predominate clear through 
until the opening of the Spring season. 
Consequently they are marking down 
their high shoes and are offering them 
at prices much reduced from their 
original selling figure. 

Many of the retail shops are advertis- 
ing high shoes for both men and 
women ranging between 20 and 33 per 
cent. One store has on sale a lot of 
fancy high shoes at a price under $5 
a pair, while another store is advertis- 
ing a similar sale at $3.95. Practically 
all of the shoe men are reducing their 
stocks of high shoes to the minimum. 


Men’s Shoes, $10.90 
“Any pair of men’s shoes in the 
house at $10.90,” is the advertisement 


that is being run by the G. A. Cole- 
man Company. But the company still 
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reports light sales. Other stores are 
advertising reductions on men’s shoes, 
especially on the high cut footwear. 


Easley Elected 


Charles B. Easley, secretary of the 
George D. Witt Shoe Company, has 
been elected president of the Kiwanis 
Club of Lynchburg, for the year 1921. 


An Unusual Display 


\n unusual display window for mid- 
Winter is that of the Carroll Shoe 
Company which contains nothing but 
puraps and fancy hosiery. Among the 
shoes shown are gray and brown 
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suedes with instep straps, beaded 
satin and cloth of silver pumps. The 
opposite window is filled with oxfords, 
except for four pairs of high top sport 
boots in the background. 


Factories Re-open 

The Southland and Jefferson Street 
factories of the Craddock-Terry Com- 
pany resumed their operations on Janu- 
ary 10 after the shut-down for Christ- 
mas. The West End factory will 
reopen January 17. In making this 
announcement Charles G. Craddock 
made no statement as to the number of 
days each week the plants would 
operate. 


Pittsburgh 


SUBSTANTIAL DROPS 


Shoe Merchants Helping in Na- 
tional Readjustment to Lower 
Prices 


in the nation-wide readjustment to 
lower prices, local retail merchants can 
point with pride to the practical certainty 
that the general slashing has been 
more substantial and comparatively 
greater in their article of trade than 
in almost any other. True enough, 
unusual sales have been the vogue here 
for several months in all retail lines; 
but it is doubtful if any article has 
seen such a significant cut as shoes. 
From highest to lowest grade estab- 
lishments, there have been ‘“‘extraor- 
dinary”’ sales, and general reports are 
encouraging. 


Fine Shoe Department 


The shoe department in Kaufmann’s, 
largest department store here, presents 
a more important aspect with the tre- 
mendous growth of that institution. 
About ten years ago it was lifted out 
of the dumps when Manager Glaser 
took charge, introducing low-price sales 
as annual affairs which have since been 
maintained unfailingly, and though 
that hustler has left for other fields, 
the department still prospers beyond 
expectations. 


Agreeable News 


Leave it to the wise advertising heads 
of local shoe stores. The story sent 
out of Chicago last week, emphasizing 
price reductions, which got plenty of 
space in the local dailies, was attended 
with silent confirmation by about 20 
ads of different firms which announced 
sales in keeping with the story. The 
ads even went the story one better, 


for the story’s headline read, “Prices 
Down to Stay,” while most of the ads 
hinted that the suddem reductions were 
“sensational” and it was doubtful that 
prices would remain quite so low for 
any stretch. J. Harry Selz of Selz, 
Schwab and Co. and officials of the 
Endicott-Johnson Co. were quoted in 
the Chicago dispatch. 


Goloshes Popular 


This is practically the first season 
that goloshes have won favor in Pitts- 
burgh, but the widespread use of them 
is making up for any lagging in sales 
in the past couple of years. Perhaps 
an inclement Winter, featured by more 
slush than snow and cold, is responsible 
for the new habit. Perhaps it is a fad. 
More than likely, it is a combination of 
both, and certain it is that the hitherto 
common sight of a female scantily clad 
about the pedal extremities is giving 
way to the more heavily burdened and 
more comfortably warm lassie. 


NEW FACADE 


Walk-Over’s Main Store Undergoing 
Change to Beautiful Exterior 


The Lazarus-Mensch Company re- 
cently decided to improve the exterior 
of their main store on the Rialto, 
adjoining Verner’s, with the result that 
a contractor started his men to work 
early in the week. Business of course 
continued, and attractive signs out- 
side the store announced “Business as 
usual’’ during building operations. The 
old windows were more attractive than 
many another store of its kind on the 
avenue, but hardly as attractive as 
the one next door. When completed, 
it is the belief of impartial critics who 
have seen the plans for the new Walk- 
Over front, that it will be a toss-up as 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Dolman Primt Inc. 
183 Esosx St. Bosten, 
71 Renkie St. Brockton 
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Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, ete. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 
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Miscellaneous 


orren FREE USE. 


Of Shoe Cuts, Covers, Borders, Etc., for 
your Booklet, Catalog or Folder, if you place 
the printing with us; or we will sell shoe elec- 
tros at $1.25 each. 

SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St., Boston 























A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 








913 Gates Ave., Brooklyn, N. Y. 





OHOE BUCKLES 
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BEADED AND METAL 

BUCKLES | 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MONTAGUE ST BROOKLYN N Y 





Better Multigraphing 


LETTERS, CIRCULARS, 
OFFICE FORMS, 
HOUSE ORGANS 


Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 


“SILVERITE”’ 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Service Trade Builder." Send for our com- 
plete catalog of Shoe Findings. 
L. G. & S. S. CO., Mfgrs., 81 High St., Boston, Mass. 


UE eed 


D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - 
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OHIO AND VICINITY SHOE 
DEALERS ATTENTION! 
Distributors of 


PRESANS 


Carried in Stock 
Quick Service 


THE R. & S. RUBBER CO. 
1267 W. 6th St., - Cleveland, Ohio = 


SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
merchants. 
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to which is the finer, although the other 
will probably cover more space. 


Real Bargains 


Fate has helped Kaufmann-Baer’s 
shoe department in offering the public 
some unusual bargains. Not quite a 
year ago, a sample line of imported 
English shoes, particularly brogues, 
when they were just gaining popularity, 
drifted into their store, to be gobbled 
up by an eager public. This sale was 
no small factor in the future success of 
their department. Coincident with the 
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general cutting of prices, their latest 
sale offered Endicott-Johnson shoes at 
$4.50 for men, and others at $3 for 
women, the values being. surprisingly 
good. 


Denies Stetson Rumor 

A. C. Petty, manager of the Stetson 
Shop in this city, denies a recent report 
to the effect that the agency for Stetson 
shoes has been secured by a Pittsburzh 
department store. ‘‘There is no truth 
in the statement,” said Mr. Petty re- 
cently, ‘“‘and I cannot imagine how such 
a report could have been started.” 


Los Angeles 


JANUARY WHITE SALE 


Merchants Make Attractive Window 
Trims Showing Spring Styles 


The shops along Broadway are all 
decked in white for the January White 
Sales and many shoe merchants have 
dressed their windows in conformity. 
White buckskin sport oxfords with 
colored trims are seen everywhere and 
Spring styles greet the eye on every 
corner. 

Low Shoe Favorites 


A recent rainy spell brought a slight 
call for boots but low shoes continue 
to be the favorite of fashion. Van 
Degrift’s state that high shoes sell well 
with them, perhaps because they are 
exclusive distributors in Los Angeles 
of Regal and Hanan shoes. They em- 
phasize the fact that following the 
holidays they advertised that they 
would exchange any felt slippers brought 
to them, no matter where bought. 
This gave them a lot -of favorable 
publicity and brought in many new 
customers. 


Gray Suede Strap 


An attractive model in C. H. Baker’s 


window is a gray suede strap with cut- 
outs outlined with steel beads. Gray 
suede and black kid make a popular 
combination. Rosenthal’s is displaying 
a silver cloth ankelet which is very 
good looking. Black metal lace over 
satin also makes an attractive pump. 


SOMETHING NEW 


Ever in Demand in Shoes—Beaded 
Hosiery 


The demand is ever for something 
new and these days footwear styles are 
as important as any item of dress. 
Shoes and hosiery are just coming into 
their own. It is doubtful if they will 
ever settle back into the old common- 
place styles, at least while the short 
skirt is the vogue. There have been so 
many beseutiful things created during 
the past season or two that we are just 
beginning to realize what possibilities 
there are along this line. 

Nor is hosiery being slighted these 
days. Some are beaded. Of course 
these are not very practicable for 
general wear, but what woman can 
resist a pair? 


Salt Lake City 


“GOOD” AND “FAIR” 


Reported by Retail Merchants on 
Business— Many Sales 


The retail merchants in this city 
report business as “good” and “fair.” 
Sales are the order of the day again. 
Nearly everyone has something ‘“‘spe- 
cial.” The Walk-Over Shoe Company 
have marked their shoes “‘20 to 50 off.” 
Robinson Bros. are still among the 
leaders in price reducers. This com- 
pany had a splendid year in the one 
just closed, as did a few others. 


Manager Hunter of the shoe depar't- 
ment of the Walker Bros.’ dry goods 
store has just concluded a three days’ 
sale of women’s and children’s shoes 
in which everything was sold at $5.85. 
Eight hundred pairs were disposed of 
in addition to the regular business of 
the department. Values up-to $12.50. 
and in some cases $15.00, were given. 
About 80 per cent of the stock, which 
had been bought recently for sale pur- 
poses, was sold, 27 extra clerks being 
engaged. Asked whether he had 
sacrificed his profit, Mr. Hunter said 





atson 
port 
‘tson 
urzh 
ruth 
y re- 
such 


Jan. 29, 1921 


he had obtained the usual percent- 
age. BAe PN 
Straps Are Popular 

Strap effects are still very popular 
with the fair sex in Salt Lake City. 
The women are still desirous of being 
“in style.” Pretty shoes, especially if 
they have something distinctive about 
them, will sell here. 





A large number of traveling 
men are in Salt Lake City just 
now. Retail merchants have 
been keeping stocks very low— 
ind the traveling men are doing 
| satisfactory business, particu- 
larly along novelty lines. 
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Hebert Hirschman and Manager 
Soloman of the women’s department of 
the Hirschman Shoe Company attended 
the national convention at Milwaukee. 
Mr. Hirschman is president of the Salt 
Lake City shoe men’s association. 


Ogden Factory Plans 


Plans for the establishment of a 
factory in Ogden, Utah’s second largest 
city, by the Brown Shoe Company of 
St. Louis are under way, according to 
an official of the Ogden Chamber of 
Commerce who has bad a conference 
with a representative of the Brown 
Company. It is claimed that Ogden 
is an ideal location for supplying the 
Intermountain country on account of 
its being a junction city. 


West Virginia 


SHOE STORE TRANSFERRED 


J. Broh to Retire—Smith’s Shoery 
Company Buys Stock 


By a deal consummated at Hunting- 
ton, W. Va., recently, the J. Broh shoe 
store, 935 Third Avenue, the oldest 
shoe store in the city, was transferred 
to the Smith Shoery Company, 939 
Third Avenue. 

Mr. Broh will retire from active 
business, but will open an office at 
934144 Third Avenue to settle his 
affairs. For two weeks the Smith 
Shoery will conduct a sale at their 
present store and in the Broh location 
in order to diminish the stocks suffi- 
ciently to permit them to be combined. 
At the end of that time the stocks will 
be merged in the present location of the 
Smith Shoery. 

Mr. Broh has leased the building he 
now occupies to the McKenney Brothers 
Shoe Company for $6,000 a year. He 
will give possession on March 1. 


A Complete Remodeling 


The Smith Shoery Company has 
completed remodeling of the building 
it occupies so as to about double the 
floor space. They have leased the new 


room for a period of two months, but. 


at the end of that time will occupy the 
entire first floor of the building, accord- 
ing to W. C. Smith, proprietor. 

The company has been in the present 
location for 12 years and has enjoyed 
prosperity. In addition to the Hunt- 
ington ‘store, they have a chain of 
stores in Wheeling, Marietta, Johns- 
town, Pa.; Cumberland, Md., and 
McKeesport, Pa. 


Broh’s Record of Service 


Mr. Broh has been engaged in the 
retail shoe business for more than a 
third of a century, and for 12 years has 
been at the present location. He first 
entered the business with his brother, 
M. Broh, in a clothing and shoe store 
on the corner of Third Avenue and 
Ninth Street. About 30 years ago the 
partnership -was dissolved, J. Broh 
leasing another room and taking the 
stock of shoes. 

“T have seen a good many come and 
go since I have been here, but my busi- 
ness has always been prosperous,” he 
said. 


Officers Are Elected 


At the annual meeting of the 
Graham-Bumgarner Shoe Company of 
Parkersburg, W. Va., reports were 
received on the business of 1920 and 
the following officers elected: Thomas 
E. Graham, Jr., president; C. D. Bum- 
garner, vice-president; H. W. Auberle, 
secretary and C. D. McGrew, treasurer. 


Lennett Visited Milwaukee 


Benjamin Lennett, proprietor of 
Lennett’s Boot Shop of Bluefield, 
W. Va., attended the National Shoe 
Retailers’ convention at Milwaukee, 
and selected Spring styles for his store. 


NEW SHOE STORE 


Ninety-First in Chain of G. R. 
Kinney, Ince. 


The newest shoe store in Clarksburg, 
W. Va., opened for business Saturday, 
January 15. The store, which is located 
at 205 West Main Street, is one of the 
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KELLYKARDS 


Have been the standard retailers’ 
window cards for eight years 
ASK US ABOUT KELLYKARDS 
“The Signs of Life” 
F, B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y. 
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pst Wright 


TRADE MARK SHOES 
FOR MEN 


Say—“Show Me” 


The days when profits must be made on volume sales, 
are near. In fact they are here. Shoe merchants 
know it. Manufacturers know it. Every branch of 
the industry is accepting this point of view. Prepara- 
tions are being made to get into action on this basis. 
The market is being searched for shoes that promise 
most beneficial results on this plan of merchandising. 














Is it any wonder that “Just Wright’ shoes are re- 
ceiving an unusual amount of attention, when their 
record for results has been so high over a long period 
of years, through all the times of business prosperity 
and depressions? 


There has never been a season when “Just Wright”’ 
shoes did not fit into the requirements of many thou- 
sands of merchants who see to it that the men of 
these United States are well shod. 


There never was a time when “Just Wright”’ styles, 
materials and workmanship offered stronger immune. 
ment for business than right now. 


Here’s an honest-to-goodness line embracing shoe 
values that have taken the big cities off their feet so 
to speak, and are bound to go strong in your store. 


‘See to it that they are there. 
Write us you're interested! 


See what we'll do to make it easy for you to cash in 
on this world-known line! 


“Just Wright” shoes sell abroad with the same suc- 
cess that they sell at home. And “over there’’ are 
some of the most exacting buyers. The public know 
good shoes, too 


* Just say—‘‘Show me’’—by postcard, letter or wire. 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


PHILADELPHIA CLEVELAND DETROIT 
713 Denckla Building td. ¢ Superior Arcade Washington Arcade 
NEW YORK CHICAGO PITTSBURGH SAN FRANCISCO 


Marbridge Building Republic Building Empire Building Pacific Building 
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G. R. Kinney, Inc., chain of shoe stores. 
The Clarksburg store is the ninety-first 
store to be opened by the corporation 
in the larger cities of the United States. 

T he store opened in Clarksburg was 
the fourth one to be opened by the 





corporation in West Virginia. One of 
the stores is located at Wheeling, while 
two are operated at Huntington. Offi- 
cials of the company are now working 
out plans for opening additional stores 
throughout the State. 


Cincinnati 


MORE CONFIDENCE DISPLAYED 


Both Branches of Industry Adopt 
Watchwords—“‘Closer Applica- 
tion”’ 


Both retail and wholesale branches 
of the industry are displaying more con- 
fidence in their trade. Steadier condi- 
tions throughout all divisions of the 
industry are being reflected. Each is 
more appreciative of the problems faced 
by the other. The local manufacturers 
are all of the same opinion, that “‘closer 
application” are the watchwords for 
1921. As one prominent salesmanager 
of this market says: 

“The one great object of every re- 
tailer today should be to get a quicker 
turnover. He must buy often but sell 
more often. He must give more thought 
than ever to his merchandising plans, 
and he must keep his stocks live at all 
times.” And on the side of the manu- 
facturer the watchwords apply equally 
as much. Those of this market concede 
that the manufacturer must pay more 
attention to the prompt fulfilment of 
orders. A number of the local concerns 
have already developed checking sys- 
tems that will show from day to day 
just how far along an order is. Virtually 
all factories have some kind of a system 
that serves this purposes more or less, 
but improved methods are being in- 
stalled and developed. One large local 
factory is working out a system of check- 
ing so that the salesmanager can sit at 
his desk and tell at any time what de- 
partment is working on a certain order. 


Made General Manager of Lape- 
Adler 


Charles N. Reisenberger, buyer for 
the Julian & Kokenge Company, was 
given a farewell dinner at the Gibson 


Hotel last week by his many friends in 
the local shoe and leather trade. Mr. 
Reisenberger, having been associated 
with the Julian & Kokenge Company 
for the past sixteen years, leaves Cin- 
cinnati to take the position of general 
manager of the Lape-Adler Company of 
Columbus. His splendid record during 
his extended period of service in the 
shoe business has brought him the 
opportunity for rapid expansion. The 
Lape-Adler Company is a new factory 
and according to H. N. Lape, it is built 
for the future. The dinner was enjoyed 
by all of the seventy or more that were 
present. The committee in charge, 
consisting of F. George Mohr, Ambrose 
Holters and Jimmie McDonald, is to 
be congratulated for their speed, for the 
entire affair was gotten up in two days; 
the programs were printed two hours 
before the men sat. down to soup. 
W. A. Julian, Milton Adler, H. N. 
Lape, F. George Mohr, Ambrose Hol- 
ters and Jimmie McDonald filled the 
speakers’ table. Ambrose Holters acted 
as toastmaster, in a most likely style. 
Mr. Reisenberger was presented with a 
handsome diamond scarf pin. 


New Line of Spats 


In addition to their regular line of 
Vogue Style spats the Vogue Novelty 
Company of this city announced to-the 
trade last week a new line of spats, 
carrying new designs, which they have 
named “French Spats.” Pete Levy, 
one of the partners of this company, 
will start out on his regular trip for the 
Fall season within the next few weeks. 
Mr. Levy returned to his desk last 
week after a short illness, during which 
time he visited the springs at Milan, 
Ind. 


Lynn 


GRAY KID TO BE POPULAR 


So Says One Lynn Manufacturer 


“As for styles for February,” remarks 
one Lynn manufacturer, “I believe 
that one and two strap suede pumps 
will continue the best sellers. Features 


of pumps are slender straps and low 
sides. Heels continue high, of course. 
Light and dainty effects are sought by 
many buyers. After Easter, grays, now 
fashionable, will become even stronger, 
I believe. Gray kid will be in new 
demand. After that, will come a fashion 
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of garden party, or refined sport shoes, 
of white kid, or linen, with delicate 
trimmings of colored leather.” 


To Occupy New Shop 


Williams, Clark & Co., makers of La 
France shoes, are to move to the new 
Hilliard & Merrill factory, at East 
Lynn, which is considered the finest 
manufacturing building in Lynn. It 
has some unusual advantages for manu- 
facturing shoes. For more than 30 
years Williams, Clark & Co. have been 
making shoes in Lynn, and they now 





ARGUMENT FOR VARIETY 


“Tl allow all the arguments 
made to show that standardized 
shoemaking is economical shoe- 
making. 

“And then I’ll add that human 
nature loves change, and variety, 
even in footwear. 

“And I'll conclude with the 
opinion that we are going to have 
a greater variety of fashions in 
footwear.”’—Edric R. Taylor, of 
McNichol, Taylor, Inc., Lynn. 











have their shoes in thousands of stores 
of the country. Also, C. H. Baber, 
their English agent, has a stock of their 
shoes at London. 


Variations on Leather 


Prices of leather, as paid by Lynn 
manufacturers, are puzzling, if con- 
sidered in a general way. For instance, 
one firm is complaining of a scarcity of 
fine colored kid, for which it is willing 
to pay $1.00 a foot, while another firm 
is cutting up a lot of black kid leather, 
which it got at the bargain price of 20 
cents a foot. A tanner of Lynn quotes 
colored kid at 90 cents, $1.00 and $1.10 
a foot, and black kid at 65, 70 and 75 
cents and says he has difficulty in pro- 
viding his customers with enough leather 
of this grade. But, on the other hand, 


Where to Buy 


Women’s Shoes 








TURKISH SLIPPERS . 
IN STOCK AGAIN! 


i No. 101 Sofia Turkish Slippers 
nena eae aay i 
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M-C-McKAYS 








Asove we show to you one of the best examples 
of M-C craftsmanship. It possesses all the “earmarks” 
of a high-priced shoe, yet our figure to you is moderate. 


VISITING BUYERS 


will spend their time advantageously by paying us a 
visit at our Boston Office, 72 Lincoln Street. The com- 
plete line of M-C-McKays will surely hasten a decision 
as to where to place your next order. 








MITCHELL-CAUNT CO. 


FACTORIES: LYNN, MASS. 
BOSTON OFFICE, 72 LINCOLN ST. 
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the market is glutted with medium and 
low price lines of kid. 

Another tanner offered calf leather 
at 25 cents a foot, which he believed 
would be worth 50 cents in a brisk 
market. And fine colored calf, par- 
ticularly suede calf, is costing shoe men 
as high as 70 cents a foot. A score and 
more of like instances of variations in 
prices of leather in Lynn might be 
mentioned. It is hard to make head or 
tail of them, for the purpose of sum- 
marizing them. 


Watch the Heels 


It is now no secret that some Lynn 
firms are undertaking to make heels of 
shoes slim and graceful. This they are 
doing through improved shoemaking. 
For instance, they are working towards 
cupped heel seats, and are using extra 
quality counters, light and flexible, and 
are making the joint between the heel 
and the shoe as neat and as smooth as 
can be. A broad bulky heel is apt to 
spoil the looks of even the best of shoes 
these days of short skirts and silk 
stockings. 


Lighter Russia Leather 


In new samples of Lynn shoes for 
Springtime wear are a number of at- 
tractive oxfords, of new light shades of 
Russia calf leather. Some designers 
approve of this new shade as the best 
innovation yet in calf leather. The 
shoes do not look black in the dark 
corner of the store, as did some of the 
war-time standard brown leathers. 
Some oxfords are made of all Russia 
calf leather, and some have collars, or 
inserts, of a light brown suede calf 
leather. 


An Unusual Sport Shoe 


Of smoked elk leather are the uppers 
of a line of women’s sport shoes from a 
Lynn factory. The soles are of feather- 
weight rubber, or Neolin. Some have 
soft toes, but most have a tip and stays 
of tan calf leather. 


To Feature Low Heels 


One Lynn salesman, starting out on a 
trip among some Western cities, will 
make a specialty of shoes with heels 
10-8 high, and will also have a few shoes 
with 8-8 heels. He says, “‘they’re 
wearing them.” 


**Tanned”’ Cloth 


Some new fabrics used in Lynn are 
“tanned”’ or, at least, the fibres of 
them are filled with insoluble salts, 
the same as fibres of leather are filled 
with chrome, to make them resist the 
elements. The idea of “tanning” 
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cloth, by the way, is not new, for some 
Peabody tanners commonly tan tennis 
nets, and like implements of the sports. 


Fine Seams are Important 


In placing values on styles, there is 
one point to which some Lynn manu- 
facturers wish to call particular atten- 
tion. It is that of fine seams, true to 
patterns, and closely pressed on the 
uppers of shoes. Any good buyer of 
clothing knows that well pressed seams, 
true to pattern, add to the style of 
clothing. The same thing is true of 
shoes. Some Lynn inventors have 
lately produced new machines for im- 
proving seams of shoes, and shoe 
manufacturers are naturally taking 
advantage of them. 


Colored Suedes Scarce 


Colored suede leathers, particularly 
browns and grays are scarce, and some 
Lynn shoe manufacturers are helping 
out one another with the stocks they 
have on hand. Tanners are making up 
the best suedes only on orders. 


Sales of Strong Shoes 


It seems that some Lynn firms, 
making strong lines of shoes, are 
having steady sales of their product. 
Among these shoes are regular welts. 


81 


with leather insoles and outsoles, and 
leather counters. The stock is selected 
for its wearing qualities. The styles are 
staple. And the shoes sell right along, 
and make a bed rock foundation of 
Lynn’s shoe business. 


Easter Stampede Expected 


“Signs are,” says a salesmanager, 
“that buyers will stampede for Easter 
shoes soon after February 1.” 


Shoes Stayed Sold 


It may be a trifle late to remark it, 
but the records of one Lynn firm, for 
1920, show that it had practically no 
shoes returned to it. The reason is that 
this firm uses only lasts tested to fit. 


New Lasts for Children’s Shoes 


An unusual Lynn business is that of 
Anderson-Owens Company, makers of 
custom shoes, also makers of welt shoes 
for growing girls, misses and children, 
for the retail trade.. From their 
knowledge of the feet, gained from 
making shoes to measure, they have 
designed some lasts for shoes for grow- 
ing girls, misses and children; which, it 
is claimed, possess unusually good fit- 
ting qualities. Their factory is at 587 
Washington Street, Lynn.. An in-stock 
department is conducted. 


Akron 


BOOTS MOVE SLOWLY 


Radical Price Reductions Needed 
to Get Them off Shelves 


Are low shoes supplanting high shoes 
as the most popular form of footwear 
in America today? Is the market for 
boots suffering a relapse or has the bot- 
tom fallen out of it already? 

These are the questions which are 
causing the merchants of Akron to 
scratch their heads in bewilderment. 
And not only do these questions apply 
to women’s shoes, but equally to men’s 
also. The demand for low shoes is un- 
explainable. High shoes are having a 
hard time of it. Without exception 
every footwear store in the city has its 
windows crowded full of boots at prices 
marked from $5 down. They are sell- 
ing, of course, at prices like these; but 
the demand for ankle-high footgear ex- 
ceeds that for all other kinds combined. 

On being questioned on this vital 
subject one shoe man answered that it 
was his firm belief that within a period 
of three years the oxford and low shoe 
would be worn Winter and Summer 
alike in the Northern part of the coun- 
try. He referred directly to women’s 


shoes, but confessed that men, too, were 
showing signs of weakening. He finds 
that people with large ankles are not 
taking as illy to this style as might be 
expected. They are wearing mostly 
straps which offer more or less pro- 
tection. 


Children’s Shoes Selling Better 


It is reported the children’s shoes are 
selling much better for this time of the 
year. Many parents of school children 
who waited until after the holidays for 
the usual January sales to begin are re- 
shodding the entire family. 


Rubber Boot Makers Busy 


Boot and shoe departments of local 
rubber concerns are carrying all the. 
business they can handle according to 
reports.. Orders.on hand will keep them 
busy until the middle of the Summer. 
As far as the tire end of the rubber trade 
is concerned, a spirit of optimism seems 
to pervade the entire atmosphere of the 
“‘Rubber City.” The B. F. Goodrich 
Company reports that sales for 1920 
exceeded $150,000,000. Miller Rubber 
Company sales for 1920 were $32,- 
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America’s Best Comfort Shoe 


No. 62 


No. 62—Black Kid Oxford. 11-8 
Rubber Heel. In Stock: B, C, D, 


No. 52 


No. 52—Best Quality Black Kid 
Imitation Tip Oxford. 13-8 Heel. 
In Stock: A, B,C, D. Price. . $4.35 


No. 87—Black:Kid Two Strap San- 
dal. 12-8 Heel. In Stock: B, C, D, 
E. Price eeeeee cc ccccescccccSaea0 


—every style ready to ship— 


LOW CUTS 


Priced on the Lowest 
Ebb of the Leather 
Market 


In-Stock Styles 


No.91 §& 


No. 91—Black Kid Oxford. 9-8 
Rubber Heel. In Stock: C, D, FE. 


No. 86 


No. 86—Black Kid One Strap San- 
dal. 9-8 Heel. In Stock: C, D, E. 


No. 74—High Grade Black Kid Blu- 
cher Oxford. 11-8 Rubber Heel. In 
Stock: B,C, D, E. Price... .$3.85 


No. 96 


No. 96—Black Kid Gypsy Juliet. 
8-8 Rubber Heel. In Stock: D, E, 


These Black Kid Turns rep- 
resent values that the mer- 
chant will recognize as the 
best that his money can buy 


No. 54 


No. 54—Black Kid Common Sense] 
Oxford. 8-8 Rubber Heel. In Stock: 
D, E, EE. Price a 


AULT-WILLIAMSON SHOE CO. 


AUBURN, MAINE 


LOS ANGELES BRANCH, 169 E. 8TH STREET 
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$91,670 as compared to $27,116,588 for 
1919. Other plants show correspond- 
ing increases. 


Men Buying More Freely 


Men’s shoes are just beginning to 
feel the cut in prices, according to one 
merchant, because they were never 
raised to the heights to which women’s 
shoes reached. Sales with reductions of 
25 per cent are becoming common; 
$18 shoes are retailing at $12, $15 shoes 
at $10, $12 shoes at $7, and so on down 
the line. 


Optimistic Statement Issued 


A statement issued by the Goodrich 
Rubber Company tends to prove that 
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the rubber trade must pick up before 
Summer. The report states that con- 
sumption has exceeded production for 
the past ten months. Various estimates 
placed the tire surplus at about 10,- 
000,000 at the first of September, 1920. 
The 1920 registration of motor vehicles 
was 9,295,252. At a conservative esti- 
mate, each car would use three and one- 
half tires a year, about 32,000,000 an- 
nually, or 2,710,000 a month. Since 
September 1 production of tires has not 
exceeded 8,000,000 a year, or about 
660,000 a month. By comparison it 
appears that at this time 2,000,000 
more tires are being consumed a month 
than are being produced, and so the 
10,000,000 surplus must needs be al- 
most exhausted. 


Rochester 


JAPANESE BUSINESS MAN 
AT STYLE SHOW 


While many visitors came to the 
Rochester Shoe Style Show from distant 
points, the honor of coming the longest 
distance goes to S. K. Sanada of Kobe, 
Japan. Mr. Sanada has come to 
America to represent four large Japan- 
ese companies; the Japan Last Manu- 
facturing Company, Ltd.; The Take- 
kawa Rubber Company, Ltd.; the 
Kobeya Shoe Company, Ltd., and 
Murata and Umetani, Ltd., all of Kobe. 
He is making a study of lasts at the 
Empire Last Works on his visit here. 


Movie Men at Style Show 


So much favorable comment has been 
attracted by the show that the Inter- 
national Film Service sent representa- 
tives here to take motion pictures of the 
leading styles being exhibited. Millions 
of “movie’”’ devotees all over the coun- 
try will see these pictures .as a part of 
the regular weekly news film. This is 
the first time that the “‘movie” men 
have honored the Rochester show by 
paying a visit. 

Sixteen styles of women’s footwear 
for Spring and Summer, including 
everything from dainty dance slippers 
to leather-trimmed white sport oxfords, 
were filmed: Miss Ethel Weaver of 
this city, who was chosen as model, 
wore feature strap effects in gray ooze, a 
Russian calf strap and buckle effects in 
lower heels. All the footwear photo- 
graphed was made in the factories of 
John Kelly, Inc., Utz and Dunn Com- 
pany, D. Armstrong Company, The 
Menihan Company, Burrows Shoe 
Company, Joy, Clark and Nier, Inc., 
Leach Shoe Company, Sherwood Shoe 
Company and Dunn and McCarthy. 


Little Jean Betty Goldstein, though 
only 21 months old, may be a shoe 
model some day. At any rate, Miss 
Jean has found her way into the 
“movies” by posing in shoes made by 
the George J. Wilson Company, Inc. 


New Men’s Styles On the Way 


Speaking of men’s styles, fancy low- 
cuts will reign supreme in Spring, with 
the French last in semi-brogues with 
ball straps and perforations in Scotch 
grain and cordovan leathers making 
the strongest appeal to the trade. Take 
this from Fred S. Brill of the Charles A. 
Eaton Company, Brockton, Mass., who 
is president of the R. A. T. S. S., or 
A. M. Roberts of the Forbush Shoe 
Company of North Grafton, Mass. Mr. 
Roberts emphasized the. fact that 
lighter shades in men’s shoes would 
predominate and asserted that the 
Scotch grain would supplant cordovan 
as a popular material. 


Living Models a Feature 


As a surprise feature following the 
dinner on Wednesday evening, the 
latest styles of women’s footwear were 
shown on live models in the showrooms 
on the fifth floor. Miss Norma Pallat, 
of Denver, Colo., and Miss Ethel 
Weaver of this city, displayed cross- 
strap and straight-strap pumps in black 
satin and black suede. One pump of 
black suede vamp and gray suede 
quarter, which had such a large sale at 
Milwaukee, also was shown. 


Crisis Passed, Says Merchant 


Leading a round-table 
here, William Pidgeon, Jr., of this city, 
declared that the crisis in the shoe in- 
dustry has passed and that normal 


discussion 


83: 
conditions soon would prevail. Mr. 

Pidgeon appealed to shoe merchants to 

increase their advertising appropria- - 
tions to facilitate the return to normal 

times. He said that advertising ap- 

propriations “ought to be based on the . 
business you hope to do, not on the 

business that you are doing.” 


Joint Meeting Held 


Representatives of the shoe industry 
and allied trades attended a luncheon 
and meeting at the Powers Hotel on 
Friday, arranged under the joint 
auspices of the Rochester Retail Shoe 
Dealers’ Association and the Rochester 
Association of Traveling Shoe Sales- 
men. J. V. Lobell of Providence, R. I., 
and New York, a noted expert on 
leather, spoke on the tanning of leather, 
its origin and its finish. Charles H. 
Helmer, chairman of the show, intro- 
duced William Pidgeon, Jr., president 
of the state retailers’ body, who pre- 
sided and in turn introduced C. E. 
Shields, president of the local retailers, 
and other officers of that organization. 


**Prices at Rock Bottom’’ 


“Prices have struck rock bottom,” 
said Mr. Lobell, when interviewed at 
the show. “As soon as the exchange 
nears normal, prices are going higher. 
The only reason why shoes are cheaper 
now is because the foreign countries 
cannot buy our skins.” 


Much Buying Done 


Opening with an unprecedented vol- 
ume of business, the style show showed 
an impressive increase on each suc- 
ceeding day. More buyers were in the 
city than at any preceding show, and 
they bought in large quantities. Some 
of the largest department stores in the 
country sent their buyers here to lay in 
full stocks for Spring and Summer for 
their shoe departments. 


Officers Elected by Superintendents 


In the year just ended, the Rochester 
Association of Shoe Superintendents 
has accomplished much to be proud of. 
The association was founded a year ago 
to bring together the superintendents, 
foremen and their assistants to enable 
them to discuss problems daily en- 
countered in making high grade shoes 
for which Rochester is worldly known. : 
Many prominent speakers of national 
reputation have lectured before the 
association. Many picnics, parties, 
dances and smokers have been held, 
and at present a big dance is being 
planned. At the last regular meeting, 
the following officers were elected: 
President, Austin Cox; vice-president, 
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Announcing 


KREIDER SPORTS 


FOR BOYS —— FOR GIRLS 
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than you are return them to the dealer from whom ‘ 
aie stitches, (PANIED BY THIS TAG and new GENUINE 
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BoA-S raion Co. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON, MASS. ST. LOUIS, MO. 
Ss 123 Duane St. 100 Summer St. 1408 Washington Ave. 
PHILADELPHIA, PA. 
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312 W. Monroe St. 
PITTSBURGH, PA. 
123 P FACTORIES 51 North St. 
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Annville Middletown Lebanon No. 2 
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Chris Demar; treasurer, Thomas Ker- 
win; financial secretary, Charles Don- 
aghue; recording secretary, James Mc- 
Grath; directors, Ben Arlidge, William 
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Love, Miss G. Goers, Charles Aberts 
and J. Watterson; sergeant-at-arms, P. 
Stangor; Chairman of House Com- 
mittee, Ben Arlidge. 


Haverhill 


BUYERS ARE BUSY 


Haverhill Manufacturers Encour- 
aged by Orders Being Booked 


Shoe manufacturing concerns in this 
city which sell the wholesale trade have 
been taking good orders at their Bos- 
ton offices during the past week from 
visiting buyers. During the past few 
days merchants have come into the 
Boston market from various parts of the 
United States. They are making pur- 
chases for immediate as well as future 
delivery. Practically all of Haverhill’s 
concerns now have Boston offices as an 
indispensable help to their business. 
Nearly 100 concerns in this city now 
maintain sample rooms in _ Boston. 
Manufacturers and salesmen are in 
daily attendance at this season of the 
year. Haverhill manufacturers are 
much encouraged over the results of the 
Milwaukee Style Show, both as regards 
definite orders and future prospects. 
The business corner is believed to have 
been finally turned. 


Gray Shoes Wanted 


A large part of the orders which have 
been taken by Haverhill manufacturers 
for Easter delivery call for gray suede. 
This demand has resulted in a run on 
these leathers to such an extent as to 
create a scarcity in the market. Under 
these conditions prices are firm and 
show an advancing tendency. The 
popularity of gray suede pump and 
strap patterns is a dominant feature of 
the Easter season as regards the pro- 
duction of Haverhill-made footwear. 


Enlarging Its Stock Department 


The Hannahsons Shoe Company, 
which specializes in the manufacture of 
women’s satin and canvas low cut 


novelties, are carrying these goods in 
stock for immediate delivery. They 
recently increased the facilities of their 
stock department by adding patterns in 
brown and silver gray satin. This con- 
cern state that there is a strong demand 
for Baby Louis heels. As instancing 
the efficiency of the stock department, 
orders have been shipped better than 
98 per cent complete. L. W. Stock- 
bridge, who is in charge, has had ex- 
tended experience in that line. A Boston 
salesroom has been opened at 107 
Essex Street. 

New Concern Making McKays 

Wright-Gorevitz-McNamara Com- 
pany is the style of a concern, which 
recently began business in this city, 
manufacturing women’s McKay boots 
and low cuts. They have a plant on 
Essex Street, where they are getting out 
a line principally for the large city trade. 
R. V. McNamara looks after the sale of 
the goods. 

Increasing Factory Facilities 

Collins & Staples, manufacturers of 
women’s turn novelty footwear with 
factory on Phoenix Row, have taken 
additional floor space for their cutting 
department in order to accommodate 
the development of the business. The 
office has been enlarged and a new sam- 
ple room installed. 


Open New Boston Office 

Harrison-Lockwood Company, whose 
Boston office has been at 108 Lincoln 
Street, have removed to No. 141 on the 
same thoroughfare where they have an 
office on the ground floor directly 
fronting on the street. They show there 
a full line of samples of women’s high 
grade McKays. 


Brockton 


BUSINESS IMPROVING 
Increased Output Noted in 


Brockton Factories 


An increase in the output of several 
of Brockton’s factories has taken place 
during the past week. Following the 
Milwaukee Fair, where orders were 
secured: by local concerns exhibiting, 


-_—~ ~ 


there is renewed confidence in the future. 
While manufacturers deplore the great 
expense of the convention, yet they 
feel that coming as it did at a time when 
buyers were hesitating as to their pur- 
chases it had the effect of stimulating 
interest as well as confidence and for 
that reason was worth while. Brockton 
manufacturers in general are not favor- 
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able to another retail convention and 
style show combination. 
Preparing New Samples 

A stimulation of style ideas among 
the shoe manufacturers and salesmen of 
Brockton and the South Shore is one 
result of the Milwaukee show. As one 
manufacturer says: ‘““We must stimulate 
business by the production of novelties 
in men’s as well as women’s shoes. We 
cannot let the feminine footwear have a 
monopoly on novelty ideas. I believe 
there is opportunity for good develop- 
ment along this line in Brockton fac- 
tories. We are making our plans ac- 
cordingly in the samples which will be 
shown by our salesmen for Spring and 
Fall deliveries. Women’s welts are 
now an important part of Brockton’s 
production. There is ample oppor- 
tunity for developing novelties in this 
footwear and then in turn to develop 
ideas for men’s novelty styles.” 


Brockton Manufacturer Re-elected 


One of the features of the recent 
convention of the National Boot & Shoe 
Manufacturers’ Association was the re- 
election of Frank S. Farnum of this 
city as chairman of the committee on 
trade relations. Mr. Farnum, who is 
well-known as president of the Churchill 
& Alden Co., made a very complete and 
comprehensive report at the recent 
manufacturers’ meeting; one which 
shed valuable light upon an important 
feature of the trade situation. 


Gold Shoes Won by Chicago 
Merchant 


The famous pair of gold shoes 
designed by Albert Doyle of Wall, Doyle 
& Daly of this city for the Milwaukee 
style show proved a sensation of the 
exhibits and attracted a large crowd to 
the local firm’s booth. The shoes, 
having gold eyelets and hooks, $20 
gold pieces set in the top pieces and 
otherwise adorned in gold, were awarded 
on chances and were won by Louis 
Maling of the firm of Maling Bros., 
retail shoe merchants operating four 
stores at Chicago. They are men’s 
shoes, size 7-B. 


Voted Additional Capital 


The Progress Shoe Company of this 
city has voted an additional issue of 
$42,100 to its capital stock for the fur- 
ther development of the business. 


From Brockton to Egypt 


Parasak Karoeian, vamper in the 
Walk-Over factory number 1, stitching 
room, left on January 19 for Alexandria, 
Egypt, where he is to go into the shoe 
findings business. 
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“Every Shoe a Business Builder’’ 


Style shown above is our Brown Suede 
Kaufman two strap with brown satin insert 


The phenomenal success we have had with our turn shoes has all 
been due to dealers. They see we give a lot for the money and 
they have been lavish with orders. We make our shoes from the 
dealers’ point of view. We give him known sellers, fitters and 


money-makers. 





“Every shoe a business builder” is more than a slogan. That is 
the reason why you as well as others ought to send business to our 
factory, where service and satisfaction are assured. 


HOPKINS & ELLIS 


HAVERHILL, MASS. 
BOSTON OFFICE :: 108 LINCOLN ST. 
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New York 


MERCHANTS ELECT OFFICERS 


John Slater Warns of Dangers of 
Present Trade Situation 


Election of officers for the coming 
year, the sounding of a note of opti- 
mism for the future of the shoe busi- 
ness and discussion of the organizations’ 
annual banquet to be held in conjunc- 
tion with the Allied Shoe and Leather 
Industries of Greater New York, 
February 3, were among the important 
matters before the annual meeting of 
the Retail Shoe Dealers’ Association 
of New York last week. 

Percy Hart of Cammeyer’s store was 
elected president of the association 
when John Slater of J. & J. Slater, who 
has been president for three years, 
declined to serve in the office for the 
ensuing year. 

Officers elected were as follows: 
President, Percy Hart; first’ vice- 
president, Max Deutsch; second vice- 
president, J. E. Mead; third vite- 
president, Captain E. A. Perlberg; 
fourth vice-president, Maurice Miller; 
treasurer, John R. Laycock; secretary, 
jesse Adler. 

The nominations were presented by a 
committee composed of M. A. Weiss, 
chairman, of Cammeyers; John R. Lay- 
cock of Hanan & Sons; Jesse Adler of 
the Adler stores; B. F. Barmann of the 
Barmann store and A. Gabriel of L. M. 
Hirsh Company. 

In recognition of his valuable service 
and active interest in the organization, 
Mr. Slater, retiring president, was 
unanimously elected as chairman emeri- 
tus and chairman of all publicity 
committees. 5 

In his annual message, Mr. Slater 
urged the importance of organization 
work and pointed out the good work 
accomplished by the New York organi- 
zation since its establishment four 
years ago. He called attention to the 
defeat of the “Pure Shoe Bill” in the 
New York legislature, largely through 
the efforts of the organization and 
warned of the possible reappearance 
of the measure. 

Continuing, he said, “I must em- 
phasize the fact that the shoe business 
at the present time is fraught with 
many angles of danger. Those styles 
which are ordinarily our staples are 
not, today, selling in quantities, and 
I must warn you that manufacturers 
to keep their factories in operation, are 
cutting prices on this class of mer- 
chandise, therefore, be warned and in 
taking your inventories be sure of your 
knowledge of the market value of these 
styles. 


“The cost of doing business has 
materially advanced. Therefore, you 
must watch carefully the decline in the 
cost of your overhead. Do not be too 
precipitate in your endeavor to reduce 
salaries until you find that living condi- 
tions warrant that reduction. We must 
share our profits with out assistants 
and now is the time to study the 
economic conditions so that we can do 
that fairly. . . . Now let’s go forward, 
believing in the stability and soundness 
of this nation—let us sturdily believe 
that it never pays to play the United 
States short.” 

Mr. Slater urged members who were 
in favor of the daylight saving law 
being passed in the country to get in 
communication with their Senators 
and Representatives. It is now pro- 
posed to advance the time an hour 
from the last Sunday of April to the 
last Sunday of September throughout 
the country. Mr. Slater thought it 
a good thing and one which should not 
be abolished. 

Various ways and means were dis- 
cussed for increasing the interest and 
membership of the New York Retailers’ 
Association. 

Alfred A. Kohn, retiring treasurer of 
the organization, presented an annual 
statement showing the finances to be 
in flourishing condition. He declined 
re-election to the treasurer’s office. . 

Several members related their experi- 
ences and observations at the N.S. R. A. 
convention at Milwaukee. 

The organization’s annual dinner 
will be at the Astor Hotel, the evening 
of February 3, in combination with the 
annual dinners of the Wholesale Shoe 
League, the Shoe Manufacturers’ Board 
of Trade, the Hide and Leather Asso- 
ciation and the Boot and Shoe Travelers’ 
Association. 

Cold Weather Stimulates Sales of 
Whites 


The few days of cold weather last 
week gave a decided impetus to the 
resort wear trade. White shoes and 
flimsy wearing apparel in the store 
windows with the thermometer around 
10 degrees above zero looked para- 
doxical to the layman, but brought in a 
fairly good business. Combinations 
are selling better than all white and 
fabric is leading leather by a big margin 
in the early sales. A better demand 
for all white is expected later in the 
season and is presaged by an unmis- 
takable trend toward plain white 
flannel or heavy crepe suits for Summer 
wear, among the leading fashion pro- 
ducers in this city. 
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Retail Trade Quieter 


The past week has seen a slight let- 
down in retail activity, probably a re- 
action to the many reduced and cut 
price sales that have been running. 
“Those people who are price, rather 
than style buyers,” said a prominent 
shoe retailer, “have made their pur- 
chases. They got what they wanted in 
the way of cheap shoes, and are now 
out of the market for the time being. 
The call for staple shoes now is at a low 
ebb. Business has to be developed 
along style lines. We have to throw out 
a bait to the man or woman who buys 
shoes from a style standpoint and to 
do that have to show them something 
new.” 

That this is the attitude of most 
retailers is shown by the display win- 
dows in the leading stores. New styles 
are thrust to the front constantly and 
most of the retailers report having new 
stocks on order and coming in con- 
stantly so as to be able to offer the 
public something a little different each 
week. 

Strap pumps are still leading in sales 
of women’s shoes and brogues in men’s 
shoes. The resort business in men’s 
shoes has been even larger than last 
year with several Fifth Avenue mer- 
chants, indicating that lower prices 
has brought back into the buying class 
the wealthy people who hitherto have 
been the strongest economizers. 


Rhinestone Slipper Displayed 


As a display feature the Queen 
Quality Boot Shop on West 34th Street 
is showing an evening slipper made 
entirely of rhinestones. The body of 
the slipper is of white stones and the 
heel of green. The display has at- 
tracted considerable attention. 


From $5.95 to $11.45 


The Walk-Over stores are running a 
sale featuring men’s and women’s 
shoes at $5.95, $7.45, $9.45 and $11.45. 


Lower Prices in Spring? 


How will retail prices run on Spring 
merchandise? In answer to this the 
general consensus of opinion here is 
from 25 to 30 per cent below last year. 
The retailers agree that the reductions 
in the highest class shoes have been 
much smaller than in medium and lower 
grades. A Fifth Avenue retailer as- 

, serted that he would have to get $22.00 
for a shoe that brought $24 last Spring. 
On the other hand, other merchants 
assert that last year $20.00 shoes will 
be priced at $15.00 this Spring, and that 
last Spring’s $14.00 shoe will bring not 
over $10.00 this year. Apparently the 


dealers in popular priced footwear ~ 
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THE NEWEST LOW-CUTS 
IN-STOCK 
FOR EASTER 


No. 608 Price $4.50 
Black Kid Theo Tie, Plain sae ma Rn ty 
Toe, Single Sole, 13-8 Heel, cilla Buckle, 13-8 Heel, 
Broadway Last. Broadway Last, Goodyear 
CtoD Wels 
B to D 








GET LINED UP SEND FOR THE NEWEST STYLES 
ON THESE LIVE OUR NEW IN OXFORD AND 
ONES FOR YOUR  §PRING STRAPS READY NOW 
EARLY TRADE CATALOG FOR EASTER TRADE 




















No. 711 Price $5.00 
No. 602 Price $4.50 Black Kid Oxford, Imitation 
Cocoa Calf Oxford, Imt. Tip, 13-8 Heel, Broadway 
Wing Tip, Perf. Vamp and Last, Goodyear Welt. 
Fox., White Fair Stitch, 13-8 AA to D 
Heel, Broadway Last, Imita- Se. 96G-Taee ta Beows 
tion Welt. Megs $5.00 
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THOMSON-CROOKER SHOE CO. 


22 STATION STREET 
BOSTON . (20) MASS. 
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planning to operate on a close margin 
of profit and will attempt to keep up 
their volume. In general prices are 
expected to settle somewhere around 
the $10.00 market for both men’s and 
women’s shoes. 
Army Shoes on Sale 

More than 30,000 pairs of army 
shoes were placed on sale in Brooklyn 
last week through a group of stores 
headed by James E. Meade of the 
Meade Shoe Company. The sale was 
approved by the Federal authorities. 
The dealers, besides the Meade Shoe 
Company, participating in the sale 
were P. Bender, S. Bloomberg, C. I. 
Clark, Harry’s Shoe Store, Kruchkow 
Brothers, F. S. Hasbach and M. Saposh- 
nick. The shoes were purchased from 
New England manufacturers, it is 
understood. 


Spektor with Leventhal 
Joseph F. Spektor, formerly with 
Captain Pearlberg of the Rambler Shoe 
Company, acting as general manager 
and buyer, and more recently with 
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Wildfeuer Bros. as assistant general 
manager, has been appointed general 
manager and buyer of the three spe- 
cialty women’s shoe shops of Charles 
Leventhal. 


NOVELTIES IN STOCK 


Louis Edelstein Still With Lion 
Shoe Company, Inc. 


The Lion Shoe Company, Inc., 108 
Duane Street, New York, have added 
to their staple lines a line of strap turns 
up to the minute low cuts. Mr. Ike 
Rosenbaum, buyer of the concern, 
states that they are doing a good busi- 
ness on their novelties in conjunction 
to their regular lines. Gray suedes have 
the call and they are supplying the 
trade’s wants. 

The officers of the concern are: Presi- 
dent, Al. Goldberg; vice-president, Ike 
Rosenbaum; treasurer, Louis Edelstein; 
secretary, Joe Levy. 

There has been a rumor amongst the 
trade that Louis Edelstein is no more 
connected with the concern. This we 
wish to deny. 


St. Louis 


NOVELTIES HEAD LIST 


Shoe Buying Confined Almost En- 
tirely to New Styles 


The shoe buying which has gained 
renewed impetus during the few weeks 
which have elapsed since the first of 
the year is reported by the St. Louis 
manufacturers to have run up to the 
present time almost entirely to the 
novelty goods which will be needed for 
the show windows and for advertising 
purposes with the coming of the Spring 
opening period. There has, as yet, 
according to these sources of informa- 
tion, been very little buying of any 
other character and relatively the 
volume of the buying noted is at the 
lowest level possible to enable the retail 
merchants to make a showing at the 
beginning of the Spring séason. The 
manufacturers, however, are confident 
that this means only that cautious 
buying is the policy and that there will 
be steady buying from now on all 
through the season with the result that 
the aggregate volume of the Spring 
and Summer buying will be all that 
could be expected under the conditions. 
They believe from their reports from 
salesmen and other sources that retail 
stocks are in such condition that steady 
buying in consonance with the public’s 
buying will be the order of the day 
and that by the opening of the Fall 
season the retail trade will have com- 


pleted its readjustment and will make 
its purchases then in much the same 
manner as in past seasons before the 
war readjustment conditions interfered. 


Plants Are Speeding Up 


St. Louis factories which have been 
holding off on putting some of their 
Spring orders into work have speeded 
up materially within the past three 
weeks and are adding to their forces 
steadily. The factory forces have run 
at the lowest not more than 15 per cent 
below the average capacity and this 
percentage will be rapidly. wiped out as 
the reserve of orders and the new 
orders are put into work. The specialty 
houses and departments are also more 
active than they have been for months 
and the trade generally is in a more 
buoyant state than it has been since 
last Spring. The reports are also in- 
teresting in that they show retailers 
less inclined to utilize cancellation and 
similar methods to relieve themselves, 
while collections on outstanding ac- 
counts are reported quite satisfactory, 
reflecting the effects of the Christmas 
and clearance sale trade upon the 
financial resources of the retailers. 
Manufacturers here have cleaned up all 
their undesirable cancelled and re- 
turned goods and these have been 
pretty well disposed of by the pur- 
chasers in the special sales which have 
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been and are still under way. In 
general, the merchandising outlook is 
regarded as distinctly better, in all 
respects. 


Retail Stores Still Liquidating 


St. Louis merchants are still busy 
with their clearance sales and are, 
apparently, disposing of a considerable 
quantity of their undesirable goods, 
cleaning up their stocks in some degree 
against the future. The practice which 
is very generally being followed is that 
of putting a rather varied range of 
shoes on sale at one price and pushing 
them in extra space in the newspapers. 
The price range for these goods is 
close to the $5 and $6 mark in both 
men’s and women’s goods. Other bar- 
gains are being offered, but to a great 
extent these are within the store and 
not in the general publicity, the pur- 
pose seemingly being to draw the 
attention of the public with the fixed 
price figures on the special leaders. 
Particularly desirable goods, even in 
the broken lines, are not being cut so 
very heavily and in these numbers 
there is still apparent in some quarters 
a desire to minimize the readjustment 
loss to the greatest possible extent 
rather than take the loss now and go 
ahead on the new basis. Not all retail 
goods, therefore, are yet on a complete 
replacement basis. 


McElroy-Sloan Plant Near Com- 
pletion 


The McElroy-Sloan Shoe Company 
has about completed the factory on 
which it began work early last year 
and whose progress was interrupted 
by various causes which prevented 
completion of the plant for the Fall 
trade. However, the shoe trade condi- 
tions were not such as to make the 
new plant as imperatively necessary 
and in consequence the output did not 
suffer seriously. The new building 
makes three in a group occupying three 
corners at Twenty-first Street and 
Lucas Avenue, with one of the build- 
ings also fronting on Washington 
Avenue. The three buildings are each 
five story and basement, one being 
80 x 145, one 80 x 135 and one 115 x 145 
feet. All are of reinforced concrete 
construction and all are of the most 
modern type, fireproof, well lighted and 
ventilated and equipped with the 
latest in power plant, heating system, 
plumbing, etc. "They are connected by 
bridges across Twenty-first Street and 
also across Lucas Avenue, permits 
therefore having been granted by the 
city’s Board of Aldermen. Included in 
the equipment is cafeteria service for 
the factory force, hospital space and 





BOOT AND SHOE RECORDER 


Jan. 29, 1921 




















They Want Style! 


4 I ‘HE stimulation of dealers’ buying made the Milwaukee Con- 
vention a historic event in the Trade. The experience of 
Bates Shoes there bore results that will turn our factory’s wheels 


for many months to come. 
Our anticipation that dealers would buy—and would buy 
style shoes—was notably justified. 


The approval of our style suggestions, embodied in the Bates 
samples, was backed up with signed orders that alone will keep 
our plant very busy throughout the season’s run. 


In no other selling period have so many buyers representing 
such large and well-known retailers exhibited the interest in pur- 
chasing Bates Shoes that marked our transactions during _and 


after the Milwaukee display. 


Bates Shoes have the snap that dealers’ shelves are calling for. 


Bates production capacity is organized to give real delivery 
service. 


Bates policy is to help retailers obtain quickly the kind of 
shoes that the Trade now knows they need. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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similar provision for the general welfare 
of all the workers. 


Cousins Store Planned 


The T. J. Cousins Shoe Company of 
New York, has leased space in the 
Arcade Building in St. Louis and will 
establish a retail shop therein. The 
Arcade Building is planned for retail 
businesses on the first six floors and it 
has been pretty well, filled up by 
retail shops of various kinds since it 
was opened. The Cousins Company 
plans a high-grade retail establishment 
catering to the best class of trade. 


Leather Company to Move into 
New Home Soon 


The new building at Sixteenth Street 
and Washington Avenue, which has 
been under construction for the James 
Clark Leather Company, which will 
occupy one half of it in conjunction 
with a millinery house, is being pushed 
very rapidly to completion and it -is 
expected that the removal will be 
possible in the early Spring. The 
present space of the Clark Company 
will be occupied by the St. Louis offices 
and warehouse of the United States 
Rubber Company, which is next west 
from the Clark Company’s present 
quarters and which will thus double its 
space as it will continue to utilize the 
space which it at present has. 


Shoe Company Moves Quarters 


The G. E. Lippman Shoe Company, 
which has been located at 1627 Wash- 
ington Avenue, has completed its 
removal to 1321 Washington Avenue, 
where it has ground floor space and 
large quarters for its offices and ware- 
rooms than in its former location. The 
concern handles only fine shoes for 
women, manufactured by eastern houses 
and has built up a very excellent job- 
bing trade since it was first established 
by G. E. Lippman who has been fér 
many years active in the shoe trade of 
the southwest. 


Preparing for Good Business on 
West Coast 


O. W. Launer, manager of the San 
Francisco branch of the Johansen 
Bros. Shoe Company, who came to 
St. Louis early in the month and later 
went to the Milwaukee convention 
with the Johansen forces, has been 
spending the time since the convention 
at headquarters making his selections 
for the Spring and Summer trade and 
getting things in readiness for the 
renewal of business which is making 
itself apparent on the coast as well as 
elsewhere. 
issue a catalogue to his trade, illustrat- 






He will, this season, also - 








ing his line in colors and expects to 
have it ready to distribute early in 
February at about the same time that 
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the February catalog of the Johansen 
Bros. Shoe Company’s St. Louis house 
is issued. 


Providence 


CLEARANCE SALES 
High and Low Shoes—Also Hosiery 


Practically all of the retail shoe mer- 
chants of Southern New England are 
conducting clearance sales, and quite a 
large amount of footwear is being 
moved, the demand in some sections 
being for oxfords and strap effects, while 
others say high boots are meeting with 
much favor. 

A number of houses have been featur- 
ing some big hosiery sales as a result of 
rapid breaks in hosiery prices. The 
Gladding Company, during the past 
week, advertised a silk hosiery sale for 
women, at prices ranging up to $4.00 a 
pair on very fine qualities. “Every 
decline in market costs of silk hosiery is 
immediately met at this store with a 
corresponding drop,” so reads the 
advertisement. 


Big Ornament Season 

Wm. Reynolds, Jr., the shoe findings 
and buckle manufacturer, predicts that 
ornaments will play a big part in the 
shoe business during the coming season. 
He points to the fact that a number of 
prominent manufacturers have adopted 
ornaments which can be attached to 
Colonial and strap effects. 

Shoe Repairing 

While the shoe repairing business of 
the city has been unusually good up to 
about two weeks ago, it has now fallen 
off to quite a degree in some repairing 








shops. This condition no doubt is 
caused by the many clearance and re- 
duction sales which have taken place 
and has caused a certain percentage of 
the public to buy new shoes and leave 
the repairing of their old shoes until 
such time as they see fit. 


Mills Resume Operations 


Resumption of work in many plants 
the past week brought satisfaction to 
mill workers and retail merchants 
throughout the State. Some plants 
which had been shut down for weeks 
opened on shortened schedules, while 
others resumed work on full time. 

The Alice Mill of the Woonsocket 
Rubber Company posted notices last 
week, announcing that beginning Jan- 
uary 20 the plant will operate on a 
341% hour schedule instead of a 48 hour 
week for the present. 

The Rhode Island Braid Company 
resumed operations this week after a 
close-down of several months. 

Full operations were resumed at the 
Ashton Mill of the Lonsdale Company, 
for the first time since last October. 

About 700 operatives are affected by 
the resumption of work at these mills. 


Improves Braid Plants 


The Rhode Island Braid Company of 
West Barrington has about completed 
extensive improvements to the plant. 
The works have been closed for one 
year. ' 


Cleveland | 


RETAIL BUSINESS BETTER 


Emergency Salesforce Recruited by 
One Store 


Retail business in the shoe stores in 
this city picked up some last week, al- 
though the weather has not been con- 
ducive to heavy buying. Warm weather 
with the tang of Spring in the air is not 
the sort of weather to help sales of shoes 
in the Winter, but it is thesort of climate 
that we had the past six days. Last 
Saturday, January 22, was a good day, 
an exceptionally good one for most of 
the large down town stores. At the 
Stone Shoe Company store, they were 


caught unawares and a hurry up call 


was issued for extra help. Travelers 





were rounded up in the Arcade, the 
official home of the Knight of the Grip 
when they are in Cleveland, and put to 
work behind the counters. 


Low Shoes Most Popular 


Low shoes continue to be the most 
popular in this most unusual Winter 
season, and it is hard to get rid of boots. 
What pairs are going over the counter 
are sold at very low rates, and it looks 
as though some of the retailers are 
going to be hit rather hard with their 
large stocks. _ 

Ordinarily cold weather would move 
boots, but this does not apply to the 
present season. When it is cold, the 


























BROGUE 


No. 21 — Full 
chrome, fine ma- 
hogany calf. 
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and rea) outside Numbers 1, 2, 9, 10, 12, 
wing Gp and 17 as follows 
Sold only in even dozens 


on a width in the follow- 
ing size runs. 


, 4-8, 434-714 

» 4-8, 3 

344-74, 3-74 
D—244-8, 344-74, 3-7 














Price, $4.00 


Sold only jn oven dozens, on a width in 

a7 STK BS No. 1@—Blumenthal’s No. 7 Brown Kid 
A 7. Sg7 » 5-8 Q-inch, 3% Fox Lace. Plain toe, single 
y & flexible sole, blind eyelets, leather Louis 


B—3-7, 4-7, s 
— }, 334-7, 4-7 Pp ey 
Saree oey, 47 rices heel. New last. Price $3.50 


TO CLOSE OUT 





No. 1—Black Kid 834-inch, % Fox Lace. 


. ‘ Fud edge, perforated vamp and tip, 
bc a No. 12—Black Kid 8}4-inch, % Fox Lace. : 
No. 17—10}-in. Pleat naan oa if, a blind-eyelets, 148 Cuban heel. New last. 


ze valle ‘Soes black fairstitch, 10-8 military heel. Stylish No. 2—Same as above in Brown Kid. rey 
street last . $3.50 No. 9—Same as above in Fine Russia Cal 
with white fairstitch $4.00 


awaacrony, BANCROFT WALKER COMPANY tex orc 
paarer, Saas. MAKERS OF SMART SHOES FOR WOMEN BOGS SOS 
We invile you to try a dozen. We pay express if unsatisfactory. 












































Jan. 29, 1921 


women get out their goloshes and con- 
tinue to buy and wear their low shoes 
while the mercury is hovering around 
the zero mark. 

Boots that sold as high as $12.50 
earlier in the season were to be had at 
special sales for as low as $5.85, and in 
the models were many low heeled shoes, 
but the Louis heels predominated. With 
Easter coming early this year many 
dealers are of the opinion that they will 
have to carry over more than their 
average number of pairs of Winter 
boots. They have pushed boots harder 
in advertisements than ever before, 
but the results have not been so gratify- 
ing as in the past seasons. 


Spring Orders Placed 


A canvass of the larger stores in this 
city disclosed that 80 per cent of the 
dealers had placed their orders for Spring 
shoes, and that the strap models con- 
stituted practically 80 per cent of the 
orders. The goods ordered will start the 
dealers on their Easter trade and carry 
them along well toward Summer. The 
orders are not so heavy as they were 
during the war. It is estimated that 
the buyers went about 20 to 25 per cent 
short of the amount of goods bought a 
year ago, but the total constitutes what 
is regarded as normal trade. In stores 
like Travers, the Stone, Chisholm, 
Kline, May Company, and Bailey 
Company, they are expecting a heavy 
demand for the strap models next Spring. 
Novelties are to hold the center of the 
stage for the Spring and Summer, ac- 
cording to the judgment of buyers, and 
many are arguing that the demand for 
the strap goods will continue right 
through to next Winter. It is pre- 
dicted that when the buyer goes into 
the market for Fall goods he will buy 
heavily of strap models, although the 
manufacturer will have to put some 
variation in the models in order to 
keep alive interest. Dealers here say 
that the strap model is about the most 
stylish, as well as dainty, shoe that has 
appeared in some seasons, and that it is 
bound to have a long run. 


Goloshes Are Waning 


The golosh is about at the end of its 
string so far as this season in Cleveland 
is concerned, but the trade does not 
seem to be able to agree about what is 
in store for the model next Winter. 
There is no denying the fact that in the 
present Winter the golosh has had an 
extraordinary run. In fact, sales have 


been larger than they were a year ago. 

The golosh has served to keep down 
sales of shoes, for with the consumer 
going about with her feet shod in the 
arctics, the shoes wore longer. 
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Boston 


A STYLE TALK 


Are Thinking About 
and Displays 


Merchants 
Spring Stocks 


While Boston shoe merchants are 
pushing reduction sales and are enjoy- 
ing a good trade on same, they are 
finding time to give consideration to 
their Spring business and for the most 
part are placing orders for Easter trade. 
The reduction sales will doubtless con- 
tinue right through February,and March 
1 will see attractive displays of brand 
new Spring models. 

“What’s what” in style for Spring 
and Summer is being everywhere dis- 
cussed. and many have very definite 
opinions on same. At T. E. Moseley 
Company’s exclusive shoe store, gray 
for women in strap effects was pre- 
dicted as a Spring favorite, but as one 
of the style experts interviewed said, 
“We must not forget browns.” This 
man also made the prediction that 
brogues for women would sell well unti! 
April. 

Gray the Big Number 


At the new Crossett Shoe Store, 78 
Boylston Street, Walter Thayer, mana- 
ger, it was stated that straps were hav- 
ing a big run and that it looked as if 
gray was going to be a big seller for 
Spring. The remark was made, “Gray 
went big in New York last Fall. What 
is popular in New York in the Fall, 
Boston usually gets the following 
Spring.” It was stated that light tans 
in both men’s and women’s oxfords 
are being called for and would doubtless 
continue in popularity. A_ favorite 
woman’s oxford comes in a mannish 
heel with pointed toe. Just at present 
the trade on men’s footwear is evenly 
divided between boots and oxfords, but 
up to a week ago it was more strong on 
oxfords. 


Dark Shades for Men 


At Thayer McNeil Company’s, J. B. 
Beauregard, manager of the men’s shoe 
department, said that he believed dark 
colors in men’s shoes were going to be 
good for Spring. “Light colors have 
been much talked of,” said Mr. Beaure- 
gard, “‘but I think that dark shades will 
be the volume sellers. As to brogues for 
men, I think that this style is on the 
wane. Other fancy styles for men will 
be advanced to take the place of the 
brogue, as the retail shoe trade must do 
something in the way of keeping up 
style in the men’s shoe business. There 
may be something in the way of the 
ball strap, perforations and features of 
that kind.” 


The Coco Shade 


Paul H. Goodhue, manager of the 
women’s department of Thayer McNeil 
Company, predicted gray suede and 
brown suede strap slippers and pumps 
as good sellers for Spring. “A popular 
tan shade will be on the coco color, a 
shade lighter than dark brown, in a 
woman’s oxford style. 


Welt Pump Season 


William H. Morgan of Hanan & Son, 
Tremont Street, predicted that -brogue 
styles for women would run until early 
Spring. “This is going to be a big 
white Summer,” said Mr. Morgan. 
In women’s lines for Spring, gray sueces 
and ooze calfs will be big sellers, with 
browns coming in second these will 
come in the popular strap eflects. As to 
heels, it will be a toss-up between haby 
Louis and military. Light. tans w.!1] not 
be as strong as most people imagine. 
There wil) be a Lttle filling off on two 
straps, and welt pumps will probably 
displace brogues. 


WHAT A JOBBER THINKS 


E. H. Sulkis Talks on Color Ma- 
terials, Heels and Prices 


E. H. Sulkis, for three years manager 
of one of Boston’s jobbing houses, for 





E. H. SULKIS 


five years prior to that with another 
jobbing house, and well-known in the 
shoe and leather district of Boston, will 
open a jobbing house for women’s qual- 
ity shoes, of the right style, and at 
medium prices on February 1. His 
location will be 199 Essex Street. Mr. 
Sulkis will carry a snappy, up-to-the- 





BOOT AND SHOE RECORDER Jan. 29, 192) 
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TYPICAL MARATHON QUALITY 


1—Goodyear Stitched. MADE OF 5—Built on a roomy, 
Footform Last, spe- 


2—No tacks or nails. SOLID 7 cially designed. 
3—Guaranteed not to 


ie. LE ATH E R 6—In Stock. 


a 7—Great Values. 
4—Smooth inside. THROUGHOUT 
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28—Chrome Tan Barefoot Sandal. 

58—Chrome Smoke Barefoot Sandal. Buck 

Outsole, Very Pliable. In Stock, E width. 
Sizes 2% to5%. Pri 


301—Chrome Tan Barefoot Sandal. 
305—Chrome Chocolate Baref: 317—Chrome Mahogany Play Oxford. 
Sandal, Oak Leather Outsole. In 319—Chrome Dark Tan Play Oxford. Oak 
bere E width; made to order, C Leather Outsole. In Stock, E width; made to 
order, C width. 

Sizes 544 to 8. Price. .$1.20 Sizes 5% to 8. Price......ccceee $1.35 
Sizes 8% toll. Price.. 1.40 Sizes 84% toll. Price............ 1.60 
Sizes 1114 to 2.§ Price.. 1.60 Sizes 1144 to 2. Price............ 1.85 


Quality Unequalled 


The shoes shown here rank high above ordinary mer- 
chandise of this character. Solid leather next to foot, 
a “i — - _ a .. = ng also 

ave reinior eather backstay 8 factory has long > 
enjoyed an enviable reputation for its high-grade bare- Men’s Ventilated Oxford 
foot sandals and play oxfords. $211-—Chrome Chocolate, Broad Footform Laat 


2D aoe © vite Rubber 
Sizes 534 to Price 


- meee 6 ee a ek et eee ee Oe 2 Oe ah 


A special purchase of a large quantity of leather enables 
us to sell these at attractive prices. Full line in stock. 
Order today and secure immediate delivery. 











WAUSAU WISCONSIN 
EXCLUSIVE MANUFACTURERS OF PIED PIPER SHOES AND NEW DAWN SHOES 
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minute line of women’s novelty shoes 
jn stock. ; 

He has just come back from a trip 
to California and Seattle, in fact, has 
covered the entire United States, and 
has many ideas on the style game. 

“A medium shade of gray will pre- 
dominate for Spring in women’s foot- 
wear, said Mr. Sulkis. Black and brown 
will come next, the leading material 
will be suede or ooze calf. As to the 
popular shade of tan for Spring, it will 
be on a light reddish hue. A good style 
will be a combination in ball strap. 
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my, 
spe- 


Louis for Full Dress 





The heels on the dress shoes will be 
the full Louis covered types. Smart 
dressers like smart shoes and demand 
the high heel. _In New York, Phila- 
delphia, and Chicago, Louis heels are 
used largely on shoes of calf leather, 
here in Boston we would not think of 
Louis heels on a calf shoe. There is a 
new baby Louis heel which will be 
popular. This will come in a 14-8 
height. A one-strap will be good for 
Spring. 














Vogue for Gray 






Gray shoes are being made up so fast 
that some manufacturers have stopped 
taking orders on gray; those having 
gray leather in stock are having gray 
shoes made up for customers as fast as 
the wheels of the factories will fly. 

In regard to the vogue for gray, I 
have seen it come and go within the last 
ten years—every time it has returned, 
it has come back stronger than ever. 
Whenever there is a dullness in busi- 
ness, and blacks and browns are running, 
the real enlivener is gray. Sometimes 
blues and purples make their appear- 
ance, but these do not stay and do not 
come back strongly, if at all, because 
they do not make the same appeal as 
does a gray. A gray shade is refined 
and distinctive; it gives the thought of 
“something different’ without being 
bizarre. I keep in touch with all the 
biggest stores from Los Angeles East, 
and all of their inquiries are for gray 
suede or ooze calf. 
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White Is Considered 


Brogues will last until early Spring, 
while the cold weather is on. When the 
warm days come, silk hosiery and light, 
airy shoes will supplant the brogue 
styles. 

The demand for white depends upon 
the weather. If May comes in nice and 
warm, white. will commence to sell early, 
but if April is very rainy and May is 
rainy and cold, white does not get the 
start it should—the wearing and sale of 
white footwear really depends upon the 
weather. 
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Of Stage Origin 


Today the women’s style idea is shoes 
made according to costume. I believe 
that 95 percentof all women’s shoe styles 
originate on the stage. The reason that 
some novelty shoes die on the shelves 
is because they first become dead in the 
retail merchant’s mind. If a merchant 
believes in a novelty style it is an active 
seller. Women’s styles also originate 





THAT BIG SHOE ORDER 


Wendell Endicott Neither 
Confirms Nor Denies News- 
paper Reports 


There recently appeared in one 
of the daily papers a report to 
the effect that a $4,000,000 shoe 
order had been placed with the 
Endicott-Johnson Corporation for 
heavy shoes. One of the “Recor- 
der” representatives interviewed 
Wendell Endicott in this regard. 
Mr. Endicott made the following 
statement. 

“This report came without 
any authorization at all from us. 
There have been all sorts of re- 
ports, such as $4,000,000 worth 
of shoes ordered, and 4,000,000 
pairs ordered. The facts are these: 
With the first of the year, busi- 
ness ‘conditions have improved. 
We have taken substantial addi- 
tional business, domestic busi- 
ness and some foreign business. 
It all started with the report that 
we were going to put our factories 
on full time from the former five 
day’s time on which they had 
been running. ¥ 

Then the reports came out with 
all kinds of big amounts stated, 
which reports I neither confirm nor 
deny. I have made no statement 
of any kind as to figures and do 
not wish to. These statements in 
the papers have no authority for 
their existence, beyond what I 
have told you. I have made the 
same statements to the news- 
papers as to you.” 











in the big city stores—for instance a man 
in some town east of Denver will run 
over to Chicago and look at styles in 
some of the leading stores there, and 
buys accordingly. I remember about 
three years ago, in the depth of Winter, 
O’Connor & Goldberg had a satin 
boot in the window. This attracted 
great attention and then and there a 
demand for satin boots was created. 
As to the present demand for satin, I 
think that it will run pretty well through 
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to the Spring. It is ‘of course very 
good for a party shoe. 


Retailing At $8 to $10 


My shoes will all be made to retail at 
from $8.00 to $10.00. They will be 
strictly snappy shoes, and all good, 
dependable merchandise. I believe that 
$10.00 should be the highest price for 
either men’s or women’s shoes. Women 
never hesitate a minute over paying 
$10.00 for a hat, or for shoes, and at 
that price, they can buy several pairs 
per season. 

I shall have a force of at least 10 
salesmen, who will cover every part of 
the United States. ‘I intend taking*a 
few trips out myself and when I am 
away a competent man will be in charge 
of the Boston office. 


OFFICIAL BALLOT 


Distributed to Members for Election 
of Officers February 2 


The annual meeting and election of 
officers of the Boston Shoe Trades’ - 
Club will be held on Wednesday next,- 
February 2. The polls will be open 
from 9 A. M. to 6 P. M. Absent voters 
have the privilege of casting their 
votes by mailing same so as to reach 
the election committee before 6 P. M. 
on the day of election. 

The nominating committee are Ber- 
tram C. Gould, Chairman; Arthur L. 
Evans, Secretary; Bernard H. Cogan, 
John H. Sellman, Elwin T. Wright. 

The following is the official ballot: 

For President, Charles T. Cahill; for 
First Vice-President, Thomas F. Ander- 
son; for Second Vice-President, Elwin T. 
Wright; for Secretary, Walter G. Den- 
nison; for Treasurer, William M. Le 
Brecht. 

For Board of Governors (vote for 
eight): Max M. Adler, Sydney L. Cur- 
ry, Sig. Rothschild, Albert N. Blake, 
Edward M. Green, Clarence P. Wade, 
Fred A. Chilton, Norman H. Lake. 

The following members of the board 
of governors hold over: Frank R. 
Briggs, I. Wendell Gammons, Thomas 
A. Delaney, Frank H. Gage, Timothy. 
E. Murphy, Burt W. Rankin, Harry 
H. Ripley and W. W. Willson. 


Change in Firm Name 


On and after February 1, the firm 
name of Sandler Arch Support Com- 
pany will be changed to that of Sandler 
& Pinkney. There will be no change of 
personnel—Jacob Sandler and Joseph 
Pinkney conducting the business as 
heretofore. Sandler & Pinkney have 
extended their lines to include felt shoe 
specialties. 
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ROUND TABLE GROUP 


Of the Boston Retail Shoe Sales- 
men’s Institute 


The above photograph shows the 
regular weekly meeting of the Boston 
Round Table of retail shoe salesmen 
Wednesday evening, January 5, at the 
Boston Shoe Trades’ Club. The Boston 
Round Table started November 24 with 
a membership of 60, and meetings 
have been held every week since with 
practically 100 per cent attendance at 
every meeting. Beginning at 6:30 
o'clock the meetings continue until! 
about 9:30. They are based upon the 
text of the volumes of the Training 
Course of the Retail Shoe Salesmen’s 
Institute and are under the leadership 
of Arthur L. Evans, President of the 
Institute. 


Trade Leaders Guests 


At each of the meetings there are 
present representatives of different 
branches of the industry as guests and 
participants in the discussions. In the 
group pictured above there were 
present Walter G, Lewis, manager of 
the shoe department of the Jordan 
Marsh Company, Walter C. Roose, 
manager of the Beacon system of retail 
shoe stores, Leonard Harford and Dr. 
Clark of the Wizard Light Foot Ap- 
pliance Company. Frank A. Guinivan 
of Philadelphia, who was with the 
George E. Keith Company and the 
Thomas G. Plant Company for over 20 
years, was an interested observer at one 
of the meetings, and James R. Round- 
ing, traveling salesman with J. J. 
Grover’s Sons Company, was present 
at another meeting. 
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Other Prominent Visitors 


Nearly all of the prominent retail 
shoe store owners and managers of 
Boston have at various times attended 
the meetings, and Major Charles T. 
Cahill of the United Shoe Machinery 
Company and Walter G. Dennison of 
Rice & Hutchins, Inc., have also been 
guests at these meetings. 

At one of the meetings Dr. Daniel 
Starch of the Harvard Graduate School 
of Business Administration was present 
and conducted a psychological test 
that was extremely interesting. He 
also attended another meeting and 
gave a report on this test and will later 
conduct a special shoe salesmanship 
test. Miss Harriet Heath of the Prince 
School of Salesmanship has also at- 
tended one of the meetings. Frank R. 
Maxwell, vice-president of the Thomas 
G. Plant Company, attended the first 
meeting. 

Expert Teachers 


When the: subjects of “Materials in 
Shoes” and “Shoemaking’” come up 
for consideration, leading representa- 
tives in these branches will be pres@ht 
to assist with explanation, advice and 
counsel. 


Course Intensely Interesting 


In the meetings held thus far, the 
most remarkable interest has been 
manifested. The plan of the sessions is 
as. follows: questions are asked based 
upon the text and answers given, the 
members being called upon at random. 
When the answers are fully given, ex- 
perience questions are asked, and free 
discussion held, and each particular 
subject is completely threshed out, 





from both the standpoint of theory and 
practice. 

It can: be said with entire truth that 
the meetings have been wonderful. The 
fact that 60 retail shoe salesmen, after a 
hard day’s work, can go immediately to 
such a meeting and there maintain the 
deepest interest for about three hours is 
the best proof of what is being ac- 
complished. 


The Merchants of Tomorrow 


It is not possible in this brief space to 
give all the details of the meetings, but 
no one could possibly attend one of 
them without being impressed by the 
earnestness and the interestedness of the 
salespeople. We do not hesitate to 
predict that out of this group of 60 
salesmen will come within the next 
five years a large number of capable 
and successful managers and owners. 

It is planned to conduct these meet- 
ings through the rest of the Winter and 
Spring, and in all probability several 
meetings next Fall will be necessary to 
complete the schedule. A bit later in 
the season trips will be made to shoe 
factories, tanneries, last factories, the 
United Shoe Machinery Company; and 
similar plants. 


List of Live Wires 


The salespeople comprising the Bos- 
ton Round Table are drawn from the 
leading retail shoe stores and depart- 
ments in Boston, including such con- 
cerns as Thayer McNeil Company, A. 
H. Howe & Sons, Filene’s, Jordan 
Marsh Company, Jones, Peterson & 
Newhall, Willson’s, Hagan’s, E. W. 
Burt & Co., Hanan & Son, The Gil- 
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Dalton, 





Stock Styles, Just What | 
Is Wanted, Brogues for 
Outdoor Wear, A Dress 
Shoe for Evening Oc- 


AY LAST 


* P ° il] Patent C. S. py t Bevel Edge, by ay 
casions. rice Wi Ean Sad Wid KO 






r lease You. 
Ask us to quote 
you today 


Stock No. ome Pg ag - Gallun’s 4 Norwegian Brogee 


Oxford. Rawhide Slip Sole. 
Stock No. 693—Brown Cordovan Oxford. Rawhide wy Sole. 
Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; C, D, 5 to 11. 


SJtock No. 524— 
Brogue Last. Gallun’s 
4 Norwegian Brogue 25 
Bal. Rawhide Slip 
Sole. wi 


Stock No. 642—Brown Cor- 
Stock No. 679—Regent Last. Brown Cordovan Varsity Ox- be 


dovan Brogue Bal. Rawhide 
rv Ln Sizes ond Widths: : a Bing, Tip. Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; 


; A, B, 6 to 11; C, Cc, 5 to 11. 
D, 5 to 11. th 
tre 


The Dalton Company, Inc. | : 


Men’s Fine Shoes 
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BROCKTON, MASSACHUSETTS 
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christ Company, Nettleton’s, etc. The 
following is the list of members: 

Robert G. Bennett, Fred L. Blais- 
dell, Edward Blomquist, David A. 
Carlson, Edward N. Chalmers, Harry 
C. Copeland, F. R. Cott, James H. 
Creed, Merton E. Crowell, Herbert 
E. Currier, Henry Dahl, Mark Dut- 
ton, James S. Frank, Israel Freeman, 
George A. Foster, S. J. Gaffney, Peter 
F. Girard, Horace B. Glidden, John 
P. Glidden, I. D. Glover, Willie O. 
Goodrich, Hubert G. Hoben, Leonard 
W. Hollis, Charles E. Holt, Bert 
Murley, Wendell V. Ingraham, Merrill 
L. Knight, E. A. Kuhlen, John H. 
Landrey, E. J. Lawton, Louis Levine, 
E. D. Lewis, Aldrich Stead Libbey, 
John A. Manning, Edward J. 
McManus, Jennie V. Miret,, Thomas 
Mahan, Wm. H. Morgan, C. A. Nor- 
thrup, John O’Keefe, Frank E. O’ Neill, 
Herman Rauh, Charles L. Reid, 
Charles H. Reynolds, Howard A. Rose, 
C. M. Sewall, Paul Siebert, A. H. Silver- 
man, E. Ray Smith, T. M. Stickley, 
Ronald C. Taylor, Percy E. Thayer, 
Frank Thatcher, T. J. Toomey, Joseph 
D. Upling; R. G. Whittet, Wm. L. 
White, P. C. Wood. 


ANNUAL MEETING 


Of Leather Trade Benevolent 
Society—January 12 

The annual meeting of the Boston 
Leather Trade Benevolent Society was 
held at the Algonquin Club Wednesday 
evening, January 12. Officers and com- 
mittees were elected for ensuing year, 
as follows: President, Elisha W. Cobb; 
William M. Bullivant, W. J. Fallon, 
E. T. Cady, Thomas M. Devlin, Frank 
L. Howes, Charles P. Hall, H. Fred 
Lesh, Nicholas L. McKay, Arthur R.Tir- 
rell, vice-presidents; secretary, Charles 
0. Howe; treasurer, Maxwell J. Lowry; 
trustees, Marcus Beebe, Thomas M. 
Devlin; auditor, John A. Williams; 
Board of Directors, all of the above men. 
Executive Committee, Elisha W. Cobb, 
Frank L. Howes, E. T. Cady, W. J. 
Fallon; Investigating Committee, W. 
Thatcher Hollis, Albert F. Gordon, 
H. G. Cutler. 

An increased membership to at least 
250 is earnestly desired by the Society, 
which is organized as a permanent in- 
stitution. Since its organization, it has 
been constantly striving to do .some- 
thing for unfortunate men in the leather 
trade, both young and old, mostly old, 
at present. The membership is now 
about 200—a 250-membership at $10 
each would give an extra $500 to spend 
on pensions. 

The Society has expended all of its 
interest funds on their permanent in- 
vestment and all of its membership 
funds on pensions during the past year. 
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At the dinner given the officers and 
executive committee by the President 
of the Society it was voted that owing 
to the general demoralized condition of 
the leather business the annual banquet 
for January, 1921, would be omitted. It 
is hoped with improved conditions to 
renew the banquet in January, 1922. 


PROMINENT BUYERS VISIT 
BOSTON 


From Florida, Atlanta and North- 
ern Louisiana 


“Abe” Rippa of Ybor City, Florida, 
was in Boston last week and did con- 
siderable buying for his large depart- 
ment store. Mr. Rippa reports trade 
very good in his section of Florida and is 
looking forward for a big Spring 
business. 

H. J. Brogdon, buyer of the shoe de- 
partment of the big store of Smith & 
Higgins, Atlanta, Georgia, was here last 
week on his semi-annual visit to Boston. 
Mr. Brogdon reports that he enjoyed 


» good business in all of the departments 


of Smith & Higgins and was here to re- 
plenish his stocks for the coming Spring. 
Mr. Brogdon is stopping at the United 
States Hotel. 


Louisiana Conditions Fine 


Ferris Kalil, buyer of that progressive 
firm of N. Kalil & Sons, Monroe, La., 
was in Boston for the past week looking 
“em over.” 

“Conditions were never better in 
North Louisiana,” said Mr. Kalil, and 
now that oil has been struck within a 
few miles of Monroe, he is looking for- 
ward for a big boom in Monroe. Mr. 
Kalil spent a week in New Orleans as 
the guest of Will A. Camps, the South- 
ern representative of R. E. McDonald 
Company, Lincoln Street jobbers, com- 
ing up from New Orleans. Both Kalil 
and Camps stopped over in New York 
City for several days. Mr. Kalil left 
Wednesday for Chicago and St. Louis 
before going back home. 

C. G. Hebert, buyer and manager of 
the shoe department of The Miller 
Company, Ltd., Lake Charles, Louis- 
iana, was one of the visiting shoe buy- 
ers here last week. Mr. Hebert reports 
business is very good in his section of 
Louisiana and is looking forward for a 
big Spring business. He visits Boston 
twice a year, coming here also in July. 


**Billy’?’ Camps Here 


‘Billy’ Camps, who travels all of the 
South for R. E. McDonald Company, 
has been back in Boston renewing ac» 
quaintance with his host of friends here 
in shoedom, also looking out for the 
wants of many of the buyers who are 
here from his territory. Mr. Camps 
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stopped at the United States Hotel, but 
can always be located through the job- 
bing house of R. E. McDonald Com- 
pany of Lincoln Street. He left for 


Richmond Thursday evening. 


HOWARD F. BAXTER DEAD 


One of Thayer McNeil €ompany’s 
Popular Salesmen 


Howard F. Baxter, salesman in the 
men’s shoe department of Thayer 
McNeil Company, and one of the best 
liked in the store died January 7, last. 
Mr. Baxter came with the Thayer 
McNeil Company about 15 years ago. 
He was very popular with his associates 
and had a large following of customers. 
He was taken suddenly ill while at his 
work about two weeks before he passed 
away. His illness developed into 
pneumonia, and although everything 
was done to save his life, all efforts 
proved in vain. Religious services were 
held at his home in Dorchester, H. F. 
McNeil and J. B. Beauregard, manager 
of the men’s shoe department, at- 
tending. His body was taken to Clinton, 
Mass., for burial. Religious services 
were also held at the chapel in Wood- 
lawn cemetery, Clinton. 


THE HOCKEY GAME 


Well Represented at the 
January 21 Event 


The shoe, leather and allied trades 
were well represented at the hockey 
game between the Boston Shoe Trades’ 
Club team and the B. A. A. played at 
the Boston Arena, Friday evening, 
January 21, in which the latter were 
victorious by a score of 5 to 0. 

A supply of tickets was on sale at the 
quarters of the Boston Shoe Trades’ 
Club, 24 High Street, during the week, 
these being sold out before game time, 
as a record crowd attended. 

The Club team had as a mascot a 
young fellow who skated onto the ice 
going directly over to the sections in 
which were located members of the 
trade leading them in cheering for the 
team. 


Trade 


Two Local Favorites 


Playing on the team were two mem- 
bers of the local trade, George P. 
(Jerry) Geran, who handles lines of 
leather for export, and Captain Ray- 
mond Skilton, of the Washburn Skilton 
Company, hide brokers of Boston. 

Both of these players made a great 
hit with the members of the trade pres- 
ent by their wonderful playing. The 
repeated dashes of Skilton as he carried 
the puck down the ice shooting it at 
the goal with great speed were cheered 
by members of the trade who num- 
bered between 400 and 500. 
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Trade Mark Registered 
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Another Pilgrim Pump 


A beautiful tongue effect suggesting many 
combinations in appropriate colors. It 
can be made a beautiful blend in gray. 
In two tones of brown or in strong con- 
trasts this pattern affords many oppor- 
tunities. Full Louis heel. “Kimball & 


Sherman quality.” 


KIMBALL & SHERMAN CO) 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 
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Wonderful blocking on the part of 
the B. A. A. goal tender turned many of 
Raymie’s tries into failure. 


Fans Were Satisfied 


Nevertheless trade fans who turned 
out for the game were satisfied with 
the first home performance of their 
team and will undoubtedly turn out in 
greater numbers at future games. 
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The hockey committee of the club 
in charge of arrangements consists of 
Arthur L. Evans, chairman; Robert D. 
Kenyon, and Milton S. Stearns. 

T. F. Boyle & Co., leather dealers of 
126 Summer Street, have donated to the 
team a quantity of lace leather, while 
W. D. Byron & Sons Co. of 20 South 
Street have donated a quantity of bag 
and strap leather for hockey stick bags. 


Memphis and Nashville 


MEMPHIS AND" NASHV ILLE 


First Snow of Winter Brings In- 
crease in Trade : 

Memphis had its first snow of the 
Winter the past week, and the first two 
weeks of 1921, that had been very quiet 
in all mercantile channels, spruced up 
very much, both in shoes and overshoes. 
This was followed by warm sunshine 


and a demand for lighter shoes. The. 


coal merchants promptly reduced prices, 
ever alert to changing market condi- 
tions, and the shoe men almost as 
quickly had on numerous special sales 
with very slight reductions, though 
some good bargains appear up and down 
the great White Way at Memphis.- 

Saturday, January 15, at Nashville 
was the occasion of the inauguration of 
Governor Alf Taylor, of Happy Valley. 
Carter County, and the city was filled 
with visitors from Carter to Shelby, 
which means, in Tennessee parlance, 
from the mountains of Virginia to the 
Mississippi River and Mud _ Island. 
Governor Taylor made an excellent ad- 
dress on business administration, tax- 
ation, road improvement and internal 
improvements. 


Directors to Meet 
The directors of the Tri-State Shoe 
Retailers’ Association will meet in 
Memphis, Sunday, February 6, to per- 
fect final details of the program of the 
forthcoming annual convention in 
March. 


Clothiers to Meet February 22 


The next important trade convention 
at Nashville is that February 22, 23, 


24 of the Tennessee Retail Clothiers’ 
Association, A. Arthur Halle of Mem- 
phis president, and with which is 
affiliated most of the leading shoe and 
clothing stores of the larger cities of 
the State. 


Retail Prices Up to $15.50 


Ben Spears Shoe Company, S. Main 
Street, Memphis, has on a special 
Winter sale values in some men’s and 
women’s shoes at $6.95 to $15.50. Mr. 
Spears handles only high-grade shoes. 


Merchant Offers Premiums 


Richard Storch, veteran shoe mer- 
chant, 134 North Main Street, Mem- 
phis, offers an ideal cabinet set, includ- 
ing pencils, rule, etc., for the boys with 
each purchase of $5 or more. 


Big Sale a Success 


The EEE Shoe Company’s 13-day 
special sale, that started Saturday, 
January 15, is meeting with phenom- 
enal success. The mail order depart- 
ment, the repair department and the 
hosiery department are also busy. The 
windows for this particular sale are 
covered with bright red and white, tell- 
ing something of the sale. 


Addition to Be Opened Soon 


Bry’s shoe department on the first 
floor, handling Queen Quality shoes, is 
offering special January values. Man- 
ager Gray of this department reports 
business brisk. The formal opening of 
the new six-story addition to the store 
will take place in the next few weeks. 


Columbus 


JANUARY SALES SUCCESSFUL 
Merchants Report Satisfactory 


Volume of Trade 


Spurred on by much advertising, the 
January sales are meeting with quite a 
success so far as the shoe trade is con- 


cerned. Shoe merchants report that 
their business has been very satisfactory. 
Particularly was this the case the past 
week owing to the slushy condition of 
the streets. Merchants, however, say 
that, with practically no cold weather 
this season, many persons seemingly are 
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trying to get through the Winter with- 
out purchasing boots. The sale on low 
shoes this Winter has been very satis- 
factory, these being worn with woolen 
stockings for street wear and with silk 
stockings for the evening called for 
spats. Those of the merchants who 
carry a line of hosiery in connection with 
their shoe departments have met with a 
very successful business this season. 


Women’s Boots at $4.95 


Advertising as Central Ohio’s big- 
gest shoe sale the F. & R. Lazarus & 
Co. launched one of their biggest sales 
of women’s high grade footwear ever 
held by. this well-known concern. 
Through a very fortunate purchase of 
7,300 pairs of women’s high shoes from 
one of the local manufacturers they 
have been able to place these goods on 
sale at the ridiculously low price of 
$4.95 for the choice of many styles and 
colors in their third floor department, 
while in the bargain basement they 
have placed the price of $3.95 on the 
goods allotted to this department. So 
far this sale has met with entire success 
as it has been running for several days, 
and it is expected that all these goods 
will be off their shelves before the 
month has gone. 


New Department to Be Opened 


L. P. Warner, manager of the shoe 
department of the Morehouse-Martens 
Company, reports a very successful 
business for his department. He hopes 
to be able to open his new department 
in their new six story building about 
May Ist in time for their Summer trade. 


Pleased with Convention 


The local merchants who attended 
the Milwaukee convention have come 
home filled with a lot of ‘‘pep’’ as to 
the conditions of the shoe trade for a 
very successful business for Spring and 
Summer. Many of them bought their 
Spring and Summer goods at this 
meeting and are satisfied that they will 
be in position to take care of the trade 
for next season. The Columbus manu- 
facturers who had displays at this meet- 
ing report very satisfactory sales. One 
of the local companies sold over 3,000 
dozen of staple shoes at this convention. 


New Plant Busy 


The Columbus Shoe Company, Col- 
umbus’ newest plant, manufacturing 
children’s turned shoes, is now past the 
experimental stage. This company 
which is composed of several local shoe- 
men and several Eastern men is turning 
out about fifteen styles of 3 to 8 run 
shoes in many different colors and ex- 

(Continued on page 109) 
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Leather-trimmed Keds are in de- 
mand every day of the year. On 
cold days for indoor sports and on 
warm days for outdoor work and 


play. Prepare now for the big 





Spring trade by stocking a fast sel- 


Aways speci 

SPRING-STE ling line of leather-trimmed Keds. 
Rubber Heels 

when ordering e 

leather shoes~ United States Rubber Company 


THEY WEAR LONGER 
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The Making of a Gaiter. 


Describing Parts of Hand Process---Much 
Skill Required 


Next to the light rubber or gum shoe, 
one of the most popular lines of foot- 
wear at the present time is the buckle 


gaiter, as it is technically termed; over- - 


shoe, or galosh, as it is known to the 
general public. 

This shoe is usually made by hand, 
and women workers are preferred, as it 
is the kind of shoe which requires deft- 
ness and skill to give it a stylish, neat 
appearance which characterizes the 
finished article. 

Robert C. Kelley describes gaiter 
making in a recent issue of ‘‘Converse 
Folks,” as follows: A popular gaiter 
style for women contains the following 
thirty-four parts: outsole, made of red 
soling stock; black heel and toe foxing; 
black gum inner vamp; insole, rag sole, 
friction outer filler, black wool leg and 
toe lining, friction toe cap and collar- 


ette, joining strip or piping, rag heel; 
cloth heel (friction); quarter, vamp, and 
gusset of jersey, friction back and quar- 
ter stays, pocket, leather heel lift, vamp 
cord, buckle straps, and hook and lad- 
der buckles. 


Quarter Making 


Making the quarter is the first opera- 
tion after cutting and is performed by 
quarter makers in the quarter depart- 
ment. This work is equally skilled with 
the actual making of the shoe, and 
consequently, experienced girls are 
needed. 

The quarters are cemented by the 
laying process along the edges, and are 
given a light coat up the back to insure 
the seam against leakage. The quarters 
are then sent to the stitching room to 
be seamed up the back. Meanwhile the 
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vamps and pockets are cemented in the — 
same way as the quarters and allowed 
to dry. 

The vamp cord and buckle strap 
which are made on especially designed 
machines come ready for use in rolls. 


Gusset Is Piped 


The gusset is edged with piping and 
inserted in the vamp, the top edge of 
which is lined with vamp cord. After 
the buckle straps have been cemented, 
allowed to dry and cut, the friction 
quarter stay is put on the quarter and 
the straps laid in position with the aid 
of a tin gauge. The placing of the 
buckles and hooks follows this operation 
and when a strip of vamp cord has been 
put on the top edge of the quarter, the 
pockets are ready to be inserted. 


Rolling Down Pockets 


Taking the. pocket, the maker folds 
it in the center, gauges the upper edge 
so that it will be even with the top 
of the quarter, the point of the vamp to 
be on line with the corner of the pocket, 
and places it in position. The other 








Pulling Made-up Lining Down Over 


the Last 





Place Over the Toe 


Fitting the Gum Inner Vamp in  Gaiter Lining Completed and 


Ready for Fitting the Quarter 
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Trade Mark, U.S. Pat. Off. 


SHOE LACES? 
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you can gain 


‘“‘Hubtips’”’ are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST . 


27 in..............$2.20 Per Gro. Strings 
SO OB i 0 cccss bce cee S 
BO Mia «ckidescvesan te - 
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If not, an Opportunity is Lost whereby 


SATISFIED CUSTOMERS & REPEAT ORDERS 





SPECIAL ASSORTMENTS SUPPLIED——PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A, 


Your Finding Case, Does It Contain 
“*Hubtip” “‘No Metal Tip” 
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CO. 


New York City 





111 Reade St. 


MANUFACTURERS AND JOBBERS 
OF 
WOMEN’S AND CHILDREN’S SHOES 


CRESCENT SHOES SPELL ACTION 


WHY? 
BETTER SHOES FOR LESS MONEY 
<a 5 SX 


_ In ll NOVELTY In 
‘Leathers PUMPS Stock 


WOMEN’S FULL GRAIN TAN SIDE 
AND GUN METAL 5-EYE OXFORDS 


- At $9.60 
LET US SEND YOU SAMPLES ON SUSPICION! 











We Will Exhibit in the Hotel Casey During the 
Pennsylvania Shoe Retailers’ Association Conven- 
tion at Scranton, Pa., February 2lst and 22nd. 





New York 
35 W. 32nd St. 














The Personal Touch 
About Your Store 


Will a mark of individuality 
be present in your windows? 


Will a warmth of friendship 
be felt by your buyers as 
they glance in? 


It is the Personal touch that 
brings back the shopper. 


Your old friends know it. and 
your new ones are drawn by 
it to return. 





You need our catalogs. 


Hugh Lyons & Co. 
‘‘Make Buyers Out of Passersby’’ 
Lansing, Michigan 
Salesrooms: Chicago 
234 S. Franklin St. 
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pocket is then inserted in a like 
manner and the vamp is fitted, 
the edge of which must be rolled 
over the buckle straps very 
carefully. In an all rubber quar- 
ter, the buckles and pockets 
only are added, the vamp being 
inserted by the maker. 

The quarter is then placed on 
a cardboard form and sent to 
the maker. 


Leg and Toe Lining Joined 


Before she can start to build the 
shoe, the maker must cement and join 
the leg and toe linings, being careful 
to wash off all the fuzz from the gum 
side. The lining is drawn over the last 
and lasted to the insole, the leather 
heel having been already placed on the 
insole. The lining is held to the top 
of the last by piping, the following parts 
are then placed in order; gum inner 
vamp, rag filler (which has been ce- 
mented), collarette, back stay and cloth 
heel. 

The above is now ready for the quar- 


ter which is slid over the last into | 


position, first smoothing out the toe so 
that the edge comes even with the line 
of the collarette. Next the gusset is 
centered and the fullness pushed back 
on either side to make a pocket. With 
the aid of a hand roller it is rolled on to 
the lining. The buckles are hooked up, 
and the friction outerfiller placed and 
rolled. 
Finishing Touches 

Our shoe is now complete except for 
the gum work—the toe foxing going on 
first, then the heel, both of which are 
stitched with a serrated roller. The 
outsole is cemented onthe under side 
as in the gum shoe and put on in the 
same manner. 


THE RUBBER MARKET 
Easier—Similar Reports from Lon- 
don and Singapore 


An easier feeling prevailed in the 
local market for plantation rubber and 


Facing Up the Quarter 
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Putting on Heel Foxing 


little disposition was 


manifested to 
trade either way. The weakness ap- 
peared to be a reflection of easier cable 








Completed Gaiter Ready to Be 
Vulcanized 


advices from both Singapore and Lon- 
don. 

The market here closed with prices 
more or less nominal at 20c for ribbed 
smoked sheets on spot and for January 





Rolling Down the Pockets 
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arrival, 21c for January-March, 
22c for January-June, 23c for 
April-June, and 26c for July- 
December, the premium on first 
latex pale crepe being retained. 
Paras and%Centrals were dul} 
and unchanged. 


Rubber Quotations 


Para—Up-river, fine,1814@. . 
Up-river.coarse,13 4@.. 


Island, fine.....: 174@.. 
Island, coarse....1144@.. 
Caucho ball, upper ...... . 154%@.. 
Caucho ball, lower :......114@. . 
DE OER aT 10%@.. 
Plantation—Ist latex, pale 
OPEDG) <.0.0.600 004 ate ws 22 @.. 
Brown crepe, thin, clean.16 @.. 
40 dé, somed ..55..%.5 40 @.. 
Smoked ribbed sheets....20 @.. 
Centrals—Corinto.........13 @l 
Esmeralda..............13 @14 
Guayule, Web..c 665. . ss. 20 @22 


Balata, block, Ciudad....70 @.. 
Balata, block, Panama...47 @48 
Balata, GUGGBs és..i-. 00.00% 72 @80 


Scrap Rubber 


The market remains featureless, with 
demand wanting and prices nominal. 


Boots and shoes........... 4 @5 
Arctics, trimmed.......... 3 @4 
Arctics, untrimmed........ 2 @.. 
Tires—Automobile......... 1 @.. 
Bicycles, pneumatic........  @:, 
Hose, steam, fire............ @ 1% 
Inner tubes, No. 1........... @8 
Inner tubes, No. 2 ..2:55:..5.: -@'5 
Mexican—scrap............. @ll 


CHANGE OF LOCATION 


Iowa Branch Hood Rubber Products 
Co. Moves to Des Moines 


The Hood Rubber Products Company 
is moving its Iowa branch from Daven- 
port to 206-210 West Eleventh Street, 
Des Moines. A. J. Wylie, who has been 
in charge of the branch at Davenport, 
will move to Des Moines and continue 
as manager. 












“CONSTANT 
COMFORT” 


America’s 
Best Comfort Shoe 
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No. 21—Black Kid CommonJSense 
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mt 


— 


No. 37—Black Kid Seamless}Polish, 
9-8 Rubber Heel. In Stock: C, D, 
Sb, TE PNG icc Gees $3 






Do not delay placing your order. Easter 
trade bids to be a record-breaker. BE 
PREPARED ! 


SI 


Fifty staple styles of big sellers ready to 
ship. Send your order today. .Salesmen now 
showing Spring and Fall styles. Get in touch 
with AMERICA’S BEST COMFORT SHOE! 
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No. 200 










No. 11 


No. 200—Black Kid Polish, 9-8 
Rubber Heel. In Stock: D, E, EE. 
WS 2 bc wee 0m a authlen wee $3.35 


No. 11—High Grade Black Kid Pol- 
ish, 9-8 Cat’s Paw Rubber Heel. In 
Stock: C, D, E. Price...... $4.75 
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The feature of the situation is the 
general larger purchasing of leather. 
There have been unusually large sales 
of calf leather, that is, unusual as com- 
pared with the trading of recent 
months. Since the convention and 





” 





PARA, 
RN ) ‘} 





Improvement in Buying 


Shoe Manufacturers Show More Interest in the Mar- 
ket and the Aggregate of Purchases Is Consider- 
ably Larger---Glazed Kid Tanneries Resum- 
ing Work---Prices Are on a Firmer Basis 





most quoted are from 40c to 55c per 
foot for men’s weights with lighter 
leather selling at 40c to 50c. The 
better tannages of full grain chrome 
colored calf are priced at 55c to 60c, 


of Leather 
Supplies and Prices 
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some of the best skins bringing as high 
as65c. The best suede leather is quoted 
from 60c to 70c per foot with some of 
the cheaper grades bringing less money. 
There has been considerably more 
sampling going on, and shoe manu- 
facturers are now buying regularly as 
they start more on their larger orders for 
shoes. 


Side Leather 


The call for medium and lower priced 
shoes has resulted in more general pur- 
chasing of side leather. An increasing 
volume is noticeable each week. The 
principal call is for the heavy sides in 



































style shows and the first of the year 







ol- clearance sales orders have begun to a : q 
In § come in in a manner, to impart con- Comparative Leather Prices i 
‘9 @ fidence. While there is much sample 






While there is no standard of leather quotations today in view of the wide range 
and absence of active trading, we give herewith a list of prices of reported sales as 
compared with ruling quotations of a year ago: 





buying of leather in progress, the ag- 
gregate means a considerable volume. 
Moreover, price is less an obstacle than 
it was, for the shoe trade apparently 
realizes that leather is on as low a basis 







Upper Leathers (Price per foot) 
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GALLUN 
QUALITY 


Four Staunch Leathers 


VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


NORWEGIAN 
VEALS 


OQ of Gallun’s specialty leathers— 
a heavy, rugged,. high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 


AZTEC 
CALF 


A*t EC CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and ‘strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


MANDARIN 
SIDES 


CHROME tanned sside leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 
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colors and also for the medium and 
lighter weights for medium grade shoes, 
both for the men’s and women’s trade. 
Prices quoted on full grain colored 
chrome sides range from 30c to 40c 
for the top grade. Lower grades and 
combination and bark tanned sides 
are quoted up to 30c per foot. There 
was a good call for elk leather of the 
better grades at 30c to 35c per foot 
with cheaper varieties quoted down- 
ward from 15c to 25c. Considerably 
heavy waterproof leather is being sold 
as well as kips and veals. The demand 
is staple for a good, solid heavy shoe 
for the agricultural and mining sections, 
out-of-door work and for outing pur- 
poses. The best grades of colored buck 
are held at 50c to 60c per foot, and 
some colors bring even higher. The 
cheaper selections range downward in 
price according to quality. 


Glazed Kid 


There is much better feeling in the 
glazed kid market. Tanners are re- 
suming operations and putting on more 
hands daily. More interest is being 
shown in raw stock. It will be a good 
season for colors as retailers in the big 
cities will stock up on their broken 
lines. The best grades of black glazed 
kid, Brazil skins, are quoted at 70c to 
75¢ with colors ranging higher. Some 
of the better grades are in small supply, 
and tannecs report more business. The 
top grades are quoted at from 60c to 
80c and the medium and cheaper 
grades downward according to what is 
wanted. 

Leather dealers report a better de- 
mand for cordovan and horse leather. 
Glazed horse fronts are still wanted and 
prices range from 35c to 40c. Shell 
cordovans bring from $2.35 to $3.00 
each. 

Patent’ Leather 


A little better trading is evident al- 
though the aggregate is small. No. 1 
chrome patent sides are quoted at 45c 
to 50c. Colored patent is held up to 60c 
per foot, More or less job lots have 
been moving at from 30c upward. The 
export demand is not as good as it was a 
few months ago. 


Sole Leather 


Tanners report more inquiry and 
there is generally more activity. Shoe 
manufacturers and sole cutters have 
been larger buyers. Oak backs have 
been in better request on the part of 
shoe manufacturers and sole cutters. 
Finders’ bends still range from 85c to 
95c per pound according to tannage. 
Scoured oak backs are quoted at 55c 
to 60c according to tannage, weight 
and selection. 





Late Los Angeles Notes 
SUEDE STRAPS LEAD 


Southern California Shoe Business 
Is Good 


It would seem that we are at last 
giving to footwear the importance to 
which it is entitled as an adjunct to the 
toilette. No longer is Milady satisfied 
to deck herself in fine raiment and then 
don shoes that serve also for half a 
dozen other occasions. The street gown 
calls for one shoe, the afternoon frock 
another, the formal function still an- 
other, while evening calls for a dressy 
pump; to say nothing of the sport 
shoes, the boudoir slippers and mules, 


‘and the many others that are a part of. 


the well-dressed woman’s footwear 
equipment. 

In Southern California, particularly, 
low shoes always predominate, and the 
fortunate lady who can buy freely has 
no end of styles to select from. Straps 
continue in high favor with all, and 
suede and kid is a good combination. 
Patent is used quite freely for trimming, 
and nearly every shoe in the windows 
is of two materials combined. 

A few bronze pumps have made their 
appearance and there will probably be 
some call for them, but the one best bet 
just now is gray suede. When trimmed 
with black kid or patent this material 
is very fetching. 

What tongues we see are mostly of 
monstrous size, and the merchant who 
has a lot of buckles on hand now has an 
opportunity to dispose of them. Beads 
figure prominently on satin pumps. 

Frequently a vamp is black patent or 
kid, while the quarter is quite a differ- 
ent material and color, and vice versa. 

There are a great many sport shoes 
sold the year around, and the windows 
contain many attractive models, par- 
ticularly white buck with color trims, 
and tan hiking boots and moccasins. 
California is pre-eminently the land of 
sports and outdoor life. 

Men continue to favor brogues and 
brown is the popular color. 





COLUMBUS 
(Concluded from page 101) 


pect to be able to make their first ship- 
ment of shoes about January 25. 


Plants at Nearly Normal 


Manufactéring conditions in the 
local field are very satisfactory. The 
majority of the plants are now run- 
ning at near normal capacity, and ex- 
pect to gradually increase production 
through the Spring and Summer 
months. 
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Late Lynchburg Notes 


HIGH SHOES MOVED AT 
SPECIAL PRICE 

A sale of high and low shoes which 
the Carroll Shoe Company is advertis- 
ing at $5.85 is réported to have stimu- 
lated business in lace boots which 
have been an off number with this 
concern. For three days, January 19 
to 21, this house put on sale at a 
special figure 600 pairs of women’s 
shoes which included broken lines in 
some styles of brogue oxfords and in 
several pumps with strap effects to 
draw the trade. ‘Women came in to 
buy low shoes and went out with high 
ones,” said a representative of this 
firm who added that few sales were 
lost because the customer could not 
be fitted in the style she had come 
in to buy. 

Reductions in women’s. shoes con- 
tinue to be more and more drastic. 
The Rucker-Evans Company has put 
on sale 500 pairs of women’s high 
shoes which they have marked down to 
$3.50. The G. A. Coleman Company 
is advertising its entire stock at reduc- 
tions with special offerings ranging in 
price from $1.85 to $7.90 in ladies’ 
shoes and with any men’s shoe in the 
house at $10.90. 


Black Pumps Popular 


Black pumps in kid and satin with 
ankle straps are becoming more popu- 
lar every day, with the slippers with 
beaded straps gaining in favor daily. 
In spite of the snow which has been 
on the ground for two weeks the women 
are remaining faithful to low shoes 
for but few more high shoes are seen 
on the street now than could be noticed 
before the snow fell. 


Mrs. Craddock on School Board 


Mrs. John W. Craddock, wife of the 
president of the Craddock-Terry Com- 
pany, was recently elected a member 
of the Lynchburg school board and is 
one of the first two women to have 
been named for this office here. 


Craddock-Terry Plants Resume 


All of the Craddock-Terry factories 
have resumed operations. The Jeffer- 
son and Southland plants started up 
Monday, January 10, and the West 
End factory, manufacturing men’s 
shoes, was reopened a week later. 


Fritz-Richards Plant Suspends 


Practically all operation has been 
suspended in the Fritz-Richards fac- 
tory on Kemper Street, but C. N. 
Richards is expecting that work will be 
resumed in the near future. 
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NEW COLONIAL TURN 


“THE E & M SHOE OF QUALITY” 


One of our snappy Spring 
novelties. A new Colonial 
turn in Gray Suede, with 
steel beaded buckle. Made 
on our famous Number 73 
last. Carries an 18-8 full 
Louis covered heel. 


EMERY & MARSHALL CO. 
HAVERHILL, MASS. 


CHARLES L. MARKS YARREN H., TUCKER 


Eastern City Trade and lew England 
Southern Tegsitory with Office . "er cous St., Boston 
LARRIE H. SASS 


New 
1008 Marbridexr Building On the Pacific 


J. B. LAUGHLIN 
Throughout the Middle West 
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FROM T. A. D.’S NOTEBOOK 


Some Travelers, Heads of Firms 
and Lines at Milwaukee 


T. A. Delany was elected editor of 
the National Shoe Travelers’ Magazine 
at the Des Moines Convention, and as a 
“‘prep” course, he made a trip to the 
various booths at the big Milwaukee 
Conventjon to say ‘“Howdy”’ to brother 
salesmen and heads of firms exhibiting. 
He made a list of those he called on 
and Monday morning of this week four 
notebooks containing this list arrived 
at the “‘Recorder’’ office. These we have 
marked volumes I, II, III and IV. 

Volume I starts out as follows: 

The Dunbar Pattern Company, 
Brockton, Mass., H. J. Dunbar, John F. 
Teehan, L. C. Clem, D. Davis, W. L. 
Dunbar, O. H. Hildebrande, O. T. 
Murty, Jr., John Muldoon and Frank J. 
Martin. 

Hopkins & Ellis, Haverhill, Mass., 
H. C. Marxmiller and C. P. Ellis. _ 

Thomson-Crooker Shoe Company, 
Boston, .C. R. Thomson, Buford H. 
Jones, H. C. Ewalt, H. J. Hinkebein, 
F. M. Johnson and John G. Brown. 

George E. Keith Co., Brockton, 
E. A. Burrill, in charge; at booth, 
Harry E. Mackinnon; at sample room, 
Howard N. Keene, Frank B. Riddle- 
berger, F. W. Wall, C. J. Porter, E. V. 
Damon, A. J. Chase, Walter D. Leach 
and Frank E. Packard. 

A. J. Bates Co., Webster, Mass., F. A. 
Brewster, Joe D. Abelson, Sid Minster, 
W. R. McCormack, R. M. McCabe, 
Irving Telling, Clarence Rant. 

Ghipman, Harwood Company, W. C. 
Holt, William Merceu, Clark Harwood. 

Merrill, Porter & Co., Lynn, W. R. 
Shrigley; W. F. Crooke, M. P. Clough, 
Jr., A. Percy Wilson. 

Thomas G. Plant Company, J. R. 
Maxwell, F. R. Briggs, S. R. Blakely, 
Joseph Lynch, James Townsend, Bar- 


ney Stark, J. Heaton, C. E. Goodrich. - 


and C. E. Beckmark. 
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Bliss & Perry, W. I. Perry, Lloyd 
Corcoran, N. P. Merrill and Harry 
Beaty. 

Upham Bros., Tom Daley, B. J. 
Lockwood and A. A. Mead. 

A. G. Walton & Co., Elmer C.- York 
and Frank Holland. 








L. D. REAM 
President of the Iowa National Shoe 
Travelers’ Association, and One of the 
Most Active Workers at the Big Na- 
tional Des Moines Convention, Jan- 
uary 17-19 








Plant Bros. & Co., A. B. Long, R. W. 
Long, R. J. Leiser, H. B. Rosenthal and 
Carl C. Hayden. 

L. B. Evans’ Son’s Co., Arthur L. 
Evans, P. B. Evans and Frank D. 
Brown. 

Alden, 
Nyman. 

C. D. Kepner Leather Co., Wilo 


Walker & Wilde, A. J. 


Sides, C. D. Kepner, C. W. Pollock 
and L. C. Kepner. 

Decorative Fixture Company, A. J. 
Wolfe, H. A. Spahn. 

A. H. Berry Shoe Company, Harold 
L. Berry, F. N. Kramer, F. G. Peter- 
son, G. A. Davis, R. F. Leighton, J. F. 
Lunderl, W. J. Nicol. 

J. E. French Co., Edward W. Per- 
kins, John H. Carroll and John E. 
Foote. 

H. C. Godman Company, A. J. 
Leahy. 

From ‘Volume II’’ 


Field & Flint Co., W. G. Cushing, 
Troland Cleare, Dave Jones. 

I. Miller & Sons, Inc., I. Miller, 
George Miller, Charles Miller, Morris 
Miller. 

There were also Edward M. Rick- 
ard, L. M. Gerson, J. D. Reedy, Morris 
Nordheimer and Joseph Michaels. 

Wall, Streeter & Doyle, Albert Doyle, 
James E. Wall, Edward P. Streeter, 
Frank A. Huetter and Joseph Holmes. 

Avon Sole Company, J. C. Redding. 

W. D. Byron & Sons, J. C. White, 
William C. Byron, L. K. Phreaner and 
W. L. Altenderfer. 

C. H. Alden Company, John H. 
Alden, R. M. McKnight and W. H. 
Bennett. 

Wolock & Bauer, Herman Kohn, 
L. H. Kohn,- E. Rosen, J. Conley, 
A. Singer and N. Brin, J. Chaimes, 
C. Canton, M. Fogel, C. Maxwell, 
Otto Lurie and L. Levy. 

M. N. Arnold Shoe Company, W. 
Percy Arnold, B. L. Wales, Wyatt M. 
Walker, E. J. Mattison, D. J. Gillespie, 
A. L. Roney and L. L. Fitch. 

Whitman & Keith Co., George W. 
Howard, C. L. Wilcox, Minor Layton 
and A. E. Emans. 

Bristol Patent Leather Company, 
J. J. Blaney and L. N. Hatch. 


Civilian Shoe Company, Chester 


. Trafton, H. Laskey and John Van 


Buren. 
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TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and 
Sorted to Standards by Ex- 
rts. Enlarged Capacity and 
ariety of Tonten enable us 
to supply all demands. 
Large Capacity—Prompt Service 
MANUFACTURING PLANT: DISTRIBUTION OFFICES: 


90 Wareham Street 321 Summer Street 
BOSTON, MASS. BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


——— 























No. 32217 Basket 


0 wie \\ Complete—75c. ‘each 
& ake 3 
BBS, at Everlasting Decorative 
SOLE LEATHER NE Flowers and Plants, 
Mi) Oak SE, Vines and Garlands. 

AND Bhs Nee? My ea my oa 
Se 1g in colors, No. 32, maile 

BELTING BUTTS ee, Sar free for the asking. 

TANNAGES ee a 9 

FRANK NETSCHERT 


St. Marys Mt. Jewett Burke Muskegon = 61 Barclay St. 
332 Summer St., Boston, Mass. || eS NEW YORK 
































FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make il easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


HARNEY, TRACY, CREHAN CO. D’AVESNE TRANSLATION BUREAU 


FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 755 Boylston Street Boston, Mass. 


























Showing “ to” Boot Ti Showing 
Fa dct Bost Is Ban. 115 Josephine Ave., West Somerville, Mass. “Ajusto” Boot Top Form. 


Give Your Display Boots That 
Smooth, Smart, Nifty Appearance 


by forming them up with “AJUSTO” BOOT TOP FORMS. 
Quickly adjusted. No springs to get. out of order—no 
screws to adjust—the SLIDE does the trick—it expands 
the form and your boot tops assume smooth, graceful lines. 
Model No. 2 for 8 and 9 inch boots, A and B widths. 
Model 3 for 8 and 9 inch boots, C and D widths. For 10, 
11 and 12 inch boots, any width, use Model 3. Order 
enough for your windows today. Price $3.00 the Doz. Net, 
f. o. b. W. Somerville. 


U. S. SPECIALTY MFG. CO. 


Boot Formed Up With 
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Popular Brockton Salesmen 





E. M. COX 


President Southern Shoe 
Salesmen’s Association 


The selling end of the Brockton shoe 
manufacturing industry is creditably 
represented by recent elections in 
traveling shoe men’s organizations. 
Three of Brockton’s leading salesmen 
occupy positions at the heads of their 





W. M. OAKMAN 


Honorary President National Shoe 
Travelers’ Association 


respective organizations. These are: 
President E. M. Cox of the Southern 
Shoe Salesmen’s Association, who travels 
for Howard & Foster Company; W. M. 
Oakman, honorary president, National 
Shoe Travelers’ Association, who travels 


T. A. DELANY 


President Boston Shoe Travelers’ 
Association 


for The Pels Company, and T. A. Delany, 
president of the Boston Shoe Travelers’ 
Association, representing T. D. Barry 
Company. All three of these men are 
road veterans and among the best 
known shoe travelers. 








A. M. Creighton, W. W. Wilson, 
A. P. Wilson and F. D. Armstrong. 


From “Volume IIF’ 


Farnsworth, Hoyt & Com H. M. 
Dyer, Frank I. Black, M. E. Well. 

Diamond Shoe Company, M. M. 
Stollmack, J. Davidowitz, Lew Man- 
heim, A. Fulton and A. Rusacow. 

P. Cogan & Son, George H. Cogan, 
H. C. Jones and John Goebel. 

Lunn & Sweet, J. C. Clark, H. M. 
Nation, W. E. Ratcliffe, A. Kahen and 
C. M. Cohen. 

N. J. McManus, Gene Daivley, 
J. G. Mazur, O. M. Mennes and L. D. 
Mazur. 

Stacy, Adams Co., W. H. H. James, 
H. S. James and B. H. Cort. 

Edwin Clapp & Son, J. E. Slattery 
and H. H. Wilson. 

R. E. McDonald Company, S. G. 
Solomon and C. L. Heilbrun. 

H. C. Brown Company, Inc., Harry - 
C. Brown. 

Atkinson Blumenfeld Company, Jake 
Blumenfeld and Bernard Blumenfeld. 

Brockton Rand Company, F. H. 
Gilson and J. W. Sullivan. 

Slater & Morrill, William Dorsch, 


William Walters, Fred Shaylor and 
Leo Porges. ; 

Stetson Shoe Company, E. H. Stet- 
son, Ross Scudder, Hugh A. McMahon 
and W. H. Holbrook, Jr. 

Ault-Williamson Shoe Company, P. 
R. Howard, Fred Snyder, Walter 
Ramlose, A. J. Eastham, O. L. Rap- 
pleye, H. G. Lumbard and C. R. 
Williamson. 

- P. J. Harney Shoe Company, Larry 
Lennox. 

Lindner Shoe Company, D. B. 
Howard, C. E. Cooke and Tim Murphy. 

E. T. Wright & Co., Inc., W. J. 
Crowley, J. H. Hannah, J. S. Donovan, 
George White, K. Fred Pitcher and 
C. J. Bobay. 

The Dalton Company, Inc., E. B. 
Slocum, Joe Warrender, C. F. Barstow 
and Holmes Dalton. 

Thompson Bros. Shoe Company, Joe 
Kalisky, Dave Davis and Gould Pitcher. 

Chas. A. Eaton Company, James B. 
Harper, Al. Wiskochil, Fred Coens, 
J. J. Kaltenbrun and J. Howard Field. 

Churchill & Alden Co., S. P. Alden, 
E. 8. Cutter, H. W. Gardner and H. M. 
Williamson. 

Emerson Shoe Company, Herbert 


Drake, Fred Drake, Harry Drake, T. P, 
Smith, Hollis B. Scates, J. J. Schuler. 
Leslie A. Hunt, A. L. Carlisle, Ray- 
mond T. Mills, Joseph Marhelka, 
Frank Marhelka and Earl Cohoon. 

J. J. Grover’s Sons Company, John 
B. Clark, J. C. Dingle, W. S, Hoole 
and L. K. Urquhart. 

G. H. Bass & Co., W. S. Bass, Mr. 
Hadley and Charles Ihrig. 


From “Volume IV’’ 


Richards & Brennan Co., James A. 
Brennan, John B. Brennan and Jack 
Bates. 

J. Ralph Baker Company, J. Ralph 
Baker, honorary president, Waldo Oak- 
man. 

Stone & Tarlow, Edward Lovell. 

T. D. Barry & Co., T. A. Delany 
and Jack Jones. 

McNichol & Taylor, Inc., Edric R. 
Taylor. 

Hazen B. Goodrich & Co., Frank J. 
Bradley, W. A. Ramsdell and F. W. 
Lord. 

Preston B. Keith Shoe Company, 
W. C. Pierce, Wallace D. Baker, W. 
Gillespie and H. F. Blackey. 

Hurley Shoe Company, John J. 
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TO CLEAN OUT ALL OXFORDS 
AND SANDALS MADE BY THE 
USUAL OLD METHOD, GENUINE 
GOODYEAR STITCHED WITH WELT 


As all our Shoes, Sandals and 
Oxfords hereafter will be made 
by the Ramsey Patented Process 


WE OFFER ALL WE HAVE IN STOCK OF THE FOLLOW- 
ING NUMBERS. ALL FIRST-CLASS MERCHANDISE 


No. 1—Children’s and Misses’ Plug Oxfords, Cherry 
Chrome Uppers, Oak and Textan Soles. Sizes 5 to 2. . . $0.80 
Same Styles for Ladies, sizes 2144 to5%.............. 1.10 


No. 2—Children’s and Misses’ Barefoot Sandals, Cherry 
Chrome Upper, Oak or Textan Soles. Sizes 5 to 2..... 


Same Style for Ladies, sizes 2144 to5%............... 1.10 
No. 3—Ladies’ Cherry Chrome Sport Oxfords, Rubber 
Seoul, Chat Sea Feet Soe to 7. ee. Se 1.80 
No. 4— Ladies’ Tan Ankle Tie, Textan Sole. 21% to 6.... 1.00 
No. 5—Boys’ Tan Blucher Oxford, Rubber Heel, Oak or 
po RO er a 1.40 
Same in Cherry Chrome, 214 to5%................ 1.70 
eas he es, Be Yn. 8 Se eS... SSE ae 2.00 
No. 6—Boys’ Tan Ventilated Oxford, Outside Heel, Textan 
ee: SI cece kee beer ocee tle ote te 1.40 
Same Style for Men: 6 to 1450-2055 Wiese ei 1.60 
No. 7—Children’s and Misses’ Heavy Black Chrome Bal 
Rae Gee OE Bea oso Kev s belo hee bce Ue eal 1.00 
No. 8—Children’s and Misses’ Gray Ooze Blucher, Lace, 
PA MLS oo oo SRA ca Peer hs caved ees -90 


Same Height as No. 7. 


These prices are from 25 per cent to 50 per cent 
under the prices that are being asked for Ox- 
fords and Sandals that are made in the same 
manner for the spring of 1921. 


It will pay you to take advantage if you are 
satisfied with the regular stitchdown shoes. 
We are not satisfied, hence the desire to clean 
these up at the extreme low prices we offer. 
Don’t make any mistake—these are regular 
goods. 


Most all of the above styles made with solid 
grain leather insoles. 


E. J. RAMSEY CO. 


967 ATLANTIC AVENUE - - BROOKLYN, N. Y. 


Jan. 29, 1921 
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Hurley, William M. Hurley, Jack Mar- 
celle, Chas. F. Maxwell. 

Rice & Hutchins, Inc., W. G. Denni- 
son, H. P. Smith, George Dahlman, 
Dave Parker, E. Marten, John Ripple, 
George Wilson, O. Reinboldt, B. M. 
Johns, W. G. Colvin, J. L. Proctor, 
E. Harney, B. M. Mills, T. G. Morfit, 
W. T. Frances, Jimmie Gorman, Wil- 
liam Woody and Tom Byrnes. 

F. M. Hoyt Shoe Company, H. O. 
Warren, R. Jones, A. V. Adams, C. H. 
Geissler, E. Teasdale, J. Murray. 


Foster Rubber Heel Company, 
“Billy” Noll. 
Williams, Kneeland Company, 


Thomas Meade, Jr. 

United Shoe Machinery Company, 
Major Cahill, with a big corps of 
clever, snappy live wires. 


Israe] at Milwaukee 


Maurice Israel of I. Ravich & Sons, 
New York, makers of the Priscilla 





MAURICE ISRAEL 


buckle, returned last week from a trip 
among Canadian manufacturers, and 
then went to the big convention at 
Milwaukee. 


New Walk-Over Man 


Weston Townsend is a new man on 
the selling staff of the Geo. E. Keith 
Company and will travel a territory for 
the firm in the Central States. He has 
been employed in the executive offices 
of the concern at Campello and has just 
been promoted to the selling position. 


Rost, Jr., with Clinton 


F. J. Rost, Jr., has jomed the sales 
organization of the Clinton Shoe Mfg. 
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Co., Clinton, Ia., as representative in 
the Chicago and suburban district. 
Mr. Rost for eight years was associated 
with the selling staff of the Beals-Pratt 
Shoe Company’s factory at Watertown, 
Wis., working in the middle western 
territory. 


BOSTON HOUSE PLANS BIG FOR 
1921 


Important Additions to C. S. 
Stearns Shoe Company 


The C. S. Stearns Shoe Company of 
275 Congress Street, Boston, started the 
New Year with important additions to 
the organization which will no doubt be 
interesting to the many customers of 
this long established shoe house. 

Notable among the new members of 
the organization are Messrs. F. Paul 
Welsch and W. R. Battey, both of 
whom are of long experience and con- 
nection with both shoe wholesaling and 
retailing. Mr. Welsch has been for 





W. R. BATTEY 


many years importantly connected with 
Parker Holmes & Co. of Boston, Mass., 
and with this progressive house has 
gained an experience which cannot be 
anything but valuable. Mr. Battey as 
a prominent retailer of shoes in Hart- 
ford, Conn., affords a maximum knowl- 
edge of retailing shoes to the company 
which should surely be of definite and 
helpful importance. 


The Energetic Type 


Both above mentioned men are of the 
energetic and pushing type and their 
efforts should give a decided impetus to 
the future of the C. S. Stearns Shoe 
Company. 

The C. S. Stearns Shoe Company is 
one of the oldest houses in the Boston 
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market, having operated for the past 35 
years. Their principal specialty has 
been the “Long Walker’ line of men’s 
shoes. Plans for the future contemplate 
a considerable addition to territories to 
be covered and a partial list of their 
salesmen, together with their territories, 
follows: 
Men and States 

L. E. Darling, Connecticut; B. F. 
Bigelow, Local and Southern Massa- 
chusetts; Frank F. McIntyre, Local 
and Northern Massachusetts; A. B. 
Card, Maine and New Hampshire; 
W. J. Galvin, Western Massachusetts 
and Eastern New York State; M. R. 
Lewis, California; C. A. Hahn, Ohio; 
M. L. Aaronson, Texas and Oklahoma; 
W. C. Fletcher, Indiana; E. H. Vos- 
burgh, New York State; M. F. Brown, 
Kentucky; E. C. Cornwell, Kansas and 
Colorado; A. L. Sendall, Illinois; J. E. 
Dickens, Maryland; M. R. Lauria, 





Photo by White 


F. PAUL WELSCH 


Connecticut and Rhode Island; K. H. 
Lundquist, Vermont. 


**KEEPING OPEN HOUSE” 
Says J. R. Rounding, With J. J. 
Grover’s Sons 

The J. J. Grover salesmen have been 
keeping “‘open house’ during the past 
few weeks at the Boston office, 183 
Essex Street, and have for the last fort- 
night been entertaining the buyers, 
remarked J. R. Rounding, just before 
the Round Table group of the Boston 
Retail Shoe Salesmen Institute met at 
the Boston Shoe Trades’ Club, January 
20, last. ‘“‘I expect to start out on my 
visits to the large cities of the Middle 
West about March 1.” 
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YOUR Shoes Made 
and Shipped : 


Two Weeks After You Order! | ‘ 


The Old Not only shipped but made. 

Burt & Packard Get the full importance of that? 

Line of Made according to your own specifications, 

pe oy with your own special markings, no restrictions of 
Korrect Shape any kind. Send us lining number, if of our make, 

Shoes or a sample of any shoe you wish. We will dupli- 


cate it as nearly as possible and have your order 
on the way to you in two weeks. Prices based on 
lowest market quotations at the time order is 
received. 


Order only what you need as you need it and 
when you need it on our famous 





Made b | 
Field & Flint Co Eimer LENCY 


Quick Delivery 
Service 


(Note. Months of careful planning are back of this plan for meeting the emergency that exists today. No time has been. 
saved in those processes of manufacture of which time is an element. The shoes stay on the lasts the required number of 
days. They are as high quality in every respect as they would be were they in the making for several months.) 


FIELD & FLINT CO. 


SUCCESSORS TO BURT & PACKARD COMPANY 
—22& MONTELLO STA. BROCKTON, MASS. 
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Swartz Reports Optimistically 


Stanley B. Swartz of Brockton, sales- 
man for Rice & Hutchins, Inc.,is another 
on the list reporting that the shoe in- 
dustry is steadily improving. He has 
just returned from a trip with several 
orders and will soon be out on the road 
again. ; 

‘‘While the dealers are buying only 
in small lots, nevertheless they are buy- 
ing and it means business,”’ he states. 


Off February 1 


H. V. Nichols, who travels all of New 
England for Luedke-Schaefer Shoe 
Company, will start out with his new 
samples February 1. Mr. Nichols came 





H. V. NICHOLS 
With Luedke-Schaefer Shoe Co. 


home about the first of December and 
since that time has been studying what 
would best suit his trade in the men’s, 
youths’, little gent’s and boys’ heavy 
welts of the “‘Milwaukee King” line. 


THE NATIONAL CONVENTION 


Shoe Travelers Well Pleased With 
Results 


Shoe travelers who attended the 
annual convention of the N. S. T. A. 
at Des Moines are pretty well satisfied 
with the result of the meeting. Frank 
B. King of Chicago was elected Vice- 
President, practically without opposi- 
tion. In the National Shoe Travelers’ 
organization the Vice-President is in 
position to perform a more important 
service than in many similar organiza- 
tions. 

Well Defined Plans 

Mr. King has some very definite 
ideas of the duties devolving upon the 
vice-president of this association and is 
already laying his plans for an educa- 
tional campaign which will undoubtedly 
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fortify shoe travelers who take ad- 
vantage of the program which he will 
outline, with a store of information 
which can be used for the benefit of 
himself and also of the merchants with 
whom they come in contact. 


July Shoe Exposition 

It has been definitely decided that 
the Chicago Association of Shoe Travel- 
ers will hold a semi-annual exposition in 
July as heretofore. During the Mil- 
waukee convention it was arranged to 
hold the annual convention of the 
Illinois Retail Shoe Dealers’ Association 
in Chicago in July. The two affairs 
will be closely linked together as was 
the case a year ago. 


BUZEK’S RESOLUTION PASSED 


Secretary-Treasurer of Cleveland 
Travelers Urged Important Measure 


E. F. Buzek, secretary-treasurer of 
the Cleveland Shoe Travelers’ Club, 
returned home Friday, after attending 
the annual convention of shoe travelers 
at Des Moines, Ia., last week. 

Mr. Buzek was the author of a 
resolution providing for the placing 
of hotel rates in offices and rooms, 
which was adopted by unanimous 
vote of the delegates. Under the 
proposed measure hotels will be re- 
quired to display in a prominent place 
in the office a schedule of rates for 
rooms, the same schedule would also 
be placed in each room in the hotels. 


Such a law is in force in Iowa and a - 





E. F. BUZEK 


The Author of Hotel Rate Posting 


Resolution 


few other states, and it has achieved 
good results for the traveler. 
The local club has a committee ar- 
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ranging to draft the measure and have 
it introduced in the Ohio General 
Assembly. 


Nelson with Burrows 

The Burrows Shoe Company has an- 
nounced that Elmer E. Nelson will 
cover Denver, the West Coast and the 
Mountain States. Mr. Nelson has been 
in the shoe business for thirty years, 
spending twenty years on the coast. 
His office will be at 563 South Los Ange- 
les Street, Los Angeles, Cal. 


Hootkins with Beacon 


William Hootkins who, for many 
years, traveled the State of Iowa for 





WILLIAM HOOTKINS 
Who Travels Iowa for F. M. Hoyt Shoe 
Company 


the F. M. Hoyt Shoe Company, but 
who, during the past year, represented 
the Racine Shoe Company in Texas, is 
again back with his old firm. Mr. 
Hootkins as of yore will cover the 
State of Iowa selling Beacon shoes. 


W. C. MARTIN DEAD 


Oldest Salesman of United States 
Rubber Company, Cincinnati 
Branch 

The many friends of W. C. Martin, or 
“‘Will” as he was usually known, will un- 
doubtedly be surprised to hear that he 
was taken very ill on his third day out 
with rubber footwear, which resulted in 
his death, January 10. He was the 
oldest salesman at the Cincinnati branch 
of the United States Rubber Company 
and one of the oldest shoe men in that 
section of the State. 

Mr. Martin was formerly junior part- 
ner of the Forwood Shoe Company, 
which was purchased by the United 
States Rubber Company for its Cincin- 
nati branch several years ago. He died 
at the age of seventy years. 
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SILK OXFORDS 


Staple Colors 
Pat. 350—*%-in. Flat, Fabric Tip. | 
Pat. 410— 1-in. Flat, Fabric Tip. 
76 -in. Tubular, Fabric Tip. 


Pat. 835— 
Pat. 266—-in. Tubular, Fabric Tip. 








MERCERIZED OXFORDS 
Staple Colors 
l at. 2361—%-in. Flat. Metal Tip. 
Pat. 75— 1-in. Flat, Metal Tip. 


Write for New Price List 


eee ee ee 


2) 
u“) 


oy: 








MERCERIZED LACES MERCERIZED LACES 
“Metal Tip” All Colors 
. 226—Round, Soft Finish. ; Pat. 150—Round, High Grade, “Fairy 
. 225—Round, Hard Finish (not illus Tip 
trated). Pat. 684—Narrow, Tubular, “Fabric Tip.” 
Staple Shades only. 


. 330—Tubular, N Width. 
Me Tela, Medium Width CH ANDLER’S NOVELTIES | = 610—Narrow. Tabata. “Nufashond 
bi : C.A. BROWNING CO. Pat. 686—Wide. Tubular, “Fabric Tip.” 


AGENTS 
30 FRANKLIN ST., BOSTON,MASS 


























SOMONE 


Mey 


**The Frelt Stitchdown 
that has made good.’’ 


IN STOCK 


** Youngster” Shoes that 
possess serviceability 
and wearability at a 
fair price. 






































FULL BROGUE CORDOVAN 
BAL WITH RUBBER DOUB- 
LER, ON THE HAGUE LAST. 





——No Tacks 

—No Nails 
Note the Button and 
New Prices Lace. Foot- 

form Last. 


de Lenten nt ent Tt Th toy: 





POOLE 1 & JOHNSTON 


FACTUI 


TRUITT BROS., Ine. 
BINGHAMTON NEW YORK 





BROCKTON , M: \SS 


See Le elie miiiniiiielniiiiiitell TU NOME 


PU ely 
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KEEP “IN STEP!” 


Strap! Strap! Strap! The Tide Has Turned, Boys—Optimism vs. Pessimism—Smile—“Damit”—Smile. 

















INSTEP STRAPS, PLAIN OR ORNAMENTED 


Pat. 7-3 and 7-5 (Illustrated)—Jet or Steel Ornaments on Black Satin, Pat- Plain Straps—One Piece Side Button Instep Straps ‘in Black Satin, Patent 
ent Leather, Bright and Dull Black Kid, Gun Metal. Other designs of Leather, Bright and Dull Black Kid, Gun Metal, White Canvas, $3.00 
Ornamentation. dozen pair. Plain Gold or Silver Cloth, $4.75 dozen pair. Sample 

Prices range from $7.00 to $9.00 dozen pair Pairs Sent on Request. 


. Browning Co. (Sole Agents) CHANDLER’S SHOE NOVELTIES 50 rranttin se.; noston, Mase. 
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No. 1116/2 


(Iron Cast) 
STANDARD SIZES AND FINISHES 


SCORES HIGHEST ON SPORTS SHOES 


Let’s talk “brass tacks.” Sales records prove 
No. 1116% Buckles to be universally popular for 
sports footwear and bought consistently by prom- 
inent manufacturers. 

In design, material and finish they express our 
best efforts, and embody the experience of years of 
buckle manufacturing applied directly to modern 
needs. 


Samples free upon request. 
SALES OFFICES NORTH & JUDD 


NEW YORK MANUFACTURING CO 


CHICAGO NEW BRITAIN lee 
TGs 
| Sats 


ANCORUETEEOEHeReereREEEENY 


CCRRGUDEODRE SSE GH EOEE ED 


SAN FRANCISCO 
ST. LOUIS CONNECTICUT 








HARDWARE 


ne fd | 
PRODUCTS COUULEDOBACeeRCRLeeDeTtETeT iE 
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STYLE | L&22=>| VALUE 


Olly QUALITY p 


THE THREE OUTSTANDING FEATURES OF THE 
NEW SAMPLE LINE FOR 1921 


Present season Companions are now ready for presentation to the trade. All colors. The best selling 
designs—and absolute quality are their characteristics. It’s time to buy now. 
If your jobber does not have them—write us. 


REPUBLIC FELT SHOE CORPORATION 
899 KENT AVENUE 2 ° e . BROOKLYN, N. Y. 
RRR eeeeeeeeeeeeeeeeeeeeeeeeee 
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THE 


SD) 


S HOE The correct 


FOR MEN dancing shoe 
for every 
occasion 


Number 628 
_ (unbranded) 
A, B, 7-10. C, D, 6-10 


Patent Colt ; 
Lace Oxford Ritz Last 
Plain Toe — Flexible Sole 


- $6.50 





Code word “Bond”’ 
IN STOCK NOW 
M. A. PACKARD COMPANY 


Brockton, Mass. 


© pees 
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ARCH PRESERVER SALESMEN 


Roster of Selby Representatives and 
Their Territories 


J. B. Antrim—Office No. 206 Bell 
Block, Cincinnati, Ohio—Alabama, 
Louisiana, Mississippi. W. A. Bodine— 
1710 W. Broadway, Mount Vernon, IIl. 
—South Eastern Illinois, special towns 
in Indiana. J. C. Flynn—125 Buell 
Avenue, Joliet, I[ll.—Northern IIL, 
special towns in Wisconsin and Minne- 
sota. R. L. Garrett—1427 Whitney 
Street, Augusta, Ga.—Florida, Georgia. 
R. L. Gilbert—1224 4th Street, Ports- 
mouth, Ohio—North Western Michi- 
gan, NorthernIndiana. F.C. Heer and 
John Reiten, Asst.—Office 1101 Great 
Northern Building, Chicago, Ill.— 
Eastern Iowa, Chicago, St. Louis, Kan- 
sas City, Milwaukee. A. E. Hume— 
Office 206 Bell Block, Cincinnati, Ohio 
—Kentucky, Tennessee, special towns 
in Alabama and Mississippi. S. T. 
Langdon—Vincennes, Ind.—Iowa. L. 
L. Lindsey and J. P. Lorey, Asst.— 
Office 308 Washington Arcade, Detroit, 
Mich.—Michigan, special towns in In- 
diana, Canada. R. L. Lloyd—1512 W. 
31st Street, Minneapolis, Minn.— Wis- 
consin, South Western Minnesota. J. P. 
Lucas—Office 507 Lemcke Building, 
Indianapolis, Ind.—Central and South- 
ern Indiana. S. E. McDaniel—305 W. 
Main Street, Zanesville, Ohio—Ne- 
braska. H. E. Marconnet—Office 1421 
Bush Terminal Building, 42nd Street 
and Broadway, New York City— 
Greater New York and New England. 
W. H. Morris—1803 Brownell Avenue, 
Kansas City, Mo.—Kansas. J. E. 
Newman—431 W. 31st Street, Los 
Angeles, Cal.—Northern Minnesota, 
North Dakota, South Dakota, special 
towns in Montana and Wyoming, Win- 
nipeg, Canada. F. G. Peterson—713 
Roanoke Street, Seattle, Wash.— Ore- 
gon, Washington. J.S. Quinn—care of 
Quinn Bros., Sedalia, Mo.—Missouri, 
special towns in Kansas. G. L. Risley 
—Office Crumrine Building, 45 W. Long 
Street, Columbus, Ohio—Western Ohio. 


C. A. Risley—Office Crumrine Build- 


ing, 45 W. Long Street, Columbus, 
Ohio—Eastern Ohio, Wheeling, W. Va. 
Chan D. Risley—Office Crumrine Build- 
ing, 45 W. Long Street, Columbus, 
Ohio—Central and Western New York, 
North Western Pennsylvania. L. H. Rit- 
ter—3119 Bliss Street, El Paso, Texas— 
Arizona, New Mexico, special towns in 
California and Texas. P.A.R. Ritter, 
C. A. Ritter, Asst., W. P. Ritter, Asst., 
J. L. Carson, Asst.—315 Andrews Build- 
ing, Dallas, Texas—Arkansas, Okla- 
homa, Central and Eastern Texas. J.C. 
Sears—1624 Grant Street, Portsmouth, 
Ohio— Maryland, Southern Ohio, West- 
ern Pa. and West Virginia. Jos. Shaw, 
P. W. Craig, Asst.—Office 600-600A 





Denckla Building, 11th and Market, 
Philadelphia, Pa.—Eastern Pa., Dela- 
ware, Washington, D. C., Baltimore, 
special towns in New Jersey and Vir- 
ginia. H. J. Shull—501 Jacobson Build- 
ing, Denver, Colo:—Colorado. J. A. 
Vonderembse—1523 11th Street, Ports- 
mouth, Ohio—Virginia, W. Virginia, 
special towns in Tennessee, Kentucky 
and Ohio. Harry Williams—1215 4th 
Street, Portsmouth, Ohio—North Caro- 
lina, South Carolina. A. V. Wolcott— 


Office Angelus Hotel, Los Angeles, Cal. 





SOME SALESMEN’S DON’TS 
By David Gibson—Published 


in **Nesco News’”’ 


Don’t argue—illustrate. 

Don’t ever tell a prospect that 
he is mistaken. 

Don’t wear anything to attract 
or concentrate the eye of the 
prospect on your dress. 

Don’t ask the prospect a ques- 
tion to which he can say “No.” 

Don’t talk price; talk quality, 
even though your price is low. 

Don’t run down the other 
fellow’s goods; talk the “reason 
why” of your goods. 

Don’t say anything against the 
goods on which the prospect 
looks with favor, for you will 
offend his judgment on which 
every man prides himself. 

Don’t contrast your goods with 
those of a competitor which the 
prospect has been using or knows 
about, talk your goods and let the 
prospect do the contrasting. 

Don’t forget that there are 
more possible orders in a large 
number of fair prospects—so 
work, and make a large number 
of calls. 

Don’t neglect to read the trade 
journals in your line. 

Don’t smoke in the presence 
of a prospect unless he invites you 
to do so. 











—California, Washington, Vancouver 
and Victoria, B. C., Hawaiian Islands, 
special towns in Washington and Oregon. 
J. G. Wolcott—532 Pacific Building, 
San Francisco, Cal.—Idaho, Montana, 
Nevada, Utah and Wyoming. 


TRAVELERS AT DES MOINES 
A Roll Call Is Taken by T. A. Delany 


E. A. Bailey, G. S. Sanders, Wm. Noll, 
Albert L. Smith, F. B. Crowley, I. F. 
Oberfield, D. P. O’Connell, F. J. Weber, 
F. B. Gross, C. W. Robinson, Henry D. 
Kuehn, J. A. Johnson, A. I. Benedict, 
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L. D. Ream, W. C. Patterson, W. M. 
Oakman, R. J. McDonald, L. W. 
Keaster, G. Simpson, E. F. Buzek, 
Geo. Woodruff, E. J. Cutter, John 
Kowalsky, B. B. Davis, Harry H. Wil- 
son, A. J. Starr, Merwin Simons, F. M. 
Johnston, Charles K. Swenson, Jos. J. 
Heckman, Geo. M. Graham, M. Fire- 
side, J. N. Volkel, W. A. Leszezynski, 
Chas. J. Shaver, Arthur Schilling, A. J. 
Spring, T. A. Delany, J. E. Wm. Pres- 
cott, Claude S. Orr, Frank H. Taylor, 
J. J. Kaltenbrun, A. F. Jenks, George 
M. D. Posey, L. R. Wallace, R. L. 
Cooper, Ross Bates, Henry H. Lamers, 
Thos. Nixon, Edward W. Murray, 
Frank J. Larkin, L. L. Tmig. Max 
Tenscher, F. L. Wells, E.- F. Me- 
Cabe, L. C. Byrne, ‘E. O. Graham, 
Geo. Adams. 


TO HANDLE SACHS SHOES 


Louis Jacobs’ Headquarters, 127 
Duane Street, New York 

Louis Jacobs, who will be remembered 
as formerly with A. M. Creighton, Lynn, 
Mass., is now representing the Sachs 
Shoe Mfg. Company of Cincinnati, 
Ohio, as its Eastern salesmanager. He 
is making his headquarters at 127 Duane 
Street, New York City, Room 36, and 
his show room displays a full line of 
fashionable, popular-priced women’s 
shoes. He has prepared an excellent 
Spring line replete with snap and variety 
which invites the inspection of the trade. 


For Square Deal 

Judging from previous experience, 
there is no doubt but that Mr. Jacobs 
will make his usual success. His un- 
failing courtesy and square dealing by 
his customers, make him popular and 
most agreeable to do business with. That 
goes for his salesforce, too. All familiar 
with his methods know that they can 
count upon him and his associates for 
the very best business service. 


ON EXECUTIVE STAFF 
Henry Phillips Appointed General 
Supervisor of Saks-Meth Sales 

Henry Phillips, who has recently been 
made secretary of the Saks-Meth Shoe 
Company, one of the more recent of the 
New York shoe houses specializing in wo- 
men’s novelty footwear, will exercise a 
general supervision over sales, and will 
personally call upon the trade of the 
larger cities, such as New York, Balti- 
more, Washington, Philadelphia, etc. 

Mr. Phillips has had a long associa- 
tion in the shoe trade and enjoys an ex- 
tensive acquaintance with the buyers of 
the country. His addition to the execu- 
tive staff of the company will mean a 
great deal to the house, which promises 
to become one of the aggressive mem- 
bers of the trade of New York. 
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A Shoe That’s Selling Strong, Right Now 
Price $6.00 


NUMBER 332 


A “Keith’s Konqueror’’ Brogue for Women. Made up in 
our usual careful way of tan calf and carries a 1-inch heel 


AA-D — Sizes 2-8 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station) MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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Turn your Opera Pumps into right away sales at very small cost, using our 


CONVERTING INSTEP STRAPS 


Just attach a small button on each side of the pump and you have the new strap effect 


No. 304 No. 306 


=e = 


The above strap comes in Black Satin with a Steel Beaded 
Design. $12.00 per dozen pairs. 
The above strap is made in Patent Leather, Dull Kid, White 
No. 301 Kid and Glazed Kid. $7.80 per dozen pairs. 


Dull Kid, Patent Leather, Glazed Kid, White Kid, Black 
Satin. $7.20 per dozen pairs. Also Silver Cloth at $12.00 
per dozen pairs. Same Leathers as above. $7.20 per dozen pairs. 


THE H. L. HYMES CO. 


19 East 17th Street, NEW YORK CITY 


Write for our Catalogue of Newest Salesmen wanted to carry above 


Shoe Specialties Straps as side line 
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THESE QUALITY TURNS IN STOCK 
IMMEDIATE SHIPMENTS 











































i No. 843 No. 845 
x ‘O. 
No. 846 No. 847 'o, 844 
| No. 844 
! weet re) ante S oo Srep No. 847—Barnet’s Russia Calf One Strap ie. 845—I 5 ae ae om a bE ar 
anh Sole, Baby Louis Heel. Widths AA to C Turn. Collar, and Underlay-In-Strap of Ooze Calf aro trap H 1 Eh — 
P. 5.75 Ooze to match. Widths AA, A, B,C. Sizes Buckles, 17-8 Full Louis Hee eavy Turn 
TICE eee eee ee ete eee ee eens $ Dri $6.25 Sole. Widths AA to C. Price...... $6.50 
— Oo e lo ee - 
. No. 846—Black Kid One Strap. Same as No. 844—Same as 845, made - in Bar- 
above. Baby Louis Heel. Widths A to C. net’s Medium Shade Russia Calf. 
eae Pree Pe eeet $5 .00 a oat ata Hicks Rae soaked 











No. 842 





No. 814 













No. 842—Skinner’s No. 400 Satin Two No. 814—Skinner'’s No. 400 Black Satin 
Strap. .17-8 Full Louis Heel, Heavy Turn One Strap. Heavy Turn Sole, Baby Louis 
Sole. Widths AA to C. Price...... $6.00 Heel. Widths AA, A, B,C, D. Price $5.75 













(SINGLE PAIRS 25 CENTS EXTRA) 
TERMS, NET 30 DAYS 


ELLIS, EDDY COMPANY 


Shoemakers 









Haverhill Massachusetts 
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Stock No. X363—Code, “SALOME.” Stock No. X379—Code, “COLLEEN.” 

Black Satin Side Seam Opera, Jet Beaded Black Satin “‘Mary.”” Jet Beaded Throat 

Vamp, 23s-inch Full Louis Heel. AA to and Strap. Genuine Black Kid Linings, 

Cc Riay also be obtained at the Mont- 23-inch Full Louis Heel. AA to C. May 

pomery. Kansas City and San Francisco also be obtained at the Montgomery, Kan- 
epots. Price $6 sas City and San Francisco Depots. 


Uérrect Dodge- 
FOR ALL OCCASIONS 


IN STOCK 
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Here are some beautiful new 
stock slippers with low cut 
vamps and brand new strap 
and beaded effects. 


a ot oo a 
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Stock No. X389—Code, “BRENDA.” Stock No. X377—Code, “PRINCESS.” 
Imported Silver Cloth “Cecelia,” 2 inch pecans wal Se tee One 
> A . * in ° 
Full Louis Heel. AA to C. Price. . .$8. AA . Gas eae chennd oc oe 

Montgomery, Kansas City and San Fran- 
cisco Depots. Price $7.50 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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rH STOCK DEPOTS : 
= MONTGOMERY, ALA. BOSTON, MASS. __ 
= Depot at 223 First National Depot at 179 Lincoln Street. ' 
roi: Bank Building. H. N. Wheeler, Raymond A. Gillette, Manager. ' au 
es Manager, H 
: KANSAS CITY,MO SAN FRANCISCO, CAL. H 
‘ Depot at 211 Sheidley Building. Depot at 770 Mission Street. 
H f H. W. Drake, Manager Solly Schweitzer, Manager. 
: eo 
- 80S 
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IN STOCK 


BRANDED 
AND UNBRANDED 


TUT U@ LOL OT OLLI O LOLOL L PL PL TT 


B633—Brown Cordovan Oxford. Tremont 
Last. Code—Craft. Widths, AA to D. 


B647—Cherry[Calf Brogue Oxford. Tremont B637—No. 4 Gallun’s Calf Brogue Oxford. 
Last. Code—Classic. Widths, AA to D. Brogue Last. Code—Custom. Widths, AA 
to VD. 
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CHARLES A. EATON COMPANY 


** The Sterling Shoemakers of New England ”’ 


BOSTON — 207 Essex S DETROIT — 461 Book Buildi 
NEW YORK — 127 Sunew eases B ROC KTON, M A SS. ATLANTA — 238 Peachtree seeks 
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IN- STOCK Colonials 


Straps 


The Newest Styles For 
Spring Ready Now 
To Ship 


350—Black Kid Strap | Covered 
Full Louis Heel. A-D $5.00 


396—Patent Strap Sandal, Covered Full 
Louis Heel. A-D 4.50 


247—Mahogany Calf Strap Sandal, 
Leather Louis Heel. B-D 4.50 


355—Dull Kid Strap Sandal, ome 
Louis Heel. A-D. 4.50 


353— ~- Kid Strap Sandal, Cuban H Heel. 
A-D 4.50 


126 








Theos 








Style 231 Style 211 




















a> © Kid Colonial, Cuban Heel. 


212—Same in Black Kid. A-D........ 4.25 
209—Same in Patent. 
—e in Patent, 


231—Black Suede Theo Tie, Covered Full 

Louis Heel. B-D 
232—Same in Brown Nubuck. A-D. 
233—Same in Beaver Nubuck. A-D. ¥ 
236—Same in White Kid. C-D........ : 
235—Same in Black Kid. B-D " 
—— Kid Theo Tie, Leather Louis 

ee _ 4.25 

204—Same in Patent. / 
109—Same in Black Kid. 


A-D 4.2 
Black Buckle. 
4 


216—Black Kid Cas al, Covered Full 
Louis Heel. A-D 7 
255—Same in Gray Kid. A-C........ 5.00 
—— ay wl —ee. Leather Louis 
4. 


1 
207—Same in Dull Kid. A-D......... 4.25 


206—Same in Patent. A-D........... 4.25 
4.00 


The Boardman Shoe 
Company 


564 ATLANTIC AVENUE 
Boston (9) Mass. 





WITH CUBAN HEEL 
260—Black Kid Theo Tie. A-D... 
110—Same in Black - 2 e cae te 


217—Same in Patent, Black Buckle. A-D 3.50 
315—Patent Colonial, Covered Full Louis 
261—Same in Patent ~~ Black Satin Beaded Buckle. 

5. 
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; QUALITY FELT SLIPPERS 


for 


MEN — WOMEN — CHILDREN 


Visit our Boston Office—H. R. 
Holden & Co., 134 Summer Street, 
F.J. H. Jones, N. E. Representative. 


FELT SLIPPER CO. 


Worcester, Mass. 





Spring Time Is Near 
BAREFOOT SANDALS 


and 


PLAY SHOES 


Will Be in Demand 


LLL LLL 


MARTIN 
76A May Street - 
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TT 


LOW PRICED—To meet the 
trend to economy 





BOUDOIRS In Stock 


BUY DIRECT FROM MANUFACTURERS 

AND GET BETTER VALUES. Made of 

A. C. Lawrence fine Chevrita 

with grees sock linings, 

large silk pompoms and fine 

hand turned soles. Our bou- 

doirs are carefully made and 

No. 444 satisfy particular trade. 
Price $1.40 Priced on today’s low leather 
Sizes 24 to 8 Terms 5% 10 days market. 


DURABLE—To meet the need for service 


We Have a Complete Stock— 
Rightly Priced 


Write for Details 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 











SALEM SHOE COMPANY 


SALEM, NEW HAMPSHIRE 
(Remember it’s New Hampshire) 
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VISIBLE 
EYELETS «il 


—not invisible | 


egg 


































































































































































































Your smart, well-dressed custom- 
ers are finding fault with the so-called 
invisible eyelet. They say the in- 
visible eyelet is troublesome to lace. 
The eyelet hole elongates, pulls out, 
frays, and spoils the appearance of a 
shoe. “Why,” they ask, “can’t we 
have neat appearing shoes with visible 
eyelets?” 













































































Mr. Retailer, this demand is not 
imaginary. It is real. So we would 
caution you to specify definitely that 
a goodly portion of your next order 
must be fitted with visible. eyelets. 
And we trust your good judgment to 
demand Diamond Brand Fast Color 
Eyelets which never wear brassy, 
but always look new. 




















































































































UNITED FAST COLOR 
EYELET COMPANY 
BOSTON, MASS. 
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All Seasons 


Wet or dry, hot or cold, the VULCO-UNIT 
BOX. TOE, absolutely waterproof, defies 
all extremes of weather. Used by the 





leading shoe manufacturers everywhere. 


Apparatus, Process and Products Patented 





Sold only by 
BECKWITH MANUFACTURING CO. 
108 Lincoln Street, Boston, Mass. 


G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, iil. St. Louis, Mo. ‘ Cincinnati, Ohio 
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Fine Black Kid 
Oxfords 


IN STOCK 





Style No. 8425 
Paris Kid Oxford on No. 168 Last, Narrow 
Toe, Kid Tip, Flexible Welt, 154 Inch Heel. 


rice $7.00 
IN STOCK—AAA to D 


Style No. 7646 
Paris Kid Oxford on No. 68 Last, Medium 
Toe, Kid Tip, Turn Sole, 14% Inch Heel. 


Price $7.00 
IN STOCK—AA to EE 





To Insure Prompt Delivery Let 
Us Have Your Qrder NOW! 


J. J. GROVER’S SONS 
COMPANY 


Makers of Soft Shoes for Tender Feet. 
LYNN - MASSACHUSETTS 


BOSTON 
183 Essex Street 
NEW YORK 
47 West 34th Street 
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THE SLIPPER WITH A SOUL 


ne 


THEY MUST BE RIGHT 





Every pair of “SOLEMATES” 
must first satisfy us—and we 
are keen critics. 


“SOLEMATES” will always 
stand for the last word in felt 
slippers. 


QUALITY— ST YLE— SERVICE 


For our mutual benefit 


Get Acquainted 


Fevtt SLIPPER Co. INC. 
220-230 West 19th St., New York 


A. Hirschfield Leo Goodkind 
President Sect. and Treas. 
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Copies of the 1921 

issue of The RUBBER 
FOOTWEAR BUYING 
GUIDE are now 

being mailed. If you 

do not receive one, 

write us for your 

copy. 





UCCESS is made by men who 
discount the future. 


Six months ago newspaper and gen- 
eral talk was pessimistic. The pres- 
ent condition of business is largely 
the result of that kind of talk. 


Now the newspaper and general 
kind of talk is optimistic. It is fairly 
certain that in six months the busi- 
ness pendulum will have swung back 
to very nearly normal. 

Are you going to have canvas foot- 
wear and rubber footwear on your 
shelves when the public resumes 
buying? 

Gum orders should be placed by 
March I to be sure of manufac- 


ProfitableSales vs.Empty Shelves? 


turing on time. February 135 is 
about the last chance to detail 
for what is left of the canvas- 
making season. 

months _ to 
in three 


us nine 


is used 


It takes 
make what 
a 








The prices set for the season take 
into consideration every actual or 
probable reduction in cost of raw 
materials, labor and overhead due 
to increased efficiency. 


Empty shelves pay no rent. If you 
want the proper kinds of canvas 
footwear or rubber footwear for 
your trade 


Place Your Orders NOW 


Hood Rubber Products Co., Ine. 


Watertown, Massachusetts 


WHOLESALE WAREHOUSES AT 
New York, N. Y.; Des Moines, Iowa; Columbus, Ohio; Chicago, Ill.; Seattle, Wash.; 
Minneapolis, Minn.; Kansas City, Mo.; Boston, Mass.; Grand Rapids, Mich. 


Wholesale Distributers in All Principal Cities 


Jan. 29, 1921 














Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


Failures 


Lowell, Mass.—W. J. Barry Shoe Co., manufac- 
turers boys’, youths’ and little gents’ shoes, 
reported the assignees submit a copy of com- 
plete inventory which they started under date 
of Dec. 16, 1920, and which has just been 
tabulated as follows: Cash: in banks, $125.28; 
on hand, $1.21; under attachment, $659.84; 
$786.33. Liberty Bonds at par (pledged to 
secure notes pore $1,685), $1,500; 
accounts receivable, $68,472.84; due from cus- 
tomers, $13,892.49; due from officers, $39,- 
457.96; $121,823.29. Merchandise inventory at 
cost, $144,638.95; ($7,951.20 pledged to secure 
notes payable $6,105;) deposit on real estate, 
book value, $6,500; machinery and fixtures, 
book value, $21,458.58; lasts, dies and patterns, 
book value, $13,616.15; $310,323.30. 

Liabilities: Accounts payable, $138,722.91; 
notes yable ($1,685 secured by Liberty 
Bonds $1,500), $43,474.67; ($6,105 secured by 
merchandise at cost, $7,951.20;) acceptances 
payable, $37,717.10; accrued payroll, royalty 
and rental, $675; $220,589.68; capital stock, 
$80,000; surplus, $9,733.62; $39,733.62: 
$310,323.30. 

Haverhill, Mass.—Cooper-Liberty-Thompson Co., 
manufacturers women's shoes, repor an 
involuntary petition in bankruptcy has been 
filed _— them by three creditors. 

Haverhill, Mass.—Hillson & Gerber, upper leather, 
reported made an assignment to Simon 
Starensier. Liabilities are reported at about 
$50,000. 

Danvers, Mass.—Wetan Leather Co., tanners, re- 
ported filed a volemtery petition in bank- 
ruptcy scheduling liabilities at $25,646.76 
and assets $6,662.10. 

Bondsville, Mass.—M. Bielen, shoes, etc., reported 
petitioned into bankruptcy. 

Lynn, Mass.—W. H. T. Hunter Co., leather, re- 


embarr 4 
H. & J. Shoe Co., wholesale shoes, reported 
spesting of creditors was scheduled for Jan. 28. 
—_-— ae Head a shoe 
manufacturers, repor i creditors 
called for January 26, i ee : 


Elba, Ala.—Clark & Son, shoes, etc., reported ask- 


ing general extension. 


Huntsville, Ala —W. H. Collier & Co., shoes, etc., 
reported vie of creditors for January 24. 


Washington, Tyman Tabb, shoes, repor 


has through his attorney sent a letter to all 
ise at 
tates that he has 
a stock of about $15,000 and that his assets 
would By ~ not bring $8,000 at forced 
e is offering 30 cents cash and 10 cents 


of his creditors qiocing, to comprom 
es 


40 cents on the dollar. 


sale. 
in 90 day notes. 
Pratt, Kas.—Frank Barker, Jr. 
Shop), shoes, reported assigned. 
Detroit, Mich.— 


cent cash. 


(Barker Boot 


Max Solomon, shoes, etc., re- 
ported offering to compromise at 25 per 








MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


621 N. LA SALLE STREET 
CHICAGO, ILL. 





wre sr THE CHICAGO 
ond Pries WIRE CHAIR CO. 








Flint, Mich.—Gustav Glatter, shoes, etc., reported 
em assed. 

Beulah, Miss.—Sam Baskind, shoes, etc., reported 
offering to compromise. 

Kansas City, Mo.—Esther Hipsh (2206 E. 18th 
Street), shoes, reported petitioned into bank- 
ruptcy. 








MISCELLANEOUS 


AN old-established ladies’ ready-to-wear business 
will erect a new building and will sublease a 
very desirable space for an exclusive ladies’ shoe 
department. Any information further required will 
be very gladly furnished. Address C373, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


"ee CUSHION 
mae aBsea 


Insure shelf service for 
na line Of merchande . Dee 
tread steps, properly spaced, 
convenient full length handholds 
‘on both sides permit 
mounting or descending with ease. 
Both hands free to remove or re- 
lace stock without of 
fal . Cushioned Tired 
Ser ee ees 
and prevent vibration. rection 
as simple as A, B, C. Utilize 
small space. Make top shelves 
safely available for purposes. One 
style—neat of design—nicely finshed— 

a Thousands 
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WANTED TO PURCHASE 





WANTED—At once, competent man_to ‘take 

charge of our shoe department. Must be 

hustler, well experienced, and a settled man. 

State lary, jence, and ¢ references in 

a letter. Ad Fountain’s Store, Greenwood, 
iss. 








LINE WANTED 


WANTED—Manufacturer's lines of jobs in 
discontinued numbers of leather footwear to 
sell on commission to my regular customers in 
eight States. Address G. H. Bee, 50 Buttles Ave., 
Columbus, Ohio. 


WANTED—Factory line of women’s welts and 
McKays, for South Central States. Have 
established trade and travel six men. Want best 
commission proposition. 00, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ENERGETIC salesman desires to nt 
high grade shoe manufacturers in gon, 
Washington and California. Has for several years 
covered parts of Mexico, the Scandinavian coun- 
tries, Holland and the entire far East. Has es- 
tablished office and sample room. A splendid 
opportunity for quality shoe manufacturers to 
secure high class representation. Address C402, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMAN wants good woman’s stock line to 
sell in metropolitan district and surroundin, 
territory. Full particulars to K386, care Boot an 
Shoe Recorder, 127 Duane St., New York City. 


LINE WANTED 


For territory, Denver to the coast, 
growing girls’, misses’ and children’s 
welts and turns. Pennsylvania or New 
Jersey line prefer By two Al men, 
now in the above territory. Highest 
references furnished. Address C401, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





























SHOE TRUNKS WANTED 


Shoe Trunks 


Wanted to buy—two men’s shoe 
trunks; in good condition. Ad- 
dress Box 756, Haverhill, Mass. 




















FOR RENT 


STORE floor office space for rent, New York 
shoe district. Suitable for sample display. 
Address K385, care Boot and Shoe Recorder, 127 
Duane St., New York City. 


ONE OF LYNN’S LARGEST 
SHOE FACTORIES TO LET 


Well Lighted from Three Streets. 55,000 
Sq. Feet with Heat and Power. 


L. GOLDMAN 


113 Munroe St. - Lynn, Mass. 
Telephone 1255 




















FOR SALE 


OR SALE—Retail shoe store, live city. Terms 
to reliable party. C. & C. Shoe Co., Muskogee, 
Oklahoma. 











$10,000.00 


If you have above amount and are an 
experienced retail man competent to 
the busi I will sell one-half 

interest in Men’s Store, located in one. of 
the best towns in Oklahoma. Address 
C407, care Boot and Shoe Recorder, 207 











South St., Boston, Mass. 








BUSINESS OPPORTUNITY 


DO YOU WANT 
CAPITAL? 


I am desirous of buying an in- 
terest in a well-established shoe 
mfg. business, preferably in 
Eastern Massachusetts. Have 
had wide experience in all de- 
partments of making and mer- 
chandising. Best of references 
given and required. Address 
C408, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 




















WANTED TO PURCHASE 


ND 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close-outs. 

NO QUANTITY TOO LARGE 
We also hase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 


Short Term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y¥. 


Telephone Canal 9597—9598 
7 TUONO ONT 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will i 

La. FT . value for your entire or surplus 
seems bering c chart term to run taken over. 
Established 25 years. 


I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 









= 
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Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
. tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 
GLAUBERG & CO. 
296 Church St., New York, N.Y. 
Phone Canal 4119 
We also purchase clothing, 





hats, furnishing goods, etc. 














FoR SALE—Paying shoe business established 50 
years, in prosperous agricultural center, 8,000 
lation. eavy farm trade radius 20 miles. 
tock invoices $30,000, no old goods, all new stock, 
no book account, no encumbrances. Will stand 
closest investigation. Will sell on substantial cash 
payment, rest well secured notes. Will lease mod- 
ern two-story, fully store building for 
five or ten years, le terms. Reason for 
oul, death of i . Address B. Lindeman 
argaret Lindeman, Executrix, * i 
vo Delphos, Allen 


CASH PAID 


for shoe stores or surplus stocks of shoes or 

fy 
‘e send a 

a represen: e vestigate 
Kalter Cerf. Mercantile Co., Inc. 


591 Broad New York Ci 
Phone Spring 5160-5161-5162 














The NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 





WILL [stow Setters FOR 
BUY id= sua. | CASH 
osana : 22 fe eo con 
other merchandise. 

Arete... 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, 
610 Broadway, yn 


Phone, Stagg 1757 














MISCELLANEOUS 








SHOE STORE 
CHAIRS 
SETTEES 











WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St. CINCINNATI, OHIO 


Bicycle 
STEP 
LADDERS 
are made 
in many 
styles and 
to fit all 


kinds of 
shelving. 











a 
THE BICYCLE 
STEP LADDER 


COMPANY 
67 Randolh St. 
Chicago, lil. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 








“Recorder” rates for space less than one-eighth ITIONS WANTED—Four cents per word for each insertion. 
page per issue: Px Pecan ee ech insertion. Miniewam 
Space l time 7 times 13 times 26 times 52 times eng ee og a 
a $5.00 $4.00 $3.50 $3.00 $2.50 ais clliem, tedie cami ananh bo allmedl be entds abeantnamens tee 
Ro 10.00 8.00 7.00 6.00 5.00 address vaWhen advarioers, desire r ae nS Se 
3 in 15.00 12.00 10.50 9.00 7.50 cad pall tne aavaedinglp. .Rasnen to-nle anesthe cunt Gndae tether 
4in........20.00 16.00 14.00 12.00 10.00 — 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ee aed grade salesmen to sell a 
splendid line Western made children’s 
popular priced eden welt and stitch down 
shoes as a side line. Seven per cent commission. 
First class references necessary. Good territories 
open. Ozark Shoe Mfg. Co., Webb City, Missouri. 


YW /ANTED—Top notch salesman with car for 
ew Hampshire. Men’s and boys’ 


Maine and 
work shoes and semi-dress. Commission basis. 


Reasonable drawing account. Write to Albert H. 
Weinbrenner Co., 148 Duane St., New York City. 


ALESMAN WANTED—Several salesmen to 








eas! for Central States to sell semi-dress 
line of work shoes. Three samples only. A line 
in a class by itself. Address C403, P89 W. Madison 
St., Chicago. 


WANTED -Salesmen to carry line of children’s 
turn and baby welt shoes. State experiences 
and references. Address C406, — = and Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED~—Salesman for women’s medium- 
priced welt shoes in Iowa, North and South 
Dakota. Address C393, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











carry side line of felt slippers, spats and fi 
to cover Wisconsin, Minnesota and Michigan. 
Liberal commission basis. Address C396, 189 W. 
Madison St., Chicago. 
IDE LINE SALESMAN WANTED—For 
strong line of felt and house slippers. All ter- 
ritory open. Strict commission basis. State ter- 
ritory wanted. orrespondence _ confidential. 
Address C399, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
a AN WANTED—Experienced in selling 
rtment stores, shoes, leggings, spats and 
felt’ slippers. Reply_by mail giving previous ex- 
rience, salary, etc. H. Jacob & Sons, Inc., Brook- 
yn, N. Y. 
WANTED—We have openings for live wire 
salesmen to carry our factory line of soft soles, 
infants’ and children’s turns, McKays and stitch- 
downs in Texas, Oklahoma, Missouri, Kansas, 
Iowa, Nebraska and Michigan, in connection with 
present line. Liberal commission and inducements 
offered to right men. Only those thorou rand. record ac- 
quainted and with established trade a 
need apply. J.J. MacMaster, Rochester, N 


HOE SALESMEN WANTED who are in a 

territories, to carry our leather boudoir slippers 
as a side line. Good, liberal commission paid to 
the right men. Only live wires wanted in the follow- 
ing territories: New York, Pennsylvania, South 
Carolina, Alabama, Florida, Louisiana, Mississippi, 
Tennessee, Missouri, Arkansas, New Mexico, 
South Dakota, Iowa, Oklahoma, Texas, Indiana, 
Illinois, Wisconsin, Michigan, Ohio. Write Box 383, 
Haverhill, Mass. 

















OBBERS SALESMAN WANTED—Manufac- 
turer making line of men’s dress welts ranging 
in grade from snuffed mahogany sides to thejhigh- 
est grade calf, and from low-grade kid. to the 
highest grades of kid, wants salesman to sell job- 
bers. He must be acquainted with all the leading 
jobbers in the country. This line is very strong in 
every way. It includes not only 25 or 30 different 
leathers, but a large number of patterns and a 
wide selection of lasts. The workmanship and 
general finish of the shoe —_ most favorably 
with Brockton-made shoes anufacturer wishes 
to find salesman who will carry line along with 
another line. No salary or drawing account or 
expense account will be allowed. Address C405, 
care Boot and Shoe Recorder, 207 South St., Boston 
ass. 
GALESMEN WANTED—We desire immediately 
a salesman to cover Texas and Oklahoma 
with our factory-made in-stock line of children’s 
flexible turn shoes, sizes 1 to 5, which sell at 
popular prices; also children's it grade flexible 
turn shoes, sizes 2 to 6, copemialty for the 
oa exclusive trade, and ores, heel turns, sizes 
3 to 8. Our line consists of samples, every 
number shown carried in stock, goed) for im- 
mediate delivery. We not the highest 
rate of commission for selling, yA: our line 
with strong advertising direct to the trade. This 
is a real opportunity for a salesman who has estab- 
lished shoe trade accounts in the above territory. 
We assign this line only to those gg — can 


peters a large volume of 
mperial Shoe a, - * 4 








GALESMEN calling on i ro stores to 
A 4 as side line, up-to-date arch su 

Liberal commission. Territory given and ‘pro- 
tected. ‘Address C341, care 4%, and Shoe ‘Re- 
corder, 207 South Street, Boston, Mass. 


WANTED—A live wire for Wessel and the 
Dakotas to rep leadin 
factory line of Juvenile turns. Old establi 

line, many accounts in the territory. Superb 
factory stock service, liberal commission. Our 
line will work in mighty well with a short line oi 
women’s shoes or a short specialty line. Applicants 
will kindly state : 4 i x have covered 
the territory. —% a aaa 


Ad 
facturer, Established 1296" "mecheoen it 


WANTED—A real salesman, for a real line, 
. magnons heating factory - 4 “of Pa 4 
shoes. specialties at popular prices wii 

factory pny unsu Old established 
& , Short sample line, liberal commission. _ Our 
line ‘can 











coaty s ope all lars in letter of a; — ication. 
val par and, Manufacturer, Rochester, 





WANTED—Seleomen 
sota and the Dakot One hund: Hi and Bitty 
open accounts in the territory and a short, snappy 
line always three years ahead of the field. 
infants’ soft sole shoes. No 
better side line in this country—it’s a real one. 
Small, compact sample line. In application state 
how long you Save covered the territory and full 

Address F. J. Fox, manufacturer, 

ochester, N. ¥. 


Stade SALESMEN WANTED—To carry as a 
side line beaded shoe ornaments. State terri- 

ory covered. Address C380, one pee and Shoe 
| = dhe sy 207 South St., Boston, Mass. 


SALESMEN 
WANTED 


Pennsylvania, New Jersey 
Florida and Southern 
Georgia 











Only those who have made good in 
a big way considered. 


We are looking for hustling head- 
liners. 


Address with full particulars 


Edmonds Shoe Company 
Milwaukee, Wis. 








——s hageneyimtem wre sally 
salesman for our popular. Nive of chile 
dren's turn shoes, sizes 1 to 5 and 4 to 8. A stock 
Bestest on a straight 7 per cent commission 
aed apn adage shoes out of Roches- 
Samples are now ready Address Flexible 


Shoe Company, Rochester 


Salesman Wanted 


A first-class salesman to sell our line of 
ladies’ fine shoes in the States of Okla- 
homa, Kansas and Arkansas. We have an 
established trade in these States and this 
is an excellent opportunity for a high-grade 
man. Personal call at our factory will 


receive fullest consideration. 





WISE, SHAW & FEDER COMPANY 


Cincinnati, O. 








CASE LOT SALESMEN WANTED 


To sell Children’s shoes in all grades and prices. 
Warehouse and factory stocks to draw from. 
Immediate shipment and service an important 
factor. All lines made to order when shoes in 
stock not as dealers may wish. New concern 
with no high-priced stocks to consider. Qual- 
ity, not jobs, written in a Ohio, Illi- 
nois, West Virginia, Wisconsin, Minnesota, 
Michigan open. Salesmen with established 
trade wanted only. This is positive. 


H.C. Brown CoMPaANy 
CHILDREN’S SHOES 








CAPABLE SALESMEN WANTED 

Old, well established finding house 
desires several capable salesmen to handle 
as a side line on commission basis a short 
line of their goods, such as_ Leather, 
Rubber Heels, and Laces, on which — 
sales can be realized. Territory, Northern 
Illinois, Iowa, Central and Northern Min- 
nesota. Give name of concern now con- 
nected with, which will be confidential. 
Gaenslen Bros., 318 Chestnut St., Mil- 
waukee, Wis. 








Salesmen in all territories to handle 
popular priced line of Infants’ and Chil- 
dren’s Square-edge Turns, sizes 1 to 8. 
Stock proposition. One day service. 
Commission 6 per cent. Address C398, 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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which depends the progr 








BOOT AND 


bv —_—- Santas neg eye A ~ Right; not Bm on aoe 
nag he, right eine The ~~ "Shoe Re ccorder' ia to bel isto help solve it; yr at is the basic 

leather; their production distribution. 
Canadian, $6.00. Foreign, $10.00 


of Te cadnoldl kieatnedieaes 


Annual Subscription in the United States, $5.00. Per an. eT cents. 
No Subscription Accepted for Less Than One Year. 

Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


Cable Address BOOTRECO 


SHOE RECORDER 


. id for the right purpose, to 
V or 


Root Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


of the retail 








SALESMEN WANTED 
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SALESMEN WANTED 








Salesman Wanted 


A good, live salesman to sell our line of 
ladies’ fine shoes in the States of Washing- 
ton, Oregon, Utah, Idaho, Montana, 
Wyoming and North Dakota where we 
have an excellent trade established. This 
is a splendid opportunity for a high-grade 
man. Personal call at our factory will re- 


ceive fullest consideration. 


WISE, SHAW & FEDER COMPANY 


Cincinnati, O. 


WANTED 


Salesmen for Indiana, 
Qhio, Missouri 


To carry a strong line of 
Children’s Shoés in 


Turns, McKays and Welts 


Stock on floor. Give lines previously 
handled,territories covered and references. 
Address C409, care Boot and Shoe Re- 
corder, 189 West Madison St., Chicago. 

















SHOES 


He may be 

a shoe-buyer 

in a 

retail store. 
* * * 


He may be 
sales-manager 
of a 
shoe house. 

* * * 
Ora 
salesman 
on the road. 

* * * 


He may be 

an adver- 

tising man. 
x * *~ 


The man we are looking for 
knows shoes and shoe-mer- 
chandising—and he has dem- 
onstrated real selling ability. 
If you are the man, here is a 
big selling proposition with 
one of America’s big business 
papers. Address C395, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





POSITION WANTED 





| py me gy shoe man is open for position 

buyer or manager of a shoe department. 
Ten ' years’ experience. Twenty-eight years old. 
Single. “er ered a live wire. Can furnish A-1 
references. Address Ben M. Aronson, care Elks’ 
Home, Little Rock, Ark. 





PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. P ILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’! Mer- 
GEORGE W. R. HILL, Ist Vice-President 

WALTER SCOTT, 2d Vice-President 
ARTHUR D. AN ANDERSON, Secretary 


SWAIN, CARPENTER & & NAY, Counsel 
101 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 








oO 
mee 











PUBLISHERS’ NOTICE 


SUBSCRIPT1ION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
pe mde which includes postage in the United 
Sta a Hawaiian Islands, Philippine 
Islands and Mexico. The price ‘for Canada 
is $6.00 a year, including postage. 

FOREIGN SUBSCRIPTION—The price to alb 
foreign opaite except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
* Rates furnis! on application. For rates for 
Wants, for Sales, etc., see Want Page. 























POSITION WANTED 





BS AND MANAGER wishes to make 
nge. Present contract expires Feb. 1, 1921. 
Age or years. At present buyer 
shoe store doing over $175,000 business a ae 
Can furnish Al references. Address 
5 and Shoe Recorder, 207 South St., Roden, 
ass. 





Sige gem cage RE de like to oR with 
manufacturer 


oa selling ladies’ pt men’s 
shoes for en ngland States. Union Shoe Store, 
61 Cross St., Boston, Mass. 


manager of 


MANAGER WANTED 








A Sales Manager 


WITH 
Successful Shoe 
Experience 


IS WANTED 


By a boot and shoe manufacturer doing a 
large National business. 

The house is one of old standing and the 
line is popular priced and well established. 

The chief executive is young, forceful 
and progressive and places proper value on 
men who do things. 

Price will not get this job, but real, 
red-blooded, proven ability will. 

If you have had actual selling experience 
yourself 

If you can show the other fellow how to 
do it—— 

If you know the details of successful 
sales management, from analysis to quota 

pli h e. 
_If your credentials are right—and if you 
are a leader of men—— 

Then give full details about yourself 
and believe they will be treated with entire 
confidence. Address C397, care Boot and 
Shoe Recorder, 207 South Street, Boston, 
Mass. 

















OFFICES IN 


BROCKTON OFFICE: 224 Moraine St. Geo. W. 
R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. Tele- 
phone Main 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 102, Graham Bldg., 

12 uane St. H. Walter Scott, Manager. 
Telephone 2425 
PHILADELPHIA OFFICE: 929 Chestnut St. 
. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CHRCENIS ATI OFFICE: 501 First National Bank 
on an . C. Bowen, Manager. Telephone 

ain 


ROCHESTER OFFICE: 609 Powers Bldg. Ros- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 6314. 
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PERMANENT GOOD WILL 


Thousands of retailers have discovered that shoes of STERLING 
SHINY LEATHERS please and satisfy their customers—that shoes 


of STERLING SHINY LEATHERS bring these customers back 
again and again. 


If you would build permanent good will with your trade—you will 
offer your customers shoes made of these STERLING LEATHERS. 


Sterliig Kia Sterlite Golt 


BRISTOL PATENT LEATHER CO., BOSTON, MASSACHUSETTS 
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It's yours for 
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the asking wore 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 


on very easy terms. 


The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the cutfit will 


soon control all the business in his territory. 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 


paired. And they want them in a hurry. 


With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full description of our numerous outfits, each 


for a particular size shop. 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
93 Centre Street 859 Mission Street 16 No. 2nd Street 
Brockton San: +: Francisco Harrisburg, Pa. 
145 Essex Street (236 No. High Street 306 Broad Street 
Haverhill Columbus, Ohio Lynn 
87 Main Street 130 Mill Street 11 Florence Street 
Auburn, Me. Rochester Marlboro 
221 No. 13th Street 216 Chartres Street 
Philadelphia New Orleans 
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Stock Style X 2162 Stock Style X 2527 Stock Style x 
Brown Vici ty dng pow Ee okey. Imt. Mahogany Side 9-inch Boot 14-inch Boot 
Turn. Cat’s Paw Rubber Heel Cat’s Paw Rubber Heel 
Siecs Sie tone ther Louis Heeridths Sizes 244 to 8. C and D Widths Sizes 24% to 8. D Width 
Price $4.50 Pri 25 


ice $4. Price $4. 


Stock Style X 2163 Stock Style X 2526 Stock Style X 2453 
Same in Black Same as above in Gun Metal 
Price $4.25 Price $3.75 


Goodbye Prices on These 
Quality Boots 


b de finally close these numbers we have re- 
priced them as above. At these figures 
we expect them to move quickly. 


Remember---they are made on the well known 
Parker, Holmes standards which is sufficient 
statement of their value. 


PARKER, HOLMES & COMPANY 


“The House That Helps’’ 
BOSTON - - MASS. 


" "essa d as psc Se oo aa ae he Fest Office at Boston, under the ‘act of May 24, 1918 
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— Makes Detter Shoes Still Betfor— 
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eee : ‘FLOWER CITY~ 


MIDNIGHT BLUE No. 14 o 
BENCIAN BLUE Novi 

MAPLE BROWN No. 12 : 1 

BOOZIE BLUE No. 38 

HAVANA BROWN No. 10 

LIGHT BROWN No. 8 

BEAUTY BROWN No. 5 : 

he ea GCHERER’S KID adds 
ee : value to the shoe that’s 


BRONZE No 34 : made of it—a value your cus- 
WINE No. 6 : tomer can see. 7 


There’s no surer way to make 
your shoes prove their worth 
than to clothe them in Scherer’s 


Kid. 


Oscar Scherer & Bro. Inc. 


29 SPRUCE STREET, N. Y. 
FACTORY NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


‘ * >> >>> >>> 
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: MANUFACTURERS 2* 
WOMENS. GROWING GIRLS, MISSES AND CHILDRENS FOOTWEAR 
KEENE, NEW HAMPSHIRE 


Consider— 


the Values We Can Produce bie Keene © 





We are now located in Keene, 

New Hampshire, and will be 

ready to deliver oxfords after 

February 10. Our In-Stock ' 
Department will be continued. No. 1100 







Here are two of our numbers. 
Read the descriptions and 
prices and you'll get an idea 
of the values we can produce 
in Keene. 





Sizes 214-8 


We will gladly submit sam- 
D Width Only 


ples upon request. 


STOCK NO. PRICE 
1100 Women’s Brown Calf McKay . . $2.50 
1105 * Gun Metal “ .. . 2.50 
1110 ” Brown Vici “ . . . 2.65 
1115 ae Black Vici ue a ae ee 
TERMS: 5% 10 days, 2% 30 days. F. O. B. Keene, N. H. 


Write for our complete price list on Growing Girls’, Misses’ and Children’s Footwear 


RAYMOND, SWIG, MALLOY CO. 


KEENE ‘NEW HAMPSHIRE 
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Zz pe oa BE DONE 


You CAN do a large, profitable business 


on a very small stock. 








An investment of only 


TRADE MARK eT ae aR 


will equip your Children’s Shoe Department—give you a 




















gr POSNE R KY wonderful assortment of shoes on which you can build a 
SHOESGSTOCKINGS “"'™"* | 


For ALL Children and Four cack and eight spring-heel styles—shoes of recognized 
Young Ladies merit—shoes which the buying public knows and demands. 


And with these shoes go an idea and a “Service” which are 


a great step towards success. 





Order the *‘ Posner Service’? 
NOW! 














DR. A. POSNER, SHOES, Inc. 


140 WEST BROADWAY, N. Y. CITY 
Factory Roebling and Hope Streets, Brooklyn, N. Y. 











— 
———— 
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Striking Testimony to 
the Highly Developed 
Artistic Sense of Our 

. Style Originators 




















‘The skill of the technical 
execution, the grace of mod- 
elling, and the harmoniousness 
of line, give this shoe the right 
to a place among the few out- 
standing examples of really 
fine shoemaking \S Ww S 


RussiaCalf, Suede Panel Inlay (Wilson 
Process). Wood Baby Louis Heel. $6.25 


Goodyear Welt, Lea. Cuban Heel. $6.00 


WELCH, Moss & FEEHAN Co. 


113 ESSEX STREET 
HAVERHILL 


Ps. A 


COSTON SALESROOM, 183-ESSEX ST., ROOM 41': 
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“Take ’em back where you bought ’em!” 


—roars Dad, as mother shows him little Willie’s play 
shoes after one week’s wear. The soles are ripped off— 
a natural occurrence in an ordinary stitchdown. Willie’s 
parents used to think that the boy was hard on shoes, 
but now they think differently. This is the third time 
Dad has been stuck—some dent in Dad’s overhead. 


Who suffers?’ THE MERCHANT, OF COURSE! 


How much does HE lose? Well, figure it out for your- 
self. It doesn’t take long for a bad name to float over ; 

my “$ Illustration No. 1 
backyard fences. Willie’s mother to Johnnie’s mother, seme a paoh of, Stitchdows Shoo 
to Joe’s mother, and so on down the line. The result? days! wear. 
BOYCOTT! 


A sure preventative for the foregoing 


Why did Willie’s shoes rip? Because only a few strands 
of thread held the outsole to the welt. 


Play shoes made by the Ramsey Patented Process CAN- 
NOT RIP. They are double stitched with welt. The 
outsole is stitched to the insole and upper, one row not 
even touching the welt. Little Willie can kick, scuff 
and bang his feet against a stone wall. He may kick 
through the wall, but he cannot kick through the Ram- 
sey Patented Play Shoe. He can wear out the sole— 
through to his stocking—but the stitches simply 
WILL NOT BREAK. 


Who profits? THE MERCHANT, OF COURSE! 


THE PROOF—Over 750,000 Ramsey Patented Process 
Play shoes made, none returned with soles ripped. 


THE GUARANTEE—A new pair given for any Ram- 
sey Patented Process Play Shoe returned with soles 


ripped. 
PP Illustration No. 2 
Actual photograph showing shoes made by 
Remsey’s Patented Process after 122 days 
of actual wear. The principal reason for 
pe this ph is to show that, 


E. J. RAMSEY CO. pO De 


967 ATLANTIC AVE. BROOKLYN, N. Y. 


























1921 









































Walh“Croff 


FULL 
BROGUE 


No. 21 — Full 
chrome, fine ma- 
hogany calf. 
Heavy fair stitch- 
ed sole. 10-8 


















Military heel. TERMS 
Finked and ve | 20% 10 days, Net 30 


and reaJ outside Numbers 1, 2, 9, 16, 12 
wing tip 18 follows — 


and 17 as follows 


Sold only in even dozens 
on a width in the follow- 
ing size runs. 
A—4-8, 4-8 44-7 

B—3-7, 4-8, 34-8 
C—2-8, 3367) Vs 
D—2-8, 34- 7, 











Price, $4.00 


Sold only in even dozens, on a width in 
lowing size runs: 


No. 10—Blumenthal’s No. 7 Brown Kid 
o—*7 25 «i Qinch, % Fox Lace. Plain toe, single 


y, Ee ~ flexible sole, blind eyelets, leather Louis 
C—2%-6, 3-7, 4-7 exi 
b—2s-038, 34-7, 4-7 i rices heel. New last. -Price ............ $3.50 


TO CLOSE OUT 











ie. A Kid 8}4-inch, % Fox Lace. 






No. 17—10}4-in. No. 12—Black Kid 8}4-inch, 9 Fox Lace. blind eyelets, 148 eyo Ot ah 5 
Bisck Cans Betis fod aaltiy he. Syfsk 
acai oe ERs ssatsedectscssess..+.. $5.50 Ro Stans oe crore ie Brown Kid. C80 
with white fairstitch............... $4.06 
13 WORMWOOD s ST. 
soston, mass BANCROFT WALKER COMPANY stow orice 
NEW YORK OFFICE: 
10 eo 1285 er MAKERS OF SMART SHOES FOR WOMEN Rice BUILDING 


We invile you to try a dozen. We pay express if unsatisfactory. 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building asset 
for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It pre- 
serves the shape of the shoe and gives support 
to the arches and ease to the foot. It cannot 


abrade the skin. 


HE finished, fashioned and fitted shoe is in- 

tended for the foot only. Any appliances 

crowded into the shoe will cramp the foot, injure 
the arch, and destroy the shoe. 


Many people in your city have been dissatisfied 
with arch-supporting appliances. They will ap- 
preciate a line of shoes built with Crawford 


Arch-Supporting Shanks. It will pay you to 
carry a stock. 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 
J. K. Krieg Co. 
(New York) 
Philadelphia 
Rochester, N. Y. 


. San Francisco 


St. Louis, Mo. 


~ Me 











21 
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Still Going Strong 
This line has met with a 
wonderful reception. The 
secret is here—we special- fom ices Satin at B 


Bab hi a Heal a 
WORGAI: os-<en sashes. large quantities, at. POP- 


ULAR PRICES,. and 
give values in style, ap- 
pearance and wear that 
are more frequently 
found in lines for which 
much higher prices are 
asked. 


All styles illustrated are 
carried 
IN STOCK 


B-120—Black Satin Anklette, and you can order sizes B-110—Black Satin 1 Strap, 


16-8 % LXV Heel. B, C, s ; 16-8 4% LXV Heel. B, C, 
SEE tate. . nou ae $4. as needed. Sebiet.....0 es $3.25 


BRONZE BROWN and SILVER GRAY SATINS 


These are the styles they 
will wear 
NEW STUFF 
GET IN ON IT 
Snappy, quick selling 
styles. Order now for 
immediate busines and 
nage ty of the 
IN STOCK 


ren Satin 1 Strap, 4% jn = Satin 1 Strap, Baby —_ 
A er 


pen alagerte Gray Satin (ready Feb. 2) B-355—Silver Gray Satin (ready' Soy 2) 
1 Strap, 4% LXV Heel............. $3.7 1 Strap, Baby Louis Heel.......... $3.7 


A, B, C, D 2% to 8 A, B, C, D 2% to 8 




































And remember, the place to come for popular priced SATINS is always 


HANNAHSONS SHOE CO., Haverhill, Mass. 


Minimum Orders, One Dozen Pairs. Terms 2% 10 Days 
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he pilgrim spirit lives 





Copies of our book- 

lets on foreign trade 

development will be 
sent on request. 


FIRM IN FAITH that beyond the horizon are other Lands of 
Opportunity, courageous sons and daughters of New England 
adventure far from home to follow their careers. 


They prosper in blistering tropics, under flickering Northern 
Lights, in great jostling cities, on the Seven Seas and beyond 
the outposts of civilization. They are vigorous, living evidence 
of New England initiative. 


THE NATIONAL SHAWMUT BANK has also blazed new trails 
to broader opportunities. Founded as a local bank 85 years 
ago, this institution is now the centre of an international system 
of financial service. In every state and foreign land — in 
important cities and distant ports — connections have been 
established. Today, there are 1600 of these branches and 
correspondents. 


Wherever your markets for raw material or finished goods 
may be —or how unusual a personal commission you may have 
for us to execute—we are organized to protect your interests 
in any land by a quick, accurate service of exceptional scope. 


THE NATIONAL SHAWMUT BANK of BOSTON 


Resources far exceed $200,000,000 
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“Decidedly Thompson” 


STOCK OXFORDS READY TO SHIP—NOW 


Our Catalogue Ready Now Showing Sixteen 
of the- Newest and Up-to-date Shoes 

on the Market from the “Style 

Headquarters” 


Samples on Request 


Code Word—NAT 


Brown Cana? Wine’ Ti 
be Last. Widths 


Code Word—NEW 


S 638 
Price $7.50 
Gallun’s 26 Russ. Calf 
Wing Tip 4 Pc naa 
ten Widths AA-D. 

Code Word NATTY 


S 632 
Price $7.00 
Gallun’s 26 Russ. Pm! Ox., 

Vandyke Last, Saas 
Wingfoot Rubber eel. 
Widths AA-D. 

Code Word—NEWESTJ 


HOMPSON BROS .SHOE 


MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brockton (Campello), Mass. 











. 
ettes 





BASEN ARNS LS, FL Fe Ba _ as LS as we) 











12 BOOT AND SHOE RECORDER Feb. 5, 1921 











Rebirth of White Shoes 
Easter Trade 


and through 
Spring and Summer, 1921 


Specify 


Levor Grain Kid 
The Whitest White 
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Sizes 244 
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Last No. 182, 15-8 Cuban Heel. 
2% to 8. 











Widths AA to E. 


Black Suede Calf 
Brown Nubuck 
Black Glazed Kid 








BY PLACING YOUR ORDER 


NOW 





Your choice of either of the 
heels shown on Last No. 
182, in any of the following 


leathers. sine Ssh es Be AS BA ene An co E. 
Pere $4.05 a f Terre 
I apes ae 4.20 White Cloth with White Cabretta 
cebnhnes 3.45 DID noc coos sonen anes sce 


These shoes are not In Stock and will be made up as per your specifications— 


Mail Your Order NOW. 


CEO Noe Co 


Columbus O 





YOU CAN HAVE 
The SHUKRAFL TWINS 


IN YOUR STORE IN TIME FOR 


SPRING BUSINESS 
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Our Glass Fixtures 


were exclusively used in the 18 Display Cases of The Brooklyn Group Display, which 
took First Prize at the Milwaukee Convention. 


They are likewise taking prizes every day as ““Trade Drawers” with many of the best 
shoe stores in the United States and Canada and Latin America. 


Ask for our Catalog “G.F.” and look it over. 
Catalog “L” shows The Period Wood Line. 


Write for samples Window Valances. Immediate delivery. 
Ask for Leaflet (in colors) also sample swatches of our Famous Window Rugs. 


Samples Plushes on request. 
Visit our Chicago or New York Show Rooms 


THE HECHT FIXTURE CO. 


Medinah Bldg., Wells St. and Jackson Blvd. 
CHICAGO, ILL. 





New York Show Room 
65-67 E. 12th St. 
Between Broadway and 4th Ave. 
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In Friendly Warnin 


Dealers must remember that the word “Comfy” 
does not mean a soft sole felt slipper of any make, 
but is the registered trademark for the product of 
the Daniel Green Felt Shoe Company, and is regis- 
tered in the U. S. Patent Office under No. 104301. 


The word “Comfy” must not be used in shoe adver- 
tising or selling to apply to any other make of slipper 
than the Daniel Green, and we will not hesitate to 
take recourse to law to protect our property rights 
in the good will of the “Comfy” name whenever we 


find violations. 


In fairness to all concerned, please see that your 
sales people, window dressers and advertising men 
make no illegal use of the trademark word “Comfy.” 


DANIEL GREEN FELT SHOE CO. 
DOLGEVILLE, N. Y. 
_ NEW YORK OFFICE, 14, EAST 13TH STREET 


Daniel Green 


Comfy Slippers 











pense ae ete 2s ae See 


protean teat a 
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(Onverse 
Rubbers, 
: ill 


How do you 


judge rubbers? 


_ a salesman shows you his line how do 
you judge it? Of course, appearance counts 
a great deal and you can estimate the strength 
of the rubber by bending it and pulling the seams. 


But the Converse Line has more than surface value. 


Converse Rubbers wear as well as they look, 
because they are properly designed and constructed 
--the result of many years’ specialized experience 
in building the finest rubber footwear of all kinds. 
Their superiority is built in. 

There is no time to be lost in placing your 
order. We will co-operate with you on rush 


orders, but the better plan is to avoid the rush. 


**Women’s Crest” —Rubbers of pure, “tempered” 
gum rubber—well fitting —light and durable—varnished 
soles of extra tough red rubber. The heel is packed 
with layers of real leather to deaden inside friction and 
to prevent the heel from being scuffed away. A window 
in the heel lining shows this patented leather feature, a. 
sure selling argument. Built both for style and service. 


Ace-Hi Pac—Specially adapted for use in mines, 
creameries, ice houses—in foct, wherever strenuous service 
is demanded. Made of all white rubber, specially processed, 
that is better than leather. Waterproof and rotproof. 


White Cruiser—Heavy white sole, Big ““C” bottom, 
ribbed gum over, topped with Eisendrath Standwett 
leather, guaranteed waterproof and freeze-proof. Excep- 
tionally rugged and long wearing. 


CONVERSE RUBBER SHOE COMPANY, Malden, Mass. 
Service Branches: 


New York—142 Duane St. 
Chicago — 618-626 W. Jackson Blvd. 


ail 





Feb. 5, 1921 


BOOT AND SHOE RECORDER 


A novelty 2 strap made in Kids, 
Suedes and combinations on leather 


and wood heels. 


A distinctive five eyelet walking shoe. 
In Russia Calf, Black and Brown Kid 
and Tan and White contrasts. 


A one strap as different and individual 
as all Rialto models. Made in Suedes, 
Kids, Mat and combinations in high 
and low leather and covered heels. 


With novelties called for every day, 
In vain the buyer seeks— 

Uniil he finds RIALTO Shoes 
Are made up in five weeks! 


We have gone on record time and 
time again and told you of our policy 
to produce the right shoes at the right 
time. 


In other words, Rialto Footwear is 
cleanly and thoroughly made, and 
styled to create demand immediately 


when presented. 


Our co-operation in styles, deliveries 
and price has made for better than 
normal business in the houses of our 
dealers right through the past period 
from July to the present time. 


If you want novelty shoes which 
will sell, now is the time to line up 
with Rialto. 


Rialto Shoes— 
Good- All-Ways 


Anew model. Effective in Mat vamp, 
Black Suede Quarter—Patent and 


Gray contrast or solid color. 


THE 
NEWPORT 


A typical Rialto design. Particularly 
good in Suede and combinations, as 


* Patent Vamp, Gray Suede Quarter, 


etc. 


A snappy Bal Strap'for Spring. Typ- 
ically Rialto in design and effective in 
Russia Calf, White Buck and Calf 


combinations, etc. 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 
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ICI is far more than a pn-}- 
vately branded leather. a 


I 
It is an institution based on a stan- } j 


dard of quality established by |t 

Robert H. Foerderer over thirty 

years ago. : I 
p 








THERE IS 2ONLY ONE Vici Kl! 
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To maintain the quality of VICI 
and to improve it if possible is our 
responsibility. We, therefore, say 
it is emphatically worth your while 


to ask for VICI KID in your shoes. 
Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 


| 
| 


Pennsylvania 


Philadelphia 


ERE NEVER HAS BEEN ANY OTHER 
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FOR MERCHANTS 


who know real values:— TRADE MARK. 





No. 802 


In-Stock 
At 3.50 


per pair 
for 

at once 

delivery 
—x— 


SEND FOR 
IN-STOCK 
BOOKLET 











Made over up-to-date lasts that a) to the best 
trade, fine fitting patterns, in A to E widths 


KO-REG-TOE 


REG. US. PAT. . 











A Real Shoe to Retail at $5.00 


Goodyear Welt Process 

Misses—12-2 sizes, B, C, D widths. 

Toppie (64 inch) pattern. 

grain mahogany calf. 

Full length vamp with cap toe. 

High grade trimmings and linings. 

Fast color eyelets. 

Heavy solid leather innersoles. 

Grain sole leather counters. 

All solid leather heels. 

Heavy special top pieces. 

Prime scoured oak bend soles. 
— ORDERS FILLED PROMPTLY — 


The L. D. Stickles Shoe Co. 


(MANUFACTURERS) 














WE CAN 


TALK OUR LINE 
BECAUSE 


WE HAVE 
REAL NOVELTY 
REAL STYLE 
REAL QUALITY AND 
RIGHT PRICES IN 
WOMEN’S SPECIALTY SHOES 
IN STOCK 


Here Is One 


6007—Tan Calf, Van 
Dyke Shade, Imitation 


PPPPPPOP ppp ppp pp ppp 


LLLP PP PA APP PPPS 


SAMPLES FURNISHED 
Write: 


SAKS-METH SHOE CO. 


116 DUANE ST. : NEW YORK,N. Y. 


Odom 





mm 


| HUNKINS TURNS 





CHICKENS 





CHICKENS 
CHICKENS 








Here’s one 


Made up to your soles in 18-8 
full L. X. V. — Baby L. X. V. 


i ae OU ON icin GF 0's stasdanesucuae $6.10 
No. 225—Pearl grey suede calf 
No. 199—Brown suede calf..............0-000- $6.65 


| 
They want ’em right 
| 
| 


} No. 224—Black suede calf..............+.000. $6.35 


QUALITY PLUS STYLE 
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Stock No. 441 















NO. 26 GALLUN’S 
MAHOGANY CALF 
FRENCHY LAST 
B,C,D: 6TO10 









FIGHTING 
YOUR BATTLE 


No crippled volunteers in our stock service. Every num- 


| 
| ber has been drafted because of its proven perfection to 
do its part like a major. 
| Better business is coming, to be sure, but it won’t be put 












over with pink-tea preparations. You can go in for force- 
ful selling with our line. The price will make things hum. 
Over a hundred men’s and women’s live styles are ready 
to capture sales. We show one. How about looking at a 
few samples at our expense, shoes or oxfords? 








Diamend $hee TF 
] 196 CHURCH ST., NEW YORK CITY. 
| FACTORIES ~ BROCKTON, MASS. 
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—to your merchandising problems 
of today on men’s shoes. 


Sterling Value 





Sample No. 1007—-Cadet 
Last — Mahogany Kip 
Bal, Oak Bottom—6 Iron 
Oak Solid Innersoles — 
Fine Twill Lining. 


Service 





Price 


We are busy making soday for the country’s best 
volume operators shoes of real style and real qual- 
ity, constructed from none other than leading lines 
of Calf and Sole Leather, with all other materials of 


corresponding quality. 


Our basis for deliveries enmeshes with your today’s 


problems of Quick Stock Turnover. 


Our line of Calf Leaders to be placed on the FEET 
OF THE SHOE WEARING PUBLIC at RIGHT 
RETAIL PRICES—$6.00, $7.00—merits your con- 


sideration. 


Milford Shoe Company 


Factory at Milford, Mass. 


Salesrooms: 


36 Lincoln St., Boston, Mass. 
443 Marbridge Bldg., New York City 
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What Sells Shoes? 


ERE’S a little story (a true one) of 
what happened the other day in a 

shoe factory near Boston. It provides food 
for serious thought. 
We were trying to interest the Manufac- 
turer in our “Doubletwill” Shoe Linings. 
He liked it; wanted to use it; but said: “It’s 
too good for my shoes.” 
Of course there isn’t any such thing as a 
lining which is too good. The trouble is to 
make them good enough. What he meant 
was, that it seemed too high priced. 


But here’s the point— 

As we were about to leave, one of the Manu- 
facturer’s salesmen came into the office, and 
saw our sample of “Doubletwill.” He ex- 
amined it, asked about it, and then said: 
“If our shoes had a lining like that to talk 
about, I could sell them to beat the band.” 
He didn’t say anything about price. Just 
knew he could sell them. 


That’s what MAY sell shoes. 


Give a good salesman some real talking 
points on the vital parts of a shoe (there's 


no doubt about the lining being one of 
them) and he’ll sell them on merit at what- 
ever price is necessary. 

It’s almost funny how men in making and 
selling shoes will dwell upon some unim- 
portant detail, and slide over or lose sight of 
(at any rate, fail to-take advantage of) one 
of the largest factors in shoe-efficiency, and 
one of the best talking points in the whole 
game. 

And the difference in price between a fine 
lining and a poor one is really very small at 
the most, as compared with the total cost 


ofa good shoe. 


Failure to feature linings in shoe sales- 
talk is really a neglected opportunity. 
Shoe wearers appreciate the difference (in 
effect) between good and bad linings. 


Of course the ground you stand upon must 
be solid if you're going to adopt this sug- 
gestion, but you are safe if you've picked 
the right linings. 


y-4 


__ SHOE LINING 


is built to give service as well as to look classy. 


Our friend the salesman was right. He could sell shoes lined with “Doubletwill”—and sell them again — 
assuming that the other vital parts were proportionately good. 

Or, if the type of shoe you are selling does not require a spectacular lining, and you want something less ex- 
pensive that you can still talk about on the basis of rugged qualities, service, or value, investigate the wearing- 


qualities of 


Weaz 2 wel 


No 


SHOE LINING 


We can supply you with some most convincing talk when it comes to what they will do. 
There’s nothing mysterious’ about them. They simply are built right; not for b ae or skirts, but for Shoe 


Linings, which have to stand more wear than any piece 


of cloth you can 


Talk this over with your Salesforce and see if it won't help sell shoes. 
Doubletwill and Wear Well Linings are sold exclusively by W. H. Holbrook Co., Boston 


8 


STITT TMT TT ee MMMM eM MMe MMU MUT emilee niiiilenlilniienniiliileliiniuelimiiileniiniimellm nine n inion i ins 





BOOT AND SHOE RECORDER Feb. 5, 1921 


their good old | 
| shoes away too 
soon: There's comfort left in them- 


you can supply a new appearance, 


| 
Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe Repairing which | 
brings trade to all branches of their business. Shoes are more than repaired— they are remade | 


with all the fine appearance of new shoes. 
You may obtain a Goodyear Shoe Repairing Outfit on very easy terms. We install the machines, 


teach their operation and give the full benefit of Goodyear Service. 
Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 


United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
i lew Yor Brockton Milwaukee Rochester Lynn 

1423 Olive Street 276 Main Street 145 Essex Street 859 Mission Street 221 No. 13th Street 11 Florence Street 

i Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 

Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 

301 A Casualty Building, Reading, Pa. 
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——IN STOCK 
READY TO SHIP 


Closing out prices to make 
room for goods now com- 
ing in for immediate ship- 
ment. 





Mabemeey Veal Calf, reduced from Mahogany Veal Calf, reduced from 
$5.25 to $3.50. $5.25;to $3.25. 
Black Veal Calf, reduced from $4.25 Black Veal Calf, reduced from $4.25 
$3.00. to $2.75. 


to 
Sizes, 6-9; 6-10. 


Goodyear Rubber Heels attached. Sizes, 6-9; 6-10. 


STYLISH SHOES IN MEN’S WELTS 
WITH HEAVY SINGLE SOLES 


This is a great opportunity 
to even up on your prices for 
good quality, serviceable 
Men’s Welt Shoes, and meet 
the demand for lower prices. 


Terms: Net 30 days. 


be we gt Het — B, C, D, Mahogany Chrome Veal Side Welt, 
As above, Brown Side Leather Welt, Write for Samples B, G D, 3-8, price, $3.50. 

3.50. Women’s boots as above- Price $3.75 
As above, Black Surpass Kid Welt, 

Leather or Rubber Heels, $3.50. 
Fine Black Kid Oxfords, Welts, $3.25. 
Goodyear Rubber Heels attached. 


CUMMINGS SHOE CO. 


436 4th Avenue 
PITTSBURGH, PA. 
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Factory 














Mr. Retailer, why not handle 
Union Made shoes and have a 
Strong Selling Point? 


Customers are not over-plenty these days. Then why not take advantage of 
our Nation-Wide Advertising Campaign now going on, wherein our Repre- 
sentatives are advising Labor Union Members to Buy Union-Made Shoes. 
Thousands of working people are being talked to each week, with the Buying 
of Union-Made Shoes as the Chief Argument. We did not Profiteer in Wages 
during the war period. We did not secure advances in wages within 50 or 60 
per cent of the advanced cost of living, and asked only for wage lists that would 
hold after the war period, when nearly normal conditions prevailed. We 
Played Fair, kept the factories running, and did not hold up producers with 


unfair wage demands. 


Our Representatives are now engaged in an organized campaign to bring this 
home to all members of organized labor bodies—with an emphatic, urgent call 
upon them to buy only shoes bearing our stamp. Therefore, Mr. Shoe Retailer, 
if you want the Business order shoes bearing the Union Stamp. — 


Boot and Shoe Workers’ Union 


Affiliated with the American Federati6n of Labor 


246 SUMMER STREET - -  ~- BOSTON, MASS. 
COLLIS LOVELY, Gen’! Pres’t CHAS. L. BAINE, Gen’l Sec’y-Treas. 


enol &S ie T&S 
WORKERS UNION WORKERS UNION 
union YsraM 


Factory 
ee 






































Trade Mark Registered 

















‘Another Pilgrim Pump”’ 


This beautiful inlaid tongue effect, brown 
Vode Kid vamp quarter and tongue: with 
Camel Kid inlay, is one of the season's pret- 
tiest shoes. Such a pattern immediately sug- 
gests many practical combinations. Full 
Louis heel. “Kimball & Sherman” quality. 


KIMBALL & SHERMAN CO: 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 
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The fastest Growing White 
Shoe House in the United States 


THE NEWEST NOVELTIES IN TURNS AND McKAYS 
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No. 430. Superfine White 
Duck, Turn, last 117, 16-844 
Louis covered heel, leath- 
er lined. Widths, B, C 








and D. 





OUR FACTORY IS 
RUNNING — FULL 
BLAST ON WHITE 
SHOES—WE ARE 
IN A_ POSITION 
TO COVER YOU 
ON YOUR WHITE 
TURNS AND Mc- 
KAYS AT THE 
LOWEST POSSIBLE 
PRICES. 





No. 435. Superfine White 
Duck, Turn, last 10, New 
Baby Louis heel, leather 
lined. Widths, B,C and D 








WE ARE CARRY- 
ING IN-STOCK 
THE LATEST 
STYLES READY 
FOR QUICK DE- 
LIVERY. 


LOOK TO US FOR 
YOUR WHITE 
SHOES FOR 1921. 





No. 410. White Duck 
McKay, two button one 
ere 12-8 military heel, 
oy lined. . Widths, C and 











Write Us for Your Nearest Jobber 


HARTMAN SHOE COMPANY 
HAVERHILL 


Manufacturers for the Wholesale Trade MASS. 
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Stock Styles, Just What 
Is Wanted, Brogues for 
Outdoor Wear, A Dress 
Shoe for Evening Oc- 
casions. Price Will 


Please You. 


Ask us to quote 
you today 


FENWAY LAST 
Patent C. S. Oxford, . Bevel Edge, Fiesttie 
le. Sizes 7 = AA, 6% to 11; A, B 
6 to 11; C, D, 5 to 11. 


Stock N , SEF Beagee cats Gallun’s 4 Norwegian Brogue 
Oxtood, “Rawhide Slip Sole. 
Stock No. 693—Brown Cordovan Oxford. Rawhide Slip Ste. 


Sizes fe 5 ‘Widths: AA, 7 to 11; A, B, 6 to 11; C, D, 5 tol 





Stock No. 524— 


B e Last. Gallun’s 
4 orwegian Brogue 
Bal. Rawhide Slip 


Sole. 
Stock No. 642—Brown Cor- 
seven Brogue Bal. Rawhide 
Ak 70 , hw and Widths: 
; A, B, 6 to 11; C, 


Stock''No. 679—Regent Last. Brown Cordovan Varsity Ox- 


roti Sizes and Widths: AA, 7 to 11; A, B,6 to 11; 
5 to 


ford. 
C— wR 


The Dalton Company, Inc. 
Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 
- BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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Banish that fear of 
your ankle 


your feet and 
s ankles 
the Ls sends steps indleates aicagae the 

corrected 


turning 


+ the pain caused 
feet —is anything worse} 
Your ankles turn easil umes. 
ane fn give way weexpectedly - soles 
a ‘oes cramp, legs ache; youfeelfaigued 
oe OF standing much, 
you know thay seem 
ankles may really be mech an abe wet He will adj ; 
? ¢ will adjust to ORT oon individual feet, 


ty OCR particular trouble, the D 
you need. 


a. 

= the ce et aa 
causes of baniene Bak errant the 
Sermcen the tne, Started 
Price 73 sash; $ yr 





It’s*the righ adver 
's rig fsatet Guster tising— 


Dt Scholls 
Foot Comfort Appliances 


It is institutional advertising for the shoe store or 
— partment that renders Dr. Scholl’s Foot Comfort 
ice. 


Not only does it send foot sufferers there for Dr. 
Scholl’s Foot Comfort Appliances, but it impresses 
lic the noteworthy fact that this dealer 

knows feet—and knows how to fii them. Realizing 
that the future of their feet largely depends upon 
the fit of their footwear, it is only natural that they 
should select a Scholl dealer as their shoe dealer. 
Dr. Scholl’s Foot Comfort Appliance advertising 
appears each month in an impressive list of leading 
—_— , bee its zone of me ap 
come the majori nglish people 
North America. Thais campaign has a direct and 
considerable bearing on retail sales wherever shoes 
and appliances are sold. 

Tuition in Practipedics is furnished 

gratis to Dr. S dealers and their 

salespeople. Write for particulars. 


THE SCHOLL MFG. CO. 
213 W. Schiller St., CHICAGO 
ex: NTO 1D sani 


LONDON PARIS 
BUENOS AIRES 
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Three Leather-Trimmed Specials At Snappy Prices 








No. 780—Women’s Oxford, 2-8, English Toe, 


No. 770 — Women’s Oxford, 2-8. Medium 
White Duck, Full Perf., Leather Trim $2.25 


Toe, White Duck, Plain Leather Trim $1.85 


Brown Duck, Leather Trim Bal, 
Smooth Red Extension Sole, Medium Toe. 


No. 730—Men’s, 6-11... .$2.00 
No. 731—Boys’, 2%-6.... 1.90 


Cambridge Rubber Company 
Cambridge, Massachusetts 


Manufacturers of 
RUBBER FOOTWEAR RUBBER CLOTHING RUBBER FABRICS MOULDED GOODS 


CANVAS FOOTWEAR 


a = 


Sete 








Quality Furst 


That’s what most concerns men 
today when they pay a pair of 
shoes. 


They want quality of material, quality of 
workmanship and style. 


All America Shoes combine all these and 
more, they give service. 


The retailer who sells All America Shoes 
has confidence in them and their makers. 


Besides, he buys them as.stock shoes when 
he needs them. 


Rice & Hutchins, Inc. 
10 High St., Boston, U.S. A. 





